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Like your sales puke. 











$100- 
$150 
UNIT 
SALES 


are yours when 

the Do-It-Yourselfer 
screens his own 

porch, patio or breezeway! 


























Big sales... big market! Thousands are building screen porches. Additional thousands need 
porches for added living space and cool, outdoor summer comfort. 


Your chance for many sales. Big sales. Your chance to sell up to $150.00 worth of screening, 
framing and related items at once! Ask your wholesaler how you can participate in the 
Chicopee-Reynolds patio promotion. Get your free point of purchase patio display 

and free porch-patio plans for your customers! 


CHICOPEE ribergias Screening 


The do-it-yourself screening that’s best for porches and patios because 
it’s the easiest to work with, dent-proof and longer lasting. 
CHICOPEE MILLS, Inc., Lumite Division, 47 Worth Street, New York, N. Y. 





there are 17 new 
profit making 


outdoor cooking tools 
in the androck line 








BASKET BROILER SHISH KEBABER CHARCOAL SCUTTLE 


with BRANDED NAVAJO HANDLES 


ANDROCK Products are made by THE WASHBURN COMPANY — Worcester, Mass., Rockford, Ill. 
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Does your competitor have you bullied? 
Before you say “‘no’, read this: 


It’s hard, sometimes, to keep in mind 
that we have to plug harder, and spend 
more on promotion, when the going’s 
tough. Often we want to cut down on 
operating costs, reduce our advertising 
budget, and soft-pedal our selling efforts 
when times look bad. We just want to 
save money. 


And that’s exactly. what we shouldn't 
do. That’s the time we need to throw extra 
power into our selling. 


Especially when it comes to meeting 
competition. 


Here’s what I mean: A number of deal- 
ers I’ve spoken with have seen their com- 
petitors begin advertising power mowers 
heavily. As soon as the competition showed 
a little spunk, these fellows ran for cover, 
stopped promoting their own mowers — 
“because,” they complained, “we’d only 
be helping them if we kept advertising 
now.” Like an ostrich, they hid their 
heads in the sand. 


Now what kind of logic is that? It’s cer- 
tainly not the kind that makes successful 
merchants, or successful manufacturers. 
What do these dealers think would have 
happened to LAWN-BOY if we had let our 
competition frighten us? 


Yes, LAWN-BOY was the first big na- 
tional advertiser of power mowers, and 






LAWNOBO 








Are you running away from good competition? 


we set an advertising standard that the 
industry soon copied. And LAWN-BOY did 
originate the famous engineering features 
(like staggered front wheels with a front 
grass discharge, and also the cross 
mounted LAWN-BOY engine, etc.) that 
others try to copy now. But all that doesn’t 
matter when competitors start imitating 
us and bearing down on us. If we pulled in 
our horns, we’d be sunk. 

But our advertising and promotion have 
always kept pace with our design and en- 
gineering progress, and kept ahead of our 
competition. LAWN-BOY’S advertising budg- 
et has risen steadily during this period of 
heaviest competition, and has consistently 
helped us sell move power mowers than our 
competitors . 


It’s healthy to compete. It’s unhealthy 
to give up your advantage when a com- 
petitor deals you an advertising jab. 


In fact, you should be happy when your 
competitor starts advertising. He’s helping 
to demonstrate just how big the potential 
market for good power mowers can be for 
you. While he increases his own sales, you 
increase yours. 


But don’t let him do all the promoting 
for you; he can get far ahead of you if you 
let him. Face the issue and you’ll make the 
profit. 


a 


62 ie 


Sales Manager 








Lamar, Missouri. Division Outboard Marine Corporation 
Johnson ani Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


MAKING MONEY IN POWER MOWERS 


e POTENTIAL 
e PROFIT 


Every Rotary Mower file comes in 
a sturdy plastic case. Case and 
file have handy hang-up hole for 


9 PRO MOT i O Ni » safe, convenient storage. 


All good reasons to order the Nicholson or 


Black Diamond Rotary Mower file right now! 


One dozen Rotary Mower files 
come in this colorful counter dis- 
play. They won’t stay there long 
if you let this self-merchandiser 
sell for you in good locations. 


wy 


Potential — There were 5 million rotary mowers 


in use at the start of last year. There are hun- Mow Your Lawn. 


dreds of thousands more now. And you can sell satiated 


a file with every rotary you sell this year. SHARPER BLADE/ 


Profit—A dozen Rotary Mower files costs you 
$7.84. A dozen retails for $11.76. Your profit 
is $3.92. And remember—this is a fast turnover 
item all season long. 





Promotion — Frequent ads in The Saturday Eve- 
ning Post. And there will be dominant space 
and dominant advertising in Popular Science and 
Popular Mechanics. There'll be farm magazine bisa ncst: 
ads, too. In addition, we’re giving this the full disconnect the engine 
Hardware Week spotlight treatment. 





unplug cord 


remove blade from 
machine and inspect 
for damage 


Your regular Nicholson or Black Diamond hard- tile equal emounts off 


bevels on each cutting 
ware distributor has the Rotary Mower file now. odes: tellomng paige 


Order now for delivery in time for Hardware Ss 4 
Week profits. 

















ee 


“Ss ROTARY MOWER FILE 





NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND —_ 


(in Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
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ACCO 


for Better 
Values 


Packages for Shelf Chain Items 


All AMERICAN CHAIN shelf items now 
come in attractive blue-and-gold pack- 
ages (see above) which make it easy for 
you and your salespeople to locate any 
packaged chain item in seconds. The 
colorful packages on your shelves and 
counters will attract customers and 
build chain sales for you. 


New ACCO-PAILS 


ACCO-PAILS of Proof and BBB Coil 
Chain make attractive displays on 
counters, or in any store location. 
Newly-designed labels now make them 
brighter and more colorful. Labels are 
in standard industry colors for instant 
identification: GREEN for Proof Coil 


New Carton 
for Quick Identification 

These new ACCO cartons, used for 
packing many shelf-item packages as well 
as certain bulk items, are self-identifying. 
Each has an all-around ACCO design in 
blue and gold—and each is clearly labeled 
as to its contents. Very handy to stock, 
store and display. 


Steel Drums 
for Bulk Chain Selling 


Sturdy steel storage drums, with 


readily removable tops, are used for 
ACCO Proof Coil, BBB Coil, High Test 
and Alloy chain. Each drum now bears 


Newly Improved 
Chain Sales-Maker 
The convenient, popular ACCO CHAIN 
SALES-MAKER has been improved by the 
addition of a quick-action cutting bar, 
which permits snipping off just the length 


Chain, rep for BBB Coil Chain. a colored label for easy identification. 


of chain desired. Saves time and steps. 

With the attractive Chain Sales-Maker, 
you can display a wide assortment of 
chain in very little floor space. Your cus- 
tomers can see and feel the chain—and 
buy it! 

The Chain Sales- Maker is shipped 
complete with your choice of several chain 
assortments (ask your Distributor about 
these); chain comes on reels; packaged 
refills, on reels, available. Illustrated is 
Assortment 38, our most popular one. 


Assortment No. 38 (7 reels) 

175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 

75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 

. 100 Ft. 35 Sash Chain, Bright Zinc Plated 

200 Ft. 1/0 Brass Safety Chain, Bright Finish 
200 Ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


Why Acco’s new packaging 
program means easier, 
faster chain sales! 


Never before has any sales-stimulating idea presented hardware 
dealers with greater opportunities to increase their chain volume 
than has ACCOo’s great new packaging program. 

Now the entire American Chain line of hardware-store products 
is packaged in distinctive containers that make it easy for the 
customer to select exactly what he wants, quick as a flash. And 
the ACCO packaging enables you, the dealer, to locate desired 
items in seconds .. . to display your American Chain stock in a 
neat, effective, inviting manner ... to control your inventories 
more easily . . . and finally, to sell more chains in less time and 
with less effort. 

Typical packages are pictured on this page: boxes, cartons, 
steel drums, ACCO-PAILS and the quick-action Acco Chain Sales- 
maker. All containers are labeled in bright colors for instant 
identification of the Acco brand name, also of the contents of 
the container. 

All these Acco packages have high impact and recognition 
value. They not only identify the merchandise, but help identify 
your store as headquarters for the very best in chain quality and 
value—American Chain! 


Order through your American Chain Distributor 
He is willing and able 
to give you prompt chain service at all times 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddeck, Pa. 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
* indicates Warehouse Stocks *Portiand, Ore., *San Francisco 
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Editorial 


by W. A. Phair 


Killed by neglect. . . 


Fair Trade is dead. It was killed by its friends; it died from 
neglect. The news report on page 184 of this issue tells when and 
how the end of Fair Trade came. 


Fair Trade is probably one of the most misunderstood topics in the 
business world. To most consumers, to many businessmen and to 
most newspaper writers, it has meant “price fixing.” Yet, in its con- 
cept and in the legal restrictions that surround it, it was not remotely 
related to price fixing in the normal sense. 


It is a sad commentary on our business life when we see Fair Trade 
condemned as unfair to consumers, while price maintenance, under 
other names, is used with government approval in many other fields. 


Railroad and airplane fares, and telephone service charges, are 
examples of this. We also find it unofficially used in the price of daily 
newspapers. 


Newspapers have been active opponents of Fair Trade, yet they 
fix the price of their papers and maintain them. Did you ever try to 
buy a newspaper at a discount? I did once, to prove a point, and 
almost ended up in a police car. 


Apparently it is all right to have maintained prices on newspapers, 
but it’s no good for appliances. 


One of the primary causes of the end of Fair Trade has been neglect 
by the very people who benefited from it . . . dealers and wholesalers. 
It is certainly no secret that some wholesalers regularly shipped Fair 
Traded items to discount houses, usually in distant cities, knowing 
that the merchandise would be footballed. It is not right to blame 
a manufacturer for getting disgusted when he sees this sort of thing 
going on. 


Dealers helped Fair Trade die by their failure to fight for it when 
it first got into trouble. Hardware Age has always endorsed and 
supported Fair Trade. We have devoted many, many pages to it. 
Whenever legislation on it was being considered in Washington, we 
wrote about it and tried to encourage dealers to tell their representa- 
tives to support such legislation. But very, very few dealers ever 
took the trouble to do this. 


We can certainly appreciate how busy a dealer is every day. But 
if a dealer will not take time to fight for something as important as 
Fair Trade, how can he expect a manufacturer to keep interested in it? 


It isn’t surprising that GE decided the cost of maintaining Fair 
Trade wasn’t worth the effort, especially on electrical appliances. 











Editorial 


continued 


While there is very little left to Fair Trade right now, it does not mean 
that the whole idea is dead forever. Fair Trade is basically a sound and 
constructive marketing procedure. There are still many people who believe 
in it, including us at Hardware Age. 


When the time comes, and it will come, to make a new effort to establish 
lair Trade, be sure you join the fight. Don’t just sit back and let others 
do the job; pitch in and do your part. 


Paint goes with success... 


The end of Fair Trade on many electrical products has been greeted by 
a rash of promotional price-cut advertising by department stores and dis- 
count outlets. Some of these cut prices are pretty low and no one is making 
any money on these sales. Until this splurge is over, what should a hard- 
ware dealer do? 


One good idea would be to start paying more attention to some of the 
lines that have been neglected in the past. Paint and sundries is one of 
these lines. 


Paint is not a spectacular product, but it can be an important and profit- 
able item. It’s an every-day item that can bring people into your store 
frequently. Paint is also a family product; it has a specialized appeal for 
practically every member of a household. 


We have frequently commented that whenever you see a store doing 
a good paint job, you will usually find a successful store. In our trips 
around the country visiting stores, we are always impressed by the relation- 
ship between a good paint department and a profitable store. Paint seems 
to go hand in hand with success. 


Another virtue of paint is that few items in a paint line can be foot- 
balled. Outside white in gallons takes a little beating each Spring, but most 
dealers have an opportunity to protect themselves on this. 


On the other hand some real money can be made in sundries, if they are 
merchandised properly. On most sundries you can get a full mark-up. There 
is practically no comparison shopping on the smaller items, but they add 
up to real volume. 


If you want a good paint department, you have to go into it with both 
feet; you can’t just dabble in it. How can you build up a good paint op- 
eration? Well, we think it is such an important subject that we have devoted 
a special section to it in this issue, beginning on page 81. 


A careful reading of this Paint Merchandising Guide could very well be 
worth real money to you. Don’t miss it. 
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New FREE Lock Merchandiser 


Colorful 





$ 





Store-tested 


[t's a beauty and it really moves mer- 
chandise! It’s Free! All you pay for are 
the items on the display. 

Every retailer who has tested this new 
[LCO Counter Merchandiser (No. DP57) 
says it’s the hottest lock salesman he 
ever had in his store. Here’s why: 


1. Locks and latches are strong ‘impulse purchase’”’ 
items. 


Compact @ / 







2. It's colorful and appealing to the eye: wing 
panels a gorgeous red, center panel a deep blue, 
attractive natural wood frame. 


3. Quality merchandise with a name your cus- 
tomers know and have confidence in — ILCO. 


4. Quick turn-over, standard stock items: night 
latches, deadlocks, padlocks, cabinet locks, key- 


hole locks, cylindrical locksets, door knobs — 24 
items in all! 
5. Compact — consolidates display space for 24 


popular items into less than 2 sq. ft. of counter space; 
dimensions: Base 40” x 6”, overall height 22%". 


IMMEDIATE DELIVERY — Ask your jobber about this spectacular new 


sales producer or write direct for complete information. 





IN) 


INDEPENDENT LOCK CQO. 


Fitchburg, Mass. 


BY WASHINGTON 


Recent fair trade break-through 
spotlights proposed national law 


You can expect some added support for a new 
Federal Fair Trade Law as a result of the recent 
wave of manufacturers who have dropped resale price 
maintenance. 

The measure pending (H. R. 10527), sponsored by 
Rep. Oren Harris (D., Ark.), is designed to replace 
the “unenforceable” patchwork of state fair trade 
laws with a national law. It would permit manufac- 
turers to control resale prices on their products in 
the same manner they now control trademarks and 
prices under franchises. 

Present plans of the bill’s backers call for lining 
up congressional votes for the measure, particularly 
during the fall election campaigns. They’ll go all out 
for passage of the bill next year. 

Sen. Hubert Humphrey (D., Minn.) has been asked 
to introduce the bill in the Senate. 


outlook 


In the next few months, watch closely what effect the 
loss of fair trade has on your appliance sales and 
profits. Estimate the effect on your business if fair 
trade breaks down in other lines. Then write your 
views to your congressmen, and the Senate and House 
Small Business Committees. 


FHA and Gi programs are due for 
boost in new housing proposals 


Your market for paint and sundries will be boosted 
if Congress approves pending housing legislation. 
These bills will spur sales and modernization of old 
and new homes. 

Latest proposal, by Sen. John Sparkman (D., Ala.), 
would pump about $3 billion into the housing indus- 
try. It would ease down payments on existing as 
well as new homes costing up to $13,500. It would 


10 
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also revive the veterans’ housing program, and make 
$2.5 billion in new money available for home buying. 

This bill would make the purchase of older homes 
easier. It would also make more money available for 


home repair and modernization loans guaranteed 
by FHA. 


outlook 


Voice your support for a new housing program as an 
economic stimulant to your congressmen, Sen. Spark- 
man, the FHA, and the Senate and House Banking 
Committees. If a program passes, look for more sales 
activity in builders’ hardware, repair items, and home 
furnishings. 


Our student population is fast 
becoming big business for you 


Don’t overlook the mushrooming student market 
when planning your sales campaigns and advertising 
schedules. 

Your sales of goods to school-age children should 
be increasing by better than 6 per cent a year. 

School enrollment now totals 41.2 million. This 
includes 29 million in elementary schools, 9 million 
in high schools, and 3 million in colleges, the U. S. 
Census Bureau says. 

Total enrollment last year was 39.3 million. Five 
years ago, it was only 34.4 million. 

School students directly account for about $9 bil- 
lion a year in retail sales, government economists say. 


outlook 


Figure out how you can best increase your share of 
the profitable teenage market. Look for new lines to 
broaden your store’s appeal to students and parents. 
If you are located near a school, develop a promo- 
tional program to attract students. 

(Continued on page 138) 
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REN YOU ASK FOR 
ERVICE ON PADLOCKS! 









Quick, accurate 
service and delivery 





are assured when 
you call on MASTER 
for such padlock 








“specials” as: 










KEYED-ALIKE SETS .. . all locks in set 
keyed alike .. . keys are interchangeable. 






MASTER-KEYED SETS... . all locks in set 
keyed differently . . . but ONE Master key 
opens all locks. 









SPECIAL LENGTH SHACKLES. . . from extra 
etary, short (%2") to extra long (2%). 
















In addition, Master offers such 









other special services as 





duplicate keys and chain 












_ attachments. Whenever 
you need “special” 
service . . . remember 

te . 









MASTER is 
FASTER! 


WER Padlocks 





Nationally advertised in Life, Saturday Evening Post, This 
Week, Parade, True, Time, ‘Outdoor Life, Sports Afield, 
Popular Mechanics, Farm Journal. Boys’ Life, American Girl. 


Master Jock Company, Milwaukee 45, Wis. : “Wetldie. Largest Padlock Momufaciinens 


Order from your wholesaler 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


what about Dropping of fair trade two weeks ago by several major electric 
housewares manufacturers brings a wave of dealer price cuts and 

fair trade? oe consumer spending. Some manufacturers, such as Hamilton Mfg. 
Corp. and Bissel Carpet Sweeper Co., stick to fair trade for now, 
refuse to jump aboard the drop-fair-trade-bandwagon. HA Recom- 
mendation: Don’t panic if discounters and department stores in 
your area slash prices on electric housewares now that fair trade 
is off. Prices eventually will come up to a level profitable for all. 
If you favor minimum price protection, write your congressman. 
Urge him to pass national fair trade legislation. Ask him to support 
Bill H.R. 10527. 








how to boost Paint sales move into the spotlight with the arrival of spring next 
week. Clean-up, Paint-up, Fix-up Week drives in many communities 

paint profits Si ls will spur sales. Families are expected to spend an average of $38 
each just for paints and sundries this year. HA Recommendation: 
Check your community for Clean-up, Paint-up, Fix-up Week dates. 
Tie-in your advertising with this drive. Emphasize your paint 
department. Use the Paint Merchandising Guide in this issue, 
starting on p. 81, to increase your paint profits. 





crackdown The Federal Trade Commission continues its crackdown on fictitious 
pricing. (See H.A. issue of Jan. 30, 1958, p. 12.) More fictitious 

is stillon... pricing shows up this spring in off-brand power mowers. These 
mowers are being sold at supposedly marked down prices when 
these are the actual prices. HA Recommendation: Don’t advertise 
or sell goods marked down from fictitious list prices. Customers 
are becoming more aware of such pricing, so it has little effective- 
ness. Also you may get yourself in trouble with the FTC. 





automatic The day of the hardware vending machine may be just around the 
corner. A new vending machine that accepts dollar bills and gives 

selling MOOT .«-« change has been introduced. Its makers see it some day dispensing 
packaged hardware in stores as a supplement to regular sales. 
HA Recommendation: Hardware vending machines, if successfully 
introduced, will not lessen the dealer’s importance. They’ll be good 
only for smaller, prepackaged items. The dealer will still be needed 
to guide customers in buying merchandise to best suit the custom- 
ers’ particular needs. 





... turn to p. 184 for more news on how’s the hardware business 
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POWERFUL NATIONAL 
ADVERTISING 





IN 1958 





ars BABY: 








10 5 Ahead 






Handle Display 
Envelope 













Window Streamer 
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Advertising 










Cooperative 
Ads 










Write, Wire or 
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PROTECTED = Seals lt IE 
PROFITS : 
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made by PIONEER GEN-E.- -MOTOR a eee 


9841 West Dickens Ave Chicago 39, Illinois « T, T-Jelatelal-@ —1 —f, 


‘ 
_ 
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Whats New 








HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Mixed bristle paint brush 


Do - it- yourselfers and profes- 
sional painters will want the new 
Raylon line paint brushes. They 
combine heavy-gage tapered rayon 
bristle and flagged nylon bristle. 






























Nylon bristles have great abrasive 
resistance, and absorb the shock 
of jabbing and wear. The rayon 
bristle gives excellent pickup, in- 
creased holding capacity and even 
release of paint. Raylon brushes 
will be priced lower than compa- 
rable 100 percent nylon brushes 
and comparable hog bristle brushes. 
Brush Div., Pittsburgh Plate Glass 
Co. 


For more data circle No. 1 on postcard, p. 147 


All-purpose primer spray 
Do-it-yourselfers and profession- 
al painters will want the new Kry- 
lon gray all-purpose spray to pro- 
vide a bond on almost any surface. 
It is a companion product to fast- 
drying Krylon spray enamels and 
can be used to prepare practically 
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all surfaces including bare wood, 
metal, plastic, ceramic surfaces. 
Primer will dry in a few minutes. 
Then the job can be completed with 
a finishing coat of Krylon spray 
enamel available in 19 colors. List, 
$1.79 for 16-0z container. Arylon, 
Ine. 


For more data circle No. 2 on postcard, p. 147 


Ring sprinklers in color 
Color-minded homemakers will 

be customers for Green Spot ail 

aluminum ring sprinklers now of- 
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fered in gold, blue, copper, green, 
red, and silver. Packed one of each 
color in a carton they list at $1.80 
each. The line also includes a new 
$1.98 fan spray made of brass with 
white baked-on enamel and bright 
brass finish. An 80¢ number is a 
spike fan sprinkler with baked 
enamel head and 7-in. rustproof 
spike. Scovill Mfg. Co. 


For more data circle No. 3 on postcard, p. 147 


Screwdriver, cuff link set 

Here’s an unusual gift combina- 
tion of tools and a costume jewelry 
for a Father’s Day gift or as a 
birthday gift for fathers. The 
combination set includes 


GS-10 





Vaco reversible screwdriver, made 
of high quality steel with break- 
proof, shock-proof plastic handle. 
Blade has 3/16-in. regular bit at 
one end and No. 1 Phillips bit on 
other end. Cuff links are silver- 
plated miniature of plastic handle 
screwdriver in one inch oval. Tie 
bar has matching miniature screw- 





1958 



















Want more information on these 
products? Then use free post 
card on page 147. 


in hardware merchandise... 








THAT CAN HELP YOU BUILD BETTER STORE PROFITS 


driver, set in black oval. Attrac- 
tive gift box holds all pieces. List 
for entire set $4.50. Vaco Prod- 
ucts Co. 


For more data circle No. 4 on postcard, p. 147 


Vacuum cleaner accessories 
The seven-piece accessory set for 
the Red Devil Redi-Vac, lightweight 
vacuum cleaner lists at $18.50. It 
includes: 7-ft hose: 20-in. exten- 





sion tube; dusting brush for lamp 
shades, furniture or close-quarter 
cleaning; drapery, curtain, up- 
holstery cleaning tool; coupling for 
attaching tools; narrow tool fer 
reaching inside radiators, cleaning 
corners and brush for cleaning 
walls, moldings, books. Red Devil 
Tools. 


For more data circle No. 5 on postcard, p. 147 


Sliding door edge pull 
Do-it-yourselfers and profession- 

al carpenters will be interested in 

this rustproof edge pull for sliding 
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doors. Requires a recess of about 
3,-in. Plate dimensions are %x3% 
in. Pull is offered in lustrous brass 
or chrome finish, singly packed in 
visible plastic bags with #7x%4 
in. flat head screws. The same com- 
pany has also introduced new sin- 
gle prong hook shown with the pull. 
Wessel Hardware Corp. 


For more data circle No. 6 on postcard, p. 147 


Propane gas torch kit 


Designed for do-it-yourself and 
professional mechanics, this kit has 





eye appeal and utility. Case con- 
tains torch and all wanted accesso- 
ries for hundreds of home or shop 
jobs. Torch has pencil burner unit 
with propane gas cylinder. Acces- 
sories include utility burner head, 
soldering tip, flame spreader and 
flint sparklighter. Green steel case 
has an accessories and supply com- 
partment in the center. Kit lists 
at $9.95. Otto Bernz Co. 


For more data circle No. 7 on postcard, p. 147 


Matched kitchen canisters 


Homemakers who like modern 
design housewares will want these 





highly polished chrome - on - steel 
Pantry Elegance canisters. Four- 
piece set combines flat sides with 
rounded fronts and backs to permit 
canisters to fit neatly together. 
Each item has recessed black plas- 
tic handles on covers for easy 
stacking. The set includes wire 
rack for use on wall, beneath wall 

(Continued on page 144) 
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TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 


Want more information on these 
sales aids? Then use free post- 
card on page 147. 





Pre-cut chain merchandiser 
Campbell’s pre-cut packaged 
welded chain can be displayed to 
best advantage in this eye-catching 
two-way display. The merchan- 
diser is packed with 3/16 and 4 in. 
Blue Temper Proof Coil chain in 
10, 15, and 20 ft lengths and 5/16 
in. chain in 10 and 20 ft lengths. 
This complete chain department 
takes only one square foot of floor 
or counter space. Campbell pre-cut 
chain can be sold self service. [It 





needs no cutting or 
Campbell Chain Co. 


For more data circle No. 8 on postcard, p. 147 


wrapping. 


Lawn care shopping center 

This 7-ft high full-color point-of- 
purchase display unit takes space 
only 3x9 ft. One of four panels has 
figure of a young homemaker whose 
hand fits the handle of any Homko 
rotary mower. Background fea- 
tures landscaped grounds and sub- 
urban style homes. Printed in re- 
lief on the display unit are Homko 
1958 self-propelled lawn-sweeper, 
reel-type mower, riding rotary 
mower, and new power arm which 


16 


fits on three pieces of equipment: 
rotary mower, edger-trimmer and 
rotary tiller. Literature racks are 
at either end of unit. Western Tool 
& Stamping Co. 


For more data circle No. $ on postcard, p. 147 


Displays for mop refills 

Dealers are offered large plastic 
patio buckets in bright shades for 
display use. Filled with one dozen 
sponge mop refills and a point-of- 
sale sign, “Time to Modernize Your 
Mop” the buckets are free with 
every order for one dozen mop re- 
fills up to March 31. Buckets, valued 
at $1.98 retail, are offered to en- 
courage mass displays of mop re- 


fills with pyramids of buckets in 
colorful reds, yellows, pinks, and 
turquoises. O-Cedar, Div. of Ameri- 
can-Marieta Co. 


For more data circle No. 10 on postcard, p. 147 


Rotary mower file display 

This counter merchandiser con- 
tains 12 files for National Hard- 
ware Week tie-in. Files are de- 
signed to quickly touch up dull 
blades. Each file is packed in a 
sturdy plastic case with convenient 
hang-up hole. Instructions are 


Adfonsi Yous Lauln 


SHARPER BLADE / 


.y 


~ ae Y 


ROTARY MOWER Fis 


printed on back of each case. 


Nicholson File Co. 
For more data circle No. 11 on postcard, p. 147 


Asbestos paper display unit 


This attractive counter merchan- 
diser acquaints householders with 
the many uses for asbestos paper. 
Merchandiser holds 12 rolls of 
white asbestos paper 18 in. wide 
and 110 in. long. Three displays 
are contained in each shipping car- 
ton with a total of 36 individual 
rolls in eye-catcher black and yel- 
low wrappers. Highly resistant to 

(Continued on page 182) 
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PATTERN! 
PRICE! 

PACKAGING! 
PROMOTION! 


NEW 

PINE CONE 
16 pc. sets 
from $18.95 


BRIGHT STAR 
16 pc. sets eN 
from $10.95 & 


“ 


FALLING 
LEAVES 


24 oc. sets 


from $9.95 ‘i. * X 








YOU NAME IT... 
WALLACE STAINLESS HAS IT! 





High Fashion Patterns! 

Wallace’s high design standards give 
you the newest, smartest... the 
biggest assortment of best-selling 
patterns in the industry. And rigid 
quality control means order and re- 
order quality never varies—there's 
perfect uniformity in every piece! 


7 Big Price Lines! 


From top-quality Custom to budget- 
priced Malabar Tin, Wallace has 
best-selling patterns in every price 
range for every customer's purse. 


a 
ss > 4 3 4 
= 4 y a 
i . % 
» 





BALANCE 


16 pc. sets now from $19.95 
(regularly $24.95) 





































Stand-out Packaging! 
Everything from attractively 
designed bulk gift boxes to custom 
designed Monogram chests . . . just 
right for every type of display fix- 
ture from bulk bins to the smartest 
showcases! 


Hard-hitting Promotions! 
You get a complete assortment of 
packaged sets! There are 10 differ- 
ent sizes within each price line: any- 
where from 4 to 76-piece sets. 

You get super price flexibility within 






IVANHOE 
24 pc. sets 


from $6.50 


SEA SPRITE 
24 pc. sets 
from $5.95 


~<a 
-.. = 
ke ne 


CRISS 
CROSS 
(Malabar Tin) 
24 pc. sets 
from $2.95 





each line so you can tailor the price 
of every set to the price that’s right 
for your market. And you can vary 
the price with the type of knife you 
select for price promotions that 
really click! 


Rigid Quality-Control! 


Perfect uniformity for every piece 
that leaves the factory! Order and 
re-order quality never varies be- 
cause every shipment of Wallace 
flatware is scientifically quality- 
controlled. 


WUVALLACE 





STAINLESS 


..» A Division of Wallace Silversmiths. At Wallingford, Connecticut ... since 1835. 
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GENERAL ELECTRIC OFFERS 


lus a profit-making starter’ 


NEW G-E LIGHTED ICE « D300 2 NEW G-E OUTDOOR LAMPS 
For candelabra (C 72) sockets 


in wonderful transparent colors 


D15...steady burning...D27 twinkle lamp 
Both fit intermediate (C 9%) sockets 


A sell-out last Christmas, the most beau- 


tiful lamp in the world... now only 29¢ 
(suggested retail) 


Sell the brand customers prefer ... and make money! 


Last Christmas, the sellout on G-E Lighted Ice proved 
that customers were willing to pay more to get more 
... with G-E quality and dependability. Result: stores “G-E”...not only on the new lamps, but on stand- 


made more dollars per sale and more profit per sale. ard Christmas lamps, too! (More G-E 5-bulb packs 
Now at the new lower suggested price for D30, _ sold last year than in ’56.) 


you'll have a broader market. And you can profit by 
the same recognition of extra value in the mark 


G-E ads will tell nearly 60,000,000 people...2 out of 3 families...to “look for G-E on the bulb” 


More ads than ever, in these Sunday magazines will dependability. So, be sure to order G-E lamps in 


boost your customers’ recognition that ““G-E” means string sets and for renewals... and cash in. 


SS, cerac me The Prdadeigha” Inquirer 


Sanday Magawne es ww 


* 
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3 NEW G-E CHRISTMAS LAMPS 
assortment with lighted display! 


Here’s what you get in G-E starter deal No. 226 


42 packages of NEW G-E Christmas lamps, comprising 226 lamps— 
96 Lighted Ice D30—in 16 packages 
80 DI15 Transparent... steady burning—16 packages 
50 D27 Outdoor Twinkle lamps—10 packages 


Suggested list value... $55.54 


PLUS a FREE COLORFUL LIGHTED DISPLAY... which demonstrates the 


beauty of these new lamps /ighted... and includes a special 14-socket string 
that will accommodate the 6 colors of D30 and four each of D15 and D27 


2 
You'll like this deal because the lamps are Suggested dealer cost $37 2 


NEW . fast-moving ... high dollar profit. . . at suggested list value your profit $18.32 
and nationally advertised. There’s no carry-over 


to consider ... you’re not duplicating. And the 
display will attract attention . .. show the beau- 
ty of the new G-E lamps... help sell string sets 
and lamps. NOTE: This deal will probably 
serve less than 42 customers, so you will un- 
doubtedly want to order more of these fast- 
selling new G-E Christmas lamps. Order from 
your G-E Christmas lamp supplier and make 
high profits per shelf foot! Miniature Lamp Depart- 
ment, General Electric Co., Nela Park, Cleveland 12, O. 





Display and stock packed in a single carton 
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VAPOCAN 


is pre-selling your 
customers now with the biggest promotion ji 
p - n in the industry 


Z g 


market—o 
ver 40 milli 
ion advertisi 
ertising messages in four leadi 
ading magazi 
gazines ! 


PLUS coast-to-coast publicit 
nicity NEWSPAPERS - MAGAZINES 


. medal when she 





is in the natural flavor and freshness of all foods: 


berries, fruits, vegetables meats and liquids ! Thermo- 
plastic coating keeps VA liquid-tight. No wonder it's 
America’s favorite home-freezing container ! 


QUART 1% PINT + PINT 
Vapocan is easy on the budget. There's nothing else 
to buy—no inner bag or overwrap. Lids are re-usable 
over and over. just mark with pencil — erase and 
wipe off for re-use. Same lid fits all 3 sizes! 


Right 
customer . . Y time. Rigi¢ 
VAPOCAN S are being pre- You save space, toe. . — ~ ae to a 
No sold o : ready to use. 
; wonder it’s sellin b . Bi Square shape saves 30% Full-top opening for easy 
space In freezer. Lid Is —— fill nd ty! 
. etter than ever: recessed for safe, easy iy as gaat — can 


Third : 
S 
Third straight year of sales i mi 
increases! py. stacking. + with single press-on 





motion. 





You'll find this blue carton of Vapocans at supermarkets. grocery 
stores, locker plants, hardware, appliance and department 


Get your 
share of th 
Self-selling di e ready-made 
selling display-ship VAPOCAN market , stores: Carton of ten 1 Ye pint Vapocans about 75¢. 10 re-usable 
per, banners, freezing book] ka lids about 65¢. 
U ets, other 


point-of-sale aids are yours—FRE a 
E. ORDER NOW. a eee 


Ca Pe 
i your distributor : 
, Or write CONTAINER CORPORATION OF AMERICA, 1301 West 35th Street, Chicago 9, Wl. 


C 
PONTAINER CORPORATION OF AMERICA 





0 W. 35th Street 
hicago 9, Illinois 
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To celebrate the year of the Golden Panorama’* 


REVERE PRESENTS 
NEW JEWELS FOR 1958's KITCHENS 


*This is the year that copper-clad, stainless steel 
Revere Ware went over the 50,000,000 mark! 









Qhulle-bwneled 
Fizvewe Where Special!” 


Popular at regular prices, these are red-hot items 
as specials. Big savings—yet full profit markup 
for you! PLUS Free promotional material—ad 
mats, stuffers, banners and co-op plan! Write 
Revere now! 


Cat. No. 1402 2-qt. Sauce Pan— 
regularly $7.50... now $5.98} 


Cat. No. 1441'2 1'2-qt. Double Boiler — 
regularly $10.50... now $7.987 


tthru April 30, 1958 








" etl Catia? 


NEW! R R k TLES! 
—_ — — _ ee een ~ NEW! REVERE WARE COPPER CANISTER SET 
» F- Solid copper, quick heating and handsome. The whistler 


is a new version of Revere’s most popular stainless steel. With the famous Tel-U-Top® knobs. 
tea kettle—and the Regency Tea Kettle has the tremen- 
dous appeal of smart, modern design. : 
Cat. No. 2901 Solid Copper Whistler, 2¥4 qt. $5.95 Lustrous solid copper has tremendous shopper appeal. 

' Cat. No. 2232 Regency Copper Tea Kettle, 2 qt. $8.95 Cat. No. 2836 4-piece Copper Canister Set......... $17.95 





Lets you see at a glance what is stored inside. 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division 
Rome, New York « Clinton, Illinois « Riverside, California 
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Hardware Week Special! 





LIMITED 
QUANTITY 
AVAILABLE 
FOR 
HARDWARE 
WEEK 
ONLY 





BONUS 
BOTTLE 
OPENER 





BONUS % 
MAGNET 


1 DLI45 $5.98 list 


1 HARDWARE WEEK KIT: 
1 Removable Magnet .. . 41.00 list 


1 Wall Type Bottle Opener 49 list 


Total Retail Value $7.47 


Here’s one of the fastest-moving, profit-making pro- 
motions ever offered! Your customers want Can-O- 
Mat's powerful selling features . . . removable 
cutter for easy cleaning . . . smooth single action 
operation... powerful removable magnet...new 
bottle opener attachment! Stock this Can-O-Mat 
Hardware Week Special Now! 


NATIONALLY ADVERTISED IN THE SATURDAY EVENING POST 


See your distributor or write. 


R: " MANUFACTURING CO. eee 


at irha stores 


- o@- Sak-e- e-e OREO Sum (EES -Fekena sverywbere 
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: from a Master Mariner's 
~. determination to Stop Rust! 


Rust-Oleum was developed by a Master Mariner under the actual rust- 
producing conditions of the sea! It’s not an oil, not a grease, not a paint 
—but a colorful protective coating that STOPS RUST and deautifies as 


it protects ! 


Here is a new merchandising concept that’s sweeping the country— 
city-after-city! We've literally lifted rust prevention “by the bootstraps” 
and created a BIG, PROFITABLE RUST-STOPPING BUSINESS FOR 
YOU! Dramatic television advertising, powerful newspaper promotion, 
billboards, and radio combine to bring Rust-Oleum buying customers into 






Apply Rust-Oleu 

Primer directly over sound rusted 
metal. Follow up with desired 
Rust-Oleum finish colors, on metal 
furniture, fixtures, pipes, railings, im- 
plements, toys, tanks, machinery, etc. 






Distinctive as 
your own finger- 
print. Accept no 
substitute, 
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Damp-Proof Red 





Nationally ad- 
vertised in Sat- 
urday Evening 
Post, Time, and 
Newsweek | 


your store! They demand the only 
one of its kind—Rust-Oleum, with 
the specially-processed fish oil 
vehicle! 

We're in many cities now, includ- 
ing New York, Chicago, Cleveland, 
Los Angeles, and many others— 
however, if we're not in your area, 
check with your favorite distribu- 
tor! Rust-Oleum will be in all cities 
—VERY SOON! For complete 
information on a profitable 
Rust-Oleum dealership, attach the 
coupon to your letterhead! 

































RUST o° 













This “Silent Salesman” moves 
Rust-Oleum at a high volume! 
Colorful, compact, all-metal 
display. 


Rust-Oleum Corporation 
2726 Oakton St., Evanston, Iil. 







| 
Gentlemen: Please send me complete details | 
distributor's name is 7 





| 
| 
| ona profitable Rust-Oleum dealership. My 
i 
! 


_— ee Se ee eee eee ese cee cee cee ee ee eee ee | ee 


’ 
ATTRACTS CUSTOMERS... 


ATTRACTS PROFITS... 


The bread box designed with greater sales in 
mind! A compact, convenient model with a 
revolutionary new latch... the big attraction that 
will generate action! Feature it prominently... 
and pull in the profits! 








Colorware Stack *N Store Cannisters are shaped to 

sell. New oblong form plus Stack ’N Store lids make it possible 
to stack vertically or place side by side. Easily the most practical 
... Most attractive new design of the year. 


NATIONAL CAN 


cOoO RPOR,RAT ION 


ILLINOUS 











on 


New long-handled New 13 quart Serving Tray 36 qt.—26 qt.—12 at., etc. Compact 3-way 
Dust Pans Refuse Receiver Cake Safe Waste Baskets TripLDeck Dispenser 
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To introduce the first new kind 











of knife in your lifetime 


SHARP 
FROM YEAR 


NOW ONEX /} 


8” STEAK SLICER REG. $2.95 


FULL MARKUP FOR YOU 


Retail Sale from Feb. 1 to March 31, Ends at Wholesale March 15 Makes the hardest cutting job easy! 





This is the sale that pulls them in... a sale that 
has been pre-tested with terrific results! 


Test store sold 396 Waverly Edge Knives in 
just 3 days using this half-price special as a 
leader (store name and full details on request). 
Order new Waverly Edge from your Ekco-Flint 
Distributor today. 











4 a / . ; x . 3 af 
‘ - rs, *, ss 


First /ZY Knife in your : 











. 




















} in in” FEATURE ALL 11 NEW FLINT WAVERLY EDGE KNIVES, 
, . aie Y Stainless Steel Blades . . . Pakkawood® Handles. 
1 (eal (4 Sample knives shown below) 

PR Bi 1) Bh ea 

o.. \ } ; 3 | 1 : } 6” Sandwich Knife 3” Paring Knife 

cad i it ' £ 4 Fea 4 Retail $2.50 Retail 98¢ 

 & : 3 ee 


eee : ee ' 
ee ae = Ra 
ae 3 % Se 


. A : ® : 7%" Swedish Cook's Knife 9” Bread and Cake Knife 
Retail $2.95 Retail $3.50 












Ask Your EKCO-FLINT Distributor About Special Waverly Assortment 
With FREE Display Fixture 


Stays Shorp from Year to Yeor — 
| F KCO . . the greatest name 


Show More and Sell More! in housewares 
Six ¥% price Knives on Display Card 
gets you into this promotion quickly Ekco Products Company, Chicago 39, Illinois 
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gives you all these selling features in a floor polisher? 


Check the superiority of the Hoover 
Polisher in this 30-second Comparison Test 


A comparison of Hoover Polisher features 
with those of 5 other leading polishers. 


HOOVER POLISHER] POLISHER] POLISHER] POLISHER] POLISHER 
g C D F 


ieeitinton teen 7° YES | YES | NO | NO YES 
Overall weight 12 Ibs. or less} YES NO NO | YES YES 
without changing brushes [omae| NO | NO | NO NO 
Automatic handle switch YES NO NO NO NO 
Splash guard YES YES NO NO NO 
Sanding attachment NO NO NO 
Special plastic brush backs | YES YES NO | NO NO 
ieteliag biahen YES | NO | NO | NO NO 
Retail price less than $50 YES 7 NO YES 
Two-piece handle shortens YES NO NO NO NO 


for above-floor polishing 


Rug-cleaning attachment . NO NO NO 


for liquid and dry compounds 






























































Viny! Bumper and Splash Guerd — 
Protects walls and furniture against 
marring and splashing. Extends to 
within 4” of the floor. 


Order the Polisher that lives up to . iceeseeiGilahiin steer Geeelaiienieel 
its name... from your Hoover distributor °°-s! ®rvshes—Exclusive brushes ishing. 


scrub, apply wax, and polish ; ; 
...and stock up on Hoover polishers without a change. Magic Handle — turns polisher on and 
for your rental trade. off automatically. Shortens to half- 


length for above-floor polishing. 


Fully Insulated — Safest for scrubbing. 
Even has double pole switch. 


Powerful Motor — Never needs oiling. 
Precision worm gear drive. No belts 
to replace. 


Rug Cleaner—Hoover applicators lightweight which pleases the 
are easily attached (and there’s _ladies. 


SPECIALISTS IN FLOOR CARE no big hike in retail price). For 
The Hoover Company, North Canton, Ohio wet shampooing or dry cleaning. 
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=... Cemper 


PRE-CUT PACKAGED CHAIN 


... available two ways— 
by the box or in this 







new Merchandiser. 


*Trademark 


Here’s a completely new way to merchandise chain. This 
new eye-catching unit with a complete stock of Proof Coil 
Chain takes up only one square foot of counter or floor 
space. It’s an ideal starting stock, just the popular sizes 
and lengths: 3/16” and 4” chain in 10’, 15’ and 20’ 
lengths; and 5/16” chain in 10’ and 15’ lengths. 


Start selling Campbell “Blue Temper” Chain in the new Merchan- 
diser. Call your Campbell distributor or write direct for details. 


<ul ati aac aaalaleaiaies 
















LOOK AT THE SALES FEATURES OF 
CAMPBELL “Blue Temper” CHAIN 


@ Rich Blue Color—tempered right into the chain @ Pre- 
Cut to eliminate measuring and cutting ¢ Pre-Packaged 
3 for self-service, attractive display and convenient storage = 
e Load Rated safe working load limit clearly shown on 3 

every package « “Measure Mark’’ Chain, marked every 
‘ 5’ and color-coded in 50’ and 100’ lengths « Labeled for 
’ instant identification of grade, size, price @ Clean, no 
dirty hands or clothing. 


Feit, CAMPBELL CHAIN Company 
York, Pa.—W. Burlington, lowa 


CHAIN E. Cambridge, Mass. — Seattle, Wash. — Portland, Ore. 
Sacramento, San Francisco, Los Angeles, Calif. 
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ONE SALE JOINS ANOTHER 


_..WITH ACME STEEL CORRUGATED jobber or write to: Dept. HAC-38, Acme Steel Products 
FASTENERS-— Capitalize on the traffic building = Canada, Acme Steel Company of Canada, Ltd., 743 
sales of Acme Steel Corrugated Fasteners. In a hard- Warden Avenue, Toronto 13, Ontario. 
ware store, more than any place else, one thing leads 
to another. By placing several cartons at different points Number per box 
in your store, you can call attention to allied items all 
: Fastener Depth Corrugations 

the year around. Place cartons near your displays of P 4 5 
hammer and tools, paint and sundries, garden tools and u," 100 100 
supplies, builder’s hardware and fasteners, or in any %" 100 50 or 100 

os ad 100 50 or 100 
department of your store, and watch your tie-in sales “" 100 50 er 400 
go up. Acme Steel Corrugated Fasteners sell themselves y," on 100 
and many allied hardware items, too! (5 corrugations approximate 1”) 


Read the chart and order your supply now! See your Corrugated Fasteners are also packed in bulk, 500 to a carton 


sa CORRUGATED FASTENERS 
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’S GOT TIME 
Who to buy from more 


than one rubber, wire and plastic resource? 


Your one complete resource is Avbbownaide 


Rubbermaid, inc., Wooster, Ohio 
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AGUS 
is the gun 
to reach 











VB MESO RESO HCE LOY) OR 


ARROW's 1-50 STAPLE GUN 


No more sagging sales! Blast your way 
into the big profit picture with the famous 
T-50 staple gun and a whole barrage of 
new ARROW products! Look to the right 
at just some of the reasons why Arrow 
remains No. 1 in the trade! 


e*eeeeeeees e**eeeneeeaeeee@ 


_ me NEW! JT-21! The mass - ——— Re 

meameey market staple gun! : Ra NEW! T-32! New in- - 
@ Retails for $4.95!: | soy) ards create a power 

Every housewife can * gm. \emi@ Punch unmatched in a 

afford one! . — Staple gun of this size! 


That’s only the beginning! Send for : = coe eeeresees 
Arrow’s new catalog. You'll see an arsenal 7 NEW! HT-50M! Ham- : EEE NEW! Display Pak! 
of new products... a profit margin that . a mer tacker... new > gees Packs 3 1-50 tackers 
remains secure ... Arrows protect-you ; inside and out...per- - peereey in a display that 
policy of selling only thru the trade... : (ap = fectly balanced so you * [== sie) §=6STOPS 'EM! TELLS 
and all backed by the biggest ad cam- - Staple without strain! ee = 'EM! SELLS 'EM! 

paign in Arrow’s history! iin 





HRROowW FASTENER [o. ./NnC. 
1 Junius St., Brooklyn 12, N.Y. 
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New warehouse and assembly plant of The J. R. Clark Company at Reading, Pa, 


Now) ...2 PLANTS TO SERVE 


YOU BETTER WITH 


s a 
Rid Cuality Produce 
at competitive prices. Substantially, all shipments 
__-—_—~ of Rid-Jid products to the eastern seaboard states 
will be made from our Reading plant. This will 
make it possible to cut many days from present 
shipping time. 

With two modern, well-equipped plants operat- 
ing at full capacity, we are ready and able to 
provide better-than-ever service to our many cus- 
Spring Park plant with 8 acres under tomers across the nation. 


one roof and all manufacturing operations on one floor. 








We’ve had to e-x-p-a-n-d to meet the growing 
demand for Rid-Jid products. Our expansion plans 
called for a new plant strategically located to pro- 
vide better, faster service to the East. That new 
plant is now open at Reading, Pa. 
We feel that the opening of this new plant is Be: 

another big step forward in providing the best THE J.R. CLARK COMPANY 
possible service and the highest quality products SPRING PARK, MINN. « READING, PA. 


THE J. R. CLARK FAMILY OF FAMOUS Ridtid avairy PRODUCTS 









PF ICS RA 3c va Ve OM on = ee) 
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RID-JID KNEE ROOM® i 
IRONING TABLE AND ROLL-OR-TOTE LAUNDRY CARTS ALUMINUM 
IRONING PAD AND COVER SETS CLOTHES RACKS LADDERS 





WOODEN 
LADDERS 
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The public has its say about 
Electrostrip in the new do-it- 
yourself kit! Read these enthu- 
siastic comments about the wiring 
system that’s every inch an outlet! 


‘“‘Electrostrip is very convenient for 
the many electrical appliances used 
in the modern kitchen. My wife and 
| certainly like it.’’ 

C.B., Fort Worth, Texas 


‘“‘My first attempt to use Electro- 
strip. Find it very handy and easy 
to install.’’ 

H.W., Philadelphia, Penn. 


‘“‘Electrostrip is truly a nice product 
for the home.”’ 
E.M., Springfield, Ohio 


‘Very pleased with Electrostrip. It 
Saves many steps, excess cords, 
etc.”’ 

Mrs. B.G.S., Norwood, Mass. 


“Put Electrostrip in kitchen and 
family room. Works great!’’ 
C.D., Birmingham, Mich. 


‘‘Electrostrip makes very neat job 
and is very workable.”’ 
D.W., Laurel, Delaware 


‘‘Put Electrostrip in master bed- 
room. It works swell.’’ 
D.W.S., Arlington, Mass. 


‘| installed Electrostrip in the 
living room. It’s a very clever and 
handy idea.”’ 

R.G.S., Pittsburgh, Penn. 


Order Electrostrip today! It 
comes 5 kits toa carton. You get 
a 40% discount. Retail price 
$49.75. Your cost —$29.85. Your 
profit — $19.90. (Retail price per 
kit—$9.95.) 


40,000 inquiries show the tremen- 
dous market for Electrostrip. Your 
customers need Electrostrip and 
want to know where to buy it. 
Do you stock Electrostrip? 


‘Please send me information on 
your Electrostrip as advertised in 
Popular Science, Jan. ’58. Please 
send me name of dealer close by 
where | may obtain Electrostrip."’ 

M.W., Chicago, Ill. 





‘“‘Please send complete story on 
Electrostrip as advertised in Good 
Housekeeping. Thank you.”’ 

V.C., Philadelphia, Penn. 





‘*Please advise me of nearest dis- 
tributor or Rochester retailer for 
Electrostrip kit @ $9.95." 

W.W.B., Rochester, New York 


‘‘Would you be good enough tosend 
me more information regarding 
Electrostrip. | haven't seen it in 
any of our local stores. Perhaps 
you could tell me where | could buy 
Electrostrip in the New Jersey 
area."’ 

Mrs. J.J.S., Cresskill, New Jersey 


“Will you send me a price list for 
Electrostrip parts...andthenames 
of dealers in the Los Angeles area. 
Thank you.” 

F.M., Woodland Hills, Calif. 


‘‘Please send me your catalog and 
full information on Electrostrip ... 
| would also like to know the name 
of your dealer nearest me."’ 
P.W.S., Hartselle, Alabama 


Is your area unrepresented? 
Then jump on the Electrostrip 
sales wagon and profit. Write 
BullDog Electric Products Co., 
Detroit 32, Mich. In Canada, 
Toronto 15, Ontario. 


UIOSUWO 
a 6 


People are buying it. Are you selling it? 


Made by BullDog Electric Products Co a division of I-T-E Circuit Breaker C: 
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Try this one 


for more gales! 


THE WINGFOOT “175” 


Rolls like a lightweight—cushions like a bal- 
loon—the Wingfoot “175” has everything a 
smart cyclist could ask for. 

The Wingfoot is made especially for middle- 
weight bikes, but it will streamline any 
existing balloon tire model. With its rounded 











Goodyear is proud to co-operate 
with the Youth Fitness Program 
and the Bicycle Institute of America 


tread contour and center riding ribs, the 
Wingfoot “175” provides easier pedaling 
plus safer traction at all angles. You can 
recommend it with confidence to every type 
of customer. Goodyear, Cycle Tire Dept., 
Akron 16, Ohio. 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


Wingfoot—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Watch “'Goodyear Theater’’ on TV—cevery other Monday, 9:30 P.M., E.S.T. 
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WINDOW AIR CONDITIONERS — 
AND HEAT PUMPS 


both available in 1-1%4-2 h.p. 


Perfection’s line of window air conditioners 
give you all the selling-points ... 


Full Capacity—honestly rated, delivers full 
capacity cooling and dehumidifying. 


Quiet Operation—quiet fan—lower speed for 
comfortable night-time cooling. 


Draft-Free Cooling—adjustable louvers control 
flow of air. 


Automatic Thermostat—temperature held at 
degree set. 


Easy Installation—plugs into regular circuit. 
Fits anywhere—meets any city’s requirement. 


and—backed by 
Perfection’s... 





Full color advertising bg 
(where available) at “Wissiew 
your local level. It puts 
PERFECTION’S cooling equipment on top— 
and it sells you, The Perfection Dealer—to the 
prospects in your community. 

And when you tie-up with Perfection—you'll 
have a line that will give you more profit and 
more satisfied customers— There are Tuckaway 
central air conditioning and Heat Pump units 
in 2—3%—5 H.P. sizes, and fast selling Deluxe 
dehumidifiers. See the Perfection Distributor 
for particulars. Perfection Industries, Cleveland 
10, Ohio. 

Consolaire 
By the makers of America’s finest Gas and Oil Heater 
PORTABLE and SPACE HEATERS 


COOLING EQUIPMENT—WINDOW, RESIDENTIAL AND COMMERCIAL 
Guaranteed Comfort Since 1888 
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SALES CENTERS 
FOR 


Ooxtco 


designed to 


CLEANING 4n No. 25 HOUSEHOLD BRUSH 
SUPPLIES MERCHANDISER 


For big volume brush sales. You get one dozen each of 
25 popular Oxco brush styles, with No. 15 display fixture, 
25 hangers and top sign. Permanent-type, wood and 
peg-board Display-Merchandiser included in total price 
of Assortment. 





q No. 12 HOUSEHOLD BRUSH 
MERCHANDISER 


For the smalier store. You get one dozen each of 12 fast- 
moving Oxco brush styles, with No. 9 display fixture, 
12 hangers and top sign. Order brushes at regular prices 
and you get Display-Merchandiser at no extra cost. 





Wide range of styles and prices covers your market. Many brushes 
feature Oxco’s solid plastic handle in pink, blue or yellow. All 
brushes labeled and pre-priced. 


FOR “THE QUEEN WHO CLEANS’’—DUuPONT "[ynes” NYLON-FILLED BRUSHES 


> TOPPER Pastry 
No. 659-H Percolator 


No. 635-H Pastry No: 652-H Bottle No. 634-H Vegetable 


at 
No. 617-H Bowl 


OXCO ADVERTISED IN 


Start building up your sales of brushes and 
related cleaning supplies with these NRHA— 
approved displays. They're cedaptable for 


island, gondola, wall or column display. Com- OX FIBRE Bausi RUN COMPANY, INC. 


plete information is available from your 

Jobber ... ask your salesman on his next call Pacoearcs lablished /§8¢ MARYLAND 
for free Brochuvre—“How to Merchandise 
Cleaning Supplies for Greater Profit.” 





oxco’s exciusive /avor (ii LINE 


BRINGS YOU SPEEDY SALES AND PROFITS! 


PEEDY (ian 


HOUSEHOLD 
MOP 


Profitable, high-quality household 
mop that builds volume and keeps 
your cleaning supplies department 
up to date. DuPont cellulose 
sponge yarn mops quickly, dries 
quickly, won’t lint or tangle. In- 
cludes strong metal head clamp, 
red wood handle with hanging 
ring. Mop head packaged in 
colorful film wrapper. 





ONLY 


+2.49 


retail 


No. 660 No. 770 


NEW! 


PEEDV-A LEAN 
DISHWASHER 


PEEDY (ian 
PAN 


ONLY ONLY 


59¢ retail . of 


You get fast turnover, fast profits, when 
housewives get a look at this fast new 
way to wash dishes. Light, sturdy brush 
with extra-long handle keeps her hands 
out of hot, harsh dishwater. . 
the tough jobs easier. Filling 
of springy, hygienic SARAN 
bristles . . . solid plastic handle 
in yellow or pink has con- 
venient hanging hole. 


retail 


_ Scrubs and scours—a 
> PAN BRUSH 
ta 


useful kitchen brush 
with real impulse fea- 
tures! Face filling is 
white tampico fibre for 
scrubbing .. . top fill- 
ing of crimped brass 


. makes all 


YOUR JOBBER 


wire handles toughest 
scouring. Attractive 
plastic handle in eye- 
catching pink or yellow. 
Individually carded 
for mass or jumble 
display, or hang-up. 


for Details! 


DISPLAY PACK 
Six dishwashers (3 pink, 
3 yellow) in protective 
stand-up display. 


z 
fren ean . 
=a 
i 5 


CARDED 
One dishwasher, carded 
for individval hang-up 
display. (One Dozen to 
shipping container.) 


Both items ideal tor peg-board 
display on 712 and +25 


OX FIBRE BRUSH COMPANY, INC. 
folablished / 


FREDERICK , S&F maRYL ano 








presenting ( — 
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HOW TO MAKE THE FIRST 
3-PAGE @ 4-COLOR AD IN 


LAWN SPRINKLER HISTORY 
PAY OFF ON YOUR COUNTER 


HERE ARE THE FACTS. This 3-page, full-color ad on new Green Spot sprin- Send coupon for 
; ae FREE display kit 

klers for 58 will appear in the April issue of Better Homes & Gardens. A w 

two-page version is scheduled for the April issue of Sunset and the April 


26th (Hardware Week) issue of Saturday Evening Post. 


HERE’S WHAT TO DO. (1) Stock up on the complete Green Spot sprinkler line 


easel-backed Green 


now! (2) Set aside your window during April for display of Green Spot 
sprinklers. Mounted reprints of the ad are available to make an effective 
tie-in. (3) Use Green Spot merchandise racks at points of heaviest traffic. 
Place additional ad reprints at strategic points. They’!l work sales wonders 


if placed near actual Green Spot sprinklers. Start planning today for a 


banner Green Spot year in ’58! Green Spat by SCOVILL 


Scovill Manufacturing Company, Waterbury, Conn. 


Please ship one set of mounted, 


mm eee aa eae es ae ee 


Spot display pieces (one counter card, one window card) 


General Manufacturing Division, Scovill Manufacturing Co., 
free of charge to: 


Waterbury 20, Connecticut 


Sirs: 
Name of Wholesaler 


Store Name 
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BALANCED CONSTRUCTION! 


Each strand in any Samson-made cord has the 
same number of threads of the same size, high-quality 
yarn as any other strand in that cord. Result? All 
Samson cords are longer-lasting 
and more durable. 


MODERN, 
EYE-CATCHING PACKAGING! 


To help you at the point of sale, here is famous AETNA® 
All-Purpose Cord by Samson with a new look. 
Samson’s new packaging in polyethylene bags gives 
maximum product display! Cords stay clean, 
on the counter! Results ? — 
more impulse sales for you! 


FAR-REACHING 
CONSUMER ADVERTISING! 


Hard-hitting sales messages to the 11,000,000 
readers of GOOD HOUSEKEEPING tell the SAMSON story in ibis. 
color advertising! Only Samson is doing this to help you! 
GOOD HOUSEKEEPING SEAL OF APPROVAL! 
All our cords are tested and approved 
by GOOD HOUSEKEEPING and carry the 2 
Seal of Approval — important guide << OAHU Ore 
to better buying for your “Guaranteed by * Aa 
suatecnerel Good Housekeeping 
| Pa 


o yr 
oT as ADVERTISED ite 24 
a Pd 








POINT-OF-PURCHASE 
MERCHANDISING! 


America’s best — and most popular — SPOT-CORD ® 
is “bagged and tagged!”’ Tag tells how to 
replace sash cord and why SPOT CORD is your 
customers’ best buy! Another 
exclusive selling service for you 
from SAMSON! 


NEW 
PRODUCT DEVELOPMENT 


To reach ever-changing markets, SAMSON leads with 
new products. New TILLER ROPE — new 
WATER SKI ROPE — each a possible 
source of new sales for you. 


an be 
Yoo! you can 
pi | 4 ou tO 
eyre it will pay Y 


ee a r 
AETNA SACHEM CROCUS BEAVER TITE-ROPE 


Sash cord Sash cord Clothes line Clothes line Plastic clothes line 


Sameon 


CORDAGE WORKS 


Boston 10, Mass. 


HORIZON 
Plastic clothes line 





PARALLEL WHEEL ROTARIES 
model 200-A, 21” cut, 2% h.p. 
model 300-A, 18” cut, 1% h.p. 


14 gauge steel housing @ 
4-wheel finger-tip cutting 
height adjustment (Model 
200-A) @ Remote control 
= throttle @ 4-cycle Briggs & 
~ Stratton engine 


STAGGERED WHEEL ROTARIES 
model 800-A, 21” cut, 2% h.p. 


0-A, 19” cut, 1% h.p. 


Sturdy cast aluminum hous- 
ing @ 4-wheel finger-tip 
cutting height adjustment 
(Model 800-A) @ Remote 
control throttle ¢ 

4-cycle Briggs & 

Stratton engine 


ELECTRIC ROTARY 
model 18-EL, 18” cut 


14 gauge steel housing ® 
Safety clutch ¢ Protec- 
tive overload switch 
14 h.p., 1725 RPM West- 
inghouse motor 


Stop mower hopping... 


Why confuse yourself, your customers, your profit 
picture, by hopping from one line of mowers to 
another? Make sense and make dollars by plan- 
ning your 58 mower promotion around the 
COMPLETE RUGG LINE. Rugg offers every 
style, a full price range, all the wanted features... 
plus guaranteed quality. Ask your jobber for com- 
plete information, or write direct to Rugg today. 


SELF-PROPELLED ROTARY 
model 700-SP, 21” cut, 2% h.p. 


14 gauge steel housing 
Remote controls @ Free 
wheeling ® 4-cycle Briggs & 
Stratton engine 


REEL POWERED “7 
model 18-A, 18” cut,1.6h.p. 
model 21-A, 21” cut,1.6h.p 


5 position cutting height 
adjustment (Model 18-A) 
e Automatic re-clutch, 
permanent de-clutch 
Automatic heavy load 
take-up © 4-cycle Briggs 
& Stratton engine 


HAND MOWERS 
model 17-A, 17” cut 
model 16-A, 16” cut 
Model 17-A has mag- 
nesium wheels, Oilite 
bearings, 5 position cut- 


ting height adjustment ¢ 
Model 16-A is a sturdy. 


low-price mower. 


model 24-A, full 24” cut 
Exceptionally stable e 
Knee-action front wheels THE 
cushion bumps ¢ Easy to 
maneuver ® Four for- * ® es ite 
ward speeds, one reverse a » oe Oras 
e Foot-controlled blade 
clutch and friction brake COMPANY 
e Heavy duty 4-cycle 3.5 aa 
h.p. Clinton engine 


51 Miller St. 
Newark, Ohio 


Your better tomorrows 
grow from Rugg yesterdays 


HARDWARE AGE, MARCH 13, 1958 











Suggested 
Retail 


$2.49 oe 
INDOOR-OUTDOOR HOME BELL 


Gleaming, polished aluminum bell, 


with satin black ship's wheel bracket. ~ , 








THAT SELL! 


® A Complete Line SUMMES 


® A High Profit Line 
Suggested 


® A Big Volume Line = =< Retail 
BARBECUE BELL *4-95 


Good tuck horseshoe bracket, polished aluminum bel! with a clear, lasting fone. 


NOW... Bells that Sell in a complete price 


range! Beautiful gleaming bells that almost sell 





themselves . . . display packaged for a quick trip off your 


counter. And, a price to fit any customer's pocketbook. 
FALL 


These bells are perfect for Barbecue, Patio, Garden, 
Playroom, Bar, Tool Shed, or Porch. Ideal House 
Warming or ‘‘back to the country” gifts for 
friends. All year-round sellers... 
Fall, Christmas, Spring or Summer, 
anytime is “BELL TIME”. ASS » 


Suggested 
Retail 


PATIO-GARDEN BELL 


ANY TIME A beautiful, fully polished brass bell . . . @ big seller 
everywhere, anytime. 


Bevin Bros. Mfg. Company 
105 Duane Street, New York 8, New York 


wif raid =< 


¥\'——/ 


Piease send me more information on Bevin Patio Bells, Home Bells 
and Barbecue Bells. 





lwoenen 








EVIN BROS. 


MFG. COMPANY, East Hampton, Conn. 
Sales Representatives 


JOHN H. GRAHAM & CO. INC. 
~=— 105 Duane Street, New York 8, N. Y. 








-_ — 





eeeeeEeeeeEEEO————eEeEeEe tie — 


Ask your jobber about BEVIN BELLS THAT SELL! 
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s why 
you get 
faster turnover with 


the new poultry netting that really stays tight 


Yes, you can see why Keyline sells best. The extra reinforcing wires 
make the big difference between Keyline and ordinary netting. Not only 
does it stretch more easily, but it won’t sag or bulge when erected. 
The extra reinforcing wires are actually woven into the wire. 

The ‘“‘reverse twist’’ weave adjusts to give a flat, neat surface. 

And it stays tight at the top and bottom, too. 

Yet Keyline costs no more. 


What’s more, your customers will see the story 
of Keyline Poultry Netting advertised in leading 
farm and poultry publications. And you can have 
ad mats and envelope stuffers to help you 
increase your sales. Send in your order today. 


KEYSTONE STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 


RED BRAND® Fence - RED BRAND® Barbed Wire . RED TOP® Steel Posts . Gates - Non- 
Climbable Fence - Ornamental Fence - Bale Ties . Nails - Keycorner - Keybead - Keywall 
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CHAIN SAW MARKET 


RES a 


FITS ALL MAKES—HAS MANY USES 
Designed and manufactured by the 
world’s largest maker of saw chain 
and bars, OMARK Kits readily con- 
vert any standard circular saw to a 
sturdy chain saw, have scores of pro- 
fessional, home and farm uses. Ideal 
for cutting through timbers, walls, 
floors; ripping stacked lumber; felling 
and bucking trees up to 18” in diam- 
eter; many other applications. 


EASY TO INSTALL AND OPERATE 
Compact, light and easy-to-handle, 
OMARK Kits are easily and quickly 
installed on circular saws without 
special tools, are immediately ready 
for use by both professionals and ama- 
teurs. They make fast, smooth, deep 
cuts; save time, work, money for any 
owner. 


SELLS ITSELF —SELLS CIRCULAR SAWS 
OMARK Chain Saw Conversion Kits 
for portable circular saws are winning 
customers wherever shown. Because 
the OMARK Kit doubles the useful- 
ness of circular saws, it doubles the 
number of buyers. Present circular 
Saw owners see it, purchase it. Pros- 
pective circular saw owners recognize 
the extra uses it gives saws, buy the 
kit and the saw. 


IRCULAR SAW DEALERS 


Currently available through 
The Black & Decker Mfg. Co. 
Portable Electric Tools, Inc. 


KIT INCLUDES: : Om EVERYTHING 
‘ BUT THE 
POWER UNIT’ 


? 
V4 
“75, 


SAW HANDLE AND DRIVE MOUNTING 
BAR CONVERTER PAD SPROCKET SCREWS 


Ceuta, Saw a 
Tht OU thats ac Contes. is nay Dewsausl 


For full details write your circular saw manufacturer 
or correspond direct with Dept. HA-I, 


OMARK Industries, Inc. 


9701 S. E. McLoughlin Blvd. e¢ Portland 22, Oregon 
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Consider this difference in Koroseal hose 
—and what it means to you 


Koroseal garden hose has a reputation as the 






































finest hose of its kind. Its quality and ad- e 
«ag git aes 
vantages are well known and respected. ~S SN ~ 
See a 
vn, eng ’ 


Because of this, Koroseal takes less ‘‘sales 
talk’’. You find less sales resistance. People 
know they can depend on Koroseal to give 
them complete satisfaction. And that—what- 
ever they buy—is what your customers want 





—satisfaction. Koroseal has been satisfying 
countless users for over 10 years. 


You, too, can depend on Koroseal hose. 
Sell it with complete confidence. Koroseal 
is not made with scrap materials. It’s tough, 
lasts years. Leave it out all winter, run over 
it with a car, you won't harm it. And Koro- 
seal’s beauty is durable, too. Time only dims 





it slightly. Another advantage is light weight. 
Koroseal weighs one-third less than rubber. 


Result—it’s much easier to use, more pleas- 
ant to handle. 





Stock the full line of Koroseal hoses. That’s 
the way to make sure you won't lose a sale. 
Koroseal King Size is larger for faster water 
flow. Koroseal Imperial is slightly smaller 
and lighter. This appeals especially to women. 
Koroseal Crystal is translucent, won't turn 
grayish brown after long exposure to the sun. 
Talk to your distributor salesman about 
Koroseal. Be ready to offer your customers 
a full line of the hose in which they have 
complete confidence—Koroseal. 


Koroseal—T. M. Reg. U. 8S. Pat. Of. 


B.E Goodrich Koroseal garden 
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The Customer is 
ALWAYS Right with 


WATER 
SUPPLY 





EQUIPMENT 
» 


America’s Complete Line of 


WATER SYSTEMS 


It’s always easier and more profitable 
for a Dempster Dealer to do business 
because whatever his customers want, his 
customers can get from Dempster’s 


complete water system line. 


Convert-O-Jet and ~ he : 
Ss Convert-0-Jetmaster Whether it’s price, capacity, pressure, 


depth, quality or any combination of 
factors, there’s a Dempster water system 
to meet the need. And every Dempster 
pump is tops in performance, 


I 
i 
| 
I 
4 
t 
I 
l 
i 


engineering and construction. Nearly 
80 years of water system experience 


eg guarantees full satisfaction. 


deep well or shallow well Multi-Stage Jetmaster 


two or three stages 


 , 














Reciprocating Pumps Submersible Sump Pumps 

shallow well deep well 
WATER 
SUPPLY 


DEMPSTER MILL MANUFACTURING CO. 
Home Office and Factory: Beatrice, Nebraska. 
For fast service, Dempster branches and warehouses are located in: 
EQUIPMENT Omaha, Nebraska Sioux Falls, South Dakota Amarillo, Texas 
= Kansas City, Missouri } 


Des Moines, lowa SS Oklahoma City, Oklahoma 
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The Market: Spray replacements for The Problem: Because these millions The Answer: Standardization! An official replacement 
America’s most popular kitchen faucets represent nearly all makes of kitchen _ line of eight items instead of dozens; presented through 
—those that feature the familiar auto- faucets, dozens of shapes and combi- _ the cooperation of all manufacturers of kitchen faucets 
matic (thumb control) type of sink spray. nations of sprays and hoses have been with automatic sprays; coordinated by the new Auto- 
Almost twenty million are now in use. necessary for making replacements. matic Spray Service Center, an industry-wide service. 
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WANTED! 
IN 20,000,000 
KITCHENS 


NEW STANDARDIZED 
REPLACEMENTS FOR ALL 
_\ “THUMB CONTROL" 
T SINK SPRAYS 





If it’s a spray with a thumb control, these replacements 
will fit—regardless of the make of the faucet or the shape 
of the spray! Best of all, they’re easy to install, packed 


- mt 

with full directions in colorful window packaging that will a ie 
make your customers exclaim: “That’s just what I’ve ag *\ 
been needing!” / BONUS DISPLAY PACK ~ 

’ : , mic / \ 

rhere’s a big demand waiting for these standard F 4 \ 

. . . \ 

replacements, in millions of homes, to replace old sprays / Cc. XTR A \ 





and hoses, to repair and to modernize! 


$Q95 ExTRA 


TO EVERY RETAILER 


/ 
Anyone can transform any faucet with thumb-control : 
spray into a modern dishwashing faucet with Dish-Quik, 
\ 

\ 


—— a 


the deluxe replacement. It suds, scrubs and rinses! Or, 


there’s a choice: for rinsing only, use the standard You're in business when you order this minimum, complete, 


replacement, Rinse-Quik. \ display assortment. And you get a big, $9.95 profit P 
Featuring the choice of Dish-Quik or Rinse-Quik, this \,_ bonus—one extra Dish-Quik Replacement Unit free! Ff 
new line of eight colorful packages includes new, ‘Act now. This is a limited introductory offer.  _/“ 
improved hoses with universal couplings, automatic \Y Mail the coupon today! Ff 
diverter replacements and all accessories. bs gf 
, They are now available through any manufacturer of = | Pein, sf ee we eee ceed 
kitchen faucets equipped with automatic sprays. Order Cit sic tee: xe 


To: AUTOMATIC SPRAY SERVICE CENTER 9 
1700 East 58th Place, Los Angeles 1, California 
Please rush full information on the new standardized replace- 


ments for automatic sink sprays and your introductory offer of 
$9.95 bonus profit. 


from your regular jobber or supplier. Or mail the coupon 
today. The Automatic Spray Service Center will be glad 
. to send you full information. 


NAME 





9 9 ee oe) 5) fe], Mee) e7.\ 4 


TYPE OF BUSINESS 








STREET 





CITY ZONE. STATE 
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There's a 
BULL DOG TAPE 


for every purpose 


e FRICTION 





e RUBBER 
e PLASTIC 


You sell tape without effort when your cus- 
tomers see the famous BULL DOG name. And 
BULL DOG’S blue-ribbon performance brings 
them back for more! Smart packaging attracts 
the eye — keeps stock fresh and new. Self- 
service dispensers and multiple-unit containers 
make volume sales easier, too! Put BULL DOG 
Tape on your “want list” now! 


Sold only 
through verified 
wholesalers 


Another quality product of 


BOoOSTO BOSTON WOVEN HOSE & RUBBER COMPANY 


BOSTON 3, MASSACHUSETTS 
Also manufacturers of Garden Hose - Nozzles - Matting ~ Stair Treads 
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TRACTORS 


This safe, handy funnel 





; 





TO FUEL TANK 


THE ONLY MULTI-FIT TRACTOR FUNNEL 


SAFER... FASTER... NON-T1P 


Now is the time to feature this funnel for volume sales. 
Every tractor owner is an immediate potential cus- 
tomer and every sale brings you big profits. 





EXCLUSIVE LOCK-ON 
ing and ecilling ee. ‘Lhe ““Mutti-Frr’”’ Lock-On Tractor FUNNEL has a 
nomical—Safe! three way locking device that fits the gas tank filler 


necks of all popular tractors. 
THE ONLY FUNNEL TO OFFER ALL THESE SALES FEATURES 


e Exclusive Patented Design. e Fits all popular tractors. 


¢ 





LEAVES BOTH HANDS 
FREE for faster, easier 
refueling. Positive air 
vent in lock provides a 
steady, rapid flow. 


e Locks quickly and easily, same 


e Made of heavy galvanized 
as any gas cap. 


steel. 





e Priced low for volume sales and 
profits for you. e Steel wire ring reinforced bowl. 


STOCK UP NOW! Order From Your Wholesaler. 
Mail Coupon Today. 











General Metalware Company, Dept. HA 

1401 Central Ave. N.E., Minneapolis 13, Minn. 
Please send 

[] More information. 

[] Name of nearest wholesaler. 





REMOVABLE FINE MESH 
BRASS SCREEN filters fuel. 
Held in place by retainer 
ring. 





Name 








Seen enes es eee aaa 


Company Name 
GENERAL METALWARE COMPANY Address 


en a a oon ee MINNESOTA City State 











- 
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AT LAST! A TRULY EFFECTIVE CRAB GRASS PREVENTIVE! 


New “EVEREADY” 72% CHLORDANE 


controls both crab grass and lawn insects 


[ogy ges 


4 
oo a 
eseses== eseses== a 
ARMY WORMS eh { 


EARWIGS 


ae 


it 


CRICKETS 


GRASSHOPPERS 
WHITE-FRINGEDO 


BEETLE LARVAE r/ MRDDDOw, 


() wneire Gauns SOD WEBWORMS 
te . 
MOLE CRICKETS 


Order now... ‘es fuse if... & 
ahd watch the profits roll in £ (* 


This is the NEW way to control crab grass. Most of i omms aa 
your customers wait until July or August to fight crab 

grass. At best, they have only limited success. But 
now they can get the best control ever by using NEw 
“EVEREADY” BRAND 72% CHLORDANE in the Spring “EVEREADY” 
before crab grass seed sprouts. It’s easy to use... 


5 72% CHLORDANE 
apERY <0. ape: Ayan geod, gremes.e chance to and these other fine “Eveready” Garden Products 
grow strong and thick. 


ASK YOUR 
i DISTRIBUTOR ABOUT 


ROSE DUST FRUIT TREE SPRAY 
“EVEREADY” 72% CHLORDANE IS DEATH i FLORAL DUST ROSE SPRAY 


i 
' 
TO COMMON LAWN INSECTS, TOO r VEGETABLE DUST TOMATO DUST ‘ 
é 
i 


Kills ants, chiggers, cutworms, grubs and other major TOTAL WEED KILLER 

lawn pests as it controls crab grass. In fact, when i MULTIPURPOSE GARDEN SPRAY 

applied at the crab grass control rate, insect control 6% CHLORDANE ANT KILLER 

is provided for a period of years. But timing is all- { HOME AND GARDEN INSECT KILLER 
important for both you and your customers! So don’t .. a 
wait! Order now! 2 


SiS ite). : ; : 
The terms “‘Eveready’’ and ‘Union Carbide” are registered trade- marks of Union Carbide Corporation 
rey-\-4:418) 3 eccesind 


NATIONAL CARBON COMPANY « Division of Union Carbide Corporation + 30 East 42nd Street, New York 17, N.Y. 
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NO. A103 






ROCKET Hedge Shears come in two models. No. AT85 at 
$8.50 has full-size 8%” blades. No. ATL6 at $7.95 has 6%” 
blades, is ideal for women. Each is packed 4 per carton. 


| Three Rocket Loppers: No. A103 home and garden lopper, 
| No. A101 vineyard and shrub lopper, No. A105 heavy-duty 
lopper with drop-hook action. $8.50 each, packed 4 per carton. 


THEY’RE BUYING *85° SHEARS 


True Temper’s brilliant ROCKET shears — 
that’s what these customers are buying. And 
they’re paying up to $8.50 each. 

The clincher? Maybe it’s the perfectly bal- 
anced lightweight feel, or the cushion grips 
and rubber bumper that absorb arm shocks, 
or the terrific strength in those boron-alloy 
tubular steel handles. 


RUE TEMPE » YOU CAN 


1623 Euclid Avenue °* 
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Or maybe it’s their gleaming appearance: 
chromed shafts, polished blades, red trim. 

But it boils down to this: these people — 
and thousands like ’em — are buying ROCKET 
shears because their dealer put a pair in 
their hands. 

And pocketed $2.34 profit on each sale. 

Are you getting your share? 


LOOK 1) Fy] FOR LEADERSHIP 


Cleveland 15, Ohio 
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Both styles available 
in full range of sizes 


Gleaming, jewel-like high gloss finishes 
catch the eye. Lightweight, easy-to- 
handle. All Biltrite Vinyl Garden Hose 
are so durable they are unconditionally 
guaranteed. Far exceed standards of 
the Society of the Plastics Industry, 
Inc. and bear this seal issued by the 
U.S. Dept. of Commerce. All couplings 
full-flow solid brass. Bright, 
multi-colored packaging makes selling 
easier, too. 


You get these extra advantages 


@ POWERFUL MERCHANDISING HELP including free 
od mats and window streamers. Merchandising 
displays and self-service racks available. 


@ SPEEDY DELIVERY to distributors from strategically 
located warehouses. 


. puts more sell in 
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For your many customers who demand 
the special qualities of rubber . 


BILTRITE RUBBER HOSE puLTRITE 


Extremely durable live rubber, re- 4 e~ 
inforced with high tensile cord. 
Full range of sizes and colors. 








The BIG seller that makes watering easier! 


BILTRITE TRIPLE-TUBE 
FLEXIBLE SPRINKLERS 
Finest quality vinyl; gives wide, 
gentle spray, always lies flat, re- 
versible for soaking. Nickel-plated 
solid brass fittings. 


AMERICAN BILTRITE RUBBER COMPANY 
CHELSEA 50, MASS. 
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With every rotary lawn mower you sell, 





sell a... 
LAWN SWEEPER 


@ Mowers leave grass clipping clumps behind. 


@ Clippings smother live, green, healthy grass .. . 
prevent air and sun from coming through. 


@ Parker sweepers remove grass clippings .. . 
and leaves, papers, twigs, too! 


eS 


SWEEPS LAWNS CLEAN 
TO KEEP LAWNS GREEN 


Mowers leave clumps of grass clippings behind to smother sweepers remove grass cuttings, leaves, twigs, paper, a// 
live, green, healthy grass . . . prevent air and sun from debris from lawn, drive and patio . . . fold for storage 
getting through . . . leave ugly brown patches. Parker when not in use. 


THERE’S A PARKER SWEEPER FOR EVERY SWEEPING NEED 









Parkerette Springfield... Homemaster . . . Electro-Sweep .. . Pelican Utility Cart 
deluxe gasoline-powered electric-powered 


PARKER SWEEPER COMPANY, BOX 720, SPRINGFIELD, OHIO 


HARDWARE AGE, MARCH 13, 1958 





YODER LINE... 


or cabinet. hardware 
RETAILING fox e- Low w¢ EACH | 


THIS NEW, FAST SELLING 
..- BIG PROFIT LINE... 


DRAWER PULLS and CONCAVE KNOBS 
also available in BLACK-KOTE finish. 


DRAWER PULLS RETAIL PRICE | Retail Pri 
No. 540 19¢ seams as 


No. 550 | Ll ~ = No. 541-Drawer Pull. 234” Hole Centers 19¢ 
we No. 551-—Drawer Pull. 3” Hole Centers . 19¢ 
No. 561—Concave Knob. 114” diameter . 18¢ 

CONCAVE KNOBS 
Maetia No. 571-—Concave Knob. 12” diameter . 20¢ 
eS 8 §=No. 581-—Concave Knob. 2” diameter .. 29¢ 
No. 591—Concave Knob. 212” diameter . 35¢ 


BACK PLATES available in Chrome, Brass, or Copper 
finishes to match the Knobs and Pulls. Write to YODER 
MANUFACTURING COMPANY for literature, prices, and 
details. 


All cabinet hardware packaged in eye-appeal- 
ing, colorful display boxes. 





MODEL NO. 10 4 


revauine Far Oh 
y 


LITTLE GIANT 
Lawn Sprinkler 


Interior baffles centralize water whirlpool... assure 
uniform circular spray. All metal. Rustproof. Avail- 
able in 3 colors: Green, brass, copper. Minimum 
pack: 3 dozen. 


Order the Little Giant now and watch your "Spring- 
time Profits’ soar! 


r © D b R 1823 East 17th Street 
MANUFACTURING COMPANY Mhadl-we tolel Ou Va celal ter: 


ORDER FROM YOUR JOBBER.. OR WRITE 
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Red Tagg says: 


A Cyclone Insect Screening for every use: 


WHEN YOU STOCK the complete line of Cyclone Insect 
Screenings—Galvanized Steel, Bronze, Aluminum and the 
new Fiberglas®—you'll be sure to have screening of the 
kind, price and width to suit every customer’s needs. And 
as a merchant you can stand behind the quality of Cyclone 
Insect Screening. It’s well made—woven straight to stay 
straight, to lie flat, to stretch smooth and to assure your 
customer of a neat finished screen. Cyclone Screening is 
available in 24, 26, 28, 30, 32, 34, 36, 42 and 48 inch widths. 
Fiberglas, in addition to the other widths, comes 60 and 
72 inches wide. 
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LAWN FENCE & GATES 









(iss) Cyclone Insect Screening 
and Hardware Cloth’ 
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3 big markets for Cyclone Hardware Cloth: 


CYCLONE HARDWARE CLOTH is a well known and widely 
used item. The average homeowner uses it for window and 
gutter guards and for screen doors. On the farm it is used 
for poultry feeders, hen nest floors, partitions, grain and 
fruit bins; and the contractor needs it for sifters, stucco 
base, concrete reinforcement and machinery protection. 
To keep pace with all these demands for Cyclone Hard- 
ware Cloth, you should be sure your stock of this quality 
material is adequate at all times. Cyclone Hardware Cloth 
is woven straight and square. The exclusive welded sel- 
vage helps to insure a stronger, better-looking job, with 
less work, because Cyclone Hardware Cloth is so easy to 
handle. 


Cyclone Hardware Cloth and Insect Screening are 
available through your jobber salesman. This salesman 
is also a good source of sales and merchandising infor- 
mation. And remember, the famous USS Label lends its 
sales appeal to every roll of Cyclone Screening and Hard- 
ware Cloth you stock. 


(iss) Cyclone RedJag” Hardware Products 


Cyclone Fence Dept., American Steel & Wire 
Division of 


Cyclone Fence, Waukegan, Illinois Sales Offices Coast to Coast 





Pacific Coast Headquarters, Oakland, California 


United States Steel 


United States Steel Export Company, New York 
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MALATHION ws WEED 


$1.69 
retail 


your customers will read about 
| 
these ready-to-use HOSE SPRAY concentrates in 


| 
| 


Fut- PAGE, half-page and full-column advertisements Better Homes @ Gardens 
tell your customers about the new, easy, safe way to spray | 
away the four worst lawn and garden problems: weeds, Flower G 
soil insects, crabgrass, garden insects. rower 


American Home 


Unique hose-spray cap measures, blends and sprays repatar Gardening 
automatically. No mixing, or muss. Attach to a hose and of 9arden sections 
spray. Refills available. Sell with complete customer con- Of leading Newspapers 
fidence. Top profit to dealers on every case! 








For more top profits, stock = | , - ™ 

and display the complete oo “ss = TZ) Order today 
ANTROL line of nationally | we lg | ah ' 
advertised best-selling gar- -. an Mak re ¥ Peay) from your supplier! 
den products. ; = 35 | , 


Antrol | 


a fine high-profit product fom BOvle -Midway 
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LOS ANGELES. CALIF 
BROOKLYN, N.Y 
CHICAGO. ILL 
CANTON. OHIO 
CHAMBLEE. GA 
CRANFORD. N. J 
SEATTLE. WASH 
DALLAS. TEXAS 














Volume sales 
stant with 










S ROTARIES 


Model 33-T, 21” cut, 
self-propelled, recoil 


Model 31-T, 21” cut, 
recoil starter 


Mode! 30-T, 18” cut, 
recoil starter 


Mode! 30-S, 18” cut, 
rope starter 


Mode! 30-E, 18” cut, 
electric, UL approved 


All gasoline-powered 
models with 
Briggs & Stratton 
4-cycle engines 


All types, sizes and prices 
—including 2 great new RIDING MOWERS! 


The profit-full line! ... by the world-famous makers of Savage 
firearms. From the new riding mowers to the smallest hand 
models and sweepers, this feature-packed equipment sets the 
pace for volume sales. Build your reputation — and your prof- 
its — with Savage, the fine line of lawn care equipment! 


PLUS, for you: Early Order Discount, Demonstrator Plan, 
Co-op Advertising, a powerful consumer advertising schedule 
and merchandising aids. For information, contact your nearest 
Savage distributor or write: Savage Arms Corporation, Lawn 
Mower Division, Chicopee Falls, Mass., U.S.A. 





5 REEL-TYPES ? 
: ' ot ” Re 
all self-propelled f | Ts 
Model 90-R, 21” cut, 
recoil starter 


Model 90-GR, 21” cut, 
Hi-cut, recoil 


Model 75-R, 18” cut, 
recoil starter 


Model 75-GR, 18” cut, 
Hi-cut, recoil 


Model 75, 18” cut, 
rope starter 


Briggs & Stratton 
4-cycle engines 


Savage 


. the fine Cine your 
eubtomens know and bust! 


Savage 


Z 





™ 2 new RIDING 
MOWERS 


Mode! 10-T, 26” cut, 
rotary, recoil starter 
(illustrated) 


E Model 91-T, 21” cut, 
sii reel-type, 
sulky riding 
attachment 


ED 


S HAND MOWERS 


Mode! 55, 18” & 16” cut 
Tubular steel handle 


Mode! 45-H, 16” cut 
Tubular steel handle 


Model 35, 16” cut 
Hardwood handle 


Model 35-H, 16” cut 
Tubular steel handle 


2 LAWN SWEEPERS 


Model 25-L 
30” width, 8 bu. capacity 
25” width, 6 bu. capacity 

















(say ““ah’’) 


-nothing 
when you push 


SUPPLEX 




















What's COMATO with your hose profit picture? 


NYLON TIRE-CORD REINFORCED HOSE 


















RETAIL $3.96 and up — Won't burst even 
if left for days in hot sun under full water 
pressure. Guaranteed 10 years. 






Note tough, knitted 
ply of nylon tire cord 
embedded in this all- 
vinyl hose. An 
outstanding sales 
feature your 
customers 
can see. 








leas co0d money in hose — with Supplex. Made 
right for customer satisfaction... priced right to bring you 
full profits. Pre-sold by color advertising in a strong list 





RETAIL $2.24 and up — Leaders in moder- 
ate-priced field, also give you generous 
profit margins. Fully guaranteed. 








of national magazines. 


Attractively packaged. Real help-you-sell displays, 
ad mats, etc. Plus . . . free Ad-Dollars to pay for your own 
local advertising. Buy Supplex and sell quality. 


} 
\ j 


SUPPLEX 


SUPPLEX COMPANY, Garwood, N. J. 
Division of Amerace Corporation 








all other flexible sprinklers obsolete! 
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TRIPLE TUBE SPRINKLER 












RETAIL $3.98 and up — Superior, triple 
tube construction. Outsells all other sprin- 
klers. Packed on amazing new reel...makes 
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WIN A PARIS VACATION 
patency ge 
enter the 


CHLORDANE 
10,000% 


“SHOW AND SELL” 
CONTEST! 


IT’S EASY TO ENTER 
HERE’S ALL YOU DO! 


Mail the coupon below for your entry blank, 
contest rules, and display kit. 


2 Set up a “Show and Sell’ store promotion, 


using 5 or more cases of Chlordane insec 
ticide. 

Maintain the promotion 2 consecutive weeks 
between April lst and June 30th. 


Submit one or more photographs substan- 
a. tiating the store promotion to Velsicol 
Chemical Corporation, for judging. 


INCREASE SALES The 1957 “Show 
and Sell” Contest proved that insecti- 
cides can be a high profit line if they are 
displayed properly. Your contest entry is 
sure to increase sales, and can easily be 
a prize-winner! 


WIN A TRIP TO PARIS... OR BIG 
CASH PRIZES! First national prize in 
the 1958 “Show and Sell” Contest is your 
choice of $1,500.00 or a seven-day, all- 
expenses-paid vacation for two in Paris, 
London, Hawaii, or the Caribbean. There 
are four other national prizes ranging up 
to $750.00 in cash, and thirty regional 
prizes up to $500.00 in cash! 


ENTER NOW! MAIL THIS COUPON TODAY OR ASK 
YOUR DISTRIBUTOR FOR DETAILS! 


CHLORDANE © 


HARDWARE AGE, MARCH 13, 1958 


= all this and 


weet THE 1° 


: t 
tri t, Eas ‘ nl th 
Mr. Gordon se f re ight, enjoy 
prize 0 
in Paris! 
won @ : 
insecticide Ss 


YOUR ENTRY 
AUTOMATICALLY ENROLLS YOU IN THE 
SENSATIONAL 1958 CHLORDANE 
“SALES-BUILDER” PROGRAM! 


. Salesmen’s Insect Control Refresher Course. 
. Monthly information service. 

. Consumer “Sources of Supply” listing. 

. Free listing in local Chlordane ads. 


Advance copies of Chlordane Promotions. 


. Velsicol Merchandising Award. 
. $10,000.00 “Show and Sell’’ Contest. 


VELSICOL 


RR 
Ve sicou CHEMICAL CORPORATION 


330 East Grand Avenue, Chicago 11, Illinois HA 38 
Please enter us in the Chlordane ‘“‘Show and Seli”’ Contest, and 


rush full details. Also sign us up for the 1958 CHLORDANE 
SALES-BUILDER Program. 


Name 





Store 





Address 








City State 





America’s most popular household 


lawn and garden insecticide 
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More aids from Du Pont 
to multiply your paintbrush sales! 


NATIONWIDE ADVERTISING 


Du Pont’s powerful 1958 advertising program for 
paintbrushes bristled with TyNex nylon can lay 
the groundwork for your most profitable year. A 
combined readership of 50 million consumers will 
read about brushes bristled with TyNex in adver- 
tisements like the one at the left. Ads like this will 
appear in Better Homes & Gardens, The American 
Home and Popular Mechanics, making TyNex the 
most widely advertised bristling material. 

These ads will tell readers why they should buy 
quality paintbrushes...what to look for when se- 
lecting brushes...and the benefits of buying 


IN-STORE 
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Brand-new window decal reminds customers that your 
store is headquarters for the brushes bristled with Du Pont 
TyNeEx nylon which they have read about. You can apply it 
to your window or to your door, as shown here. 


properly made brushes with tapered TyNex nylon 
bristles. They will be directed to look for the black 
and yellow tag as one sure way of getting a brush 
with genuine TyNnex nylon bristles. 

The ads will also suggest that customers look for 
the “Choose and Use” booklet in your store. It gives 
valuable tips on selecting and using quality brushes 
from your displays. 

You can benefit from this widespread program 
by ordering reprints of these ads for mailings, dis- 
plays and in-store handouts. 


DISPLAYS 








Booklet merchandiser reminds customers to pick up a 
“Choose and Use” booklet, which they saw in the ads. The 
merchandiser can be applied to your cash register or sus- 
pended on a string over your brush display. 


Other selling aids include a new window streamer and a new counter card, to 
further help you pave the way to greater paintbrush sales. “What Retail Customers 
Think About Paintbrushes” by Alfred Politz Research, Inc., will provide you with 


profit-building ideas. 


TIE-IN with this customer-catching campaign by stocking a 
complete selection of brushes with TyNgx nylon bristles—in- 
cluding the popular narrow widths. Your customers will be 
looking for them. Remember to display the window streamer, 


counter card, decal and booklet merchandiser. Be sure each 
customer gets a copy of the “‘Choose and Use’’ booklet. 


ORDER these powerful selling aids and ad reprints from your 
supplier and be ready for the big painting season coming up. 
Or you can write directly to: E. I. du Pont de Nemours & Co. 
(Inc.), Polychemicals Dept. HA-3, Room 553, Du Pont 

Bldg., Wilmington 98, Delaware. 
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nylon bristles 


TYNEX is the registered trademark for Du Pont nylon bristles 


8E6.y. $s. Pat. OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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A high quality, white compound. Easy to use, sets A popular priced, top quality caulk for inside or 


tough and elastic. Stays “alive” and tight for years. outside use. Beautiful white color and new ‘“‘short- 
stop”’, dripless plunger at no price penalty. Pack- 


Won't harden on your shelf. aged in 1/10 gallon vapor seal foil cartridges. 


New PLASTI- | STAZON is pack- 
GLAZE ‘“‘zip- x y*% ed, ten 1/10 gal- 
open”’ carton wT is (ay ” *% lon cartridges in 
(24 one-pound . iy hy . an attractive, zip- 
cans) makes ATSZ. ¥ he open display cor- 
two, neat, 12- ‘ ton. Also avail- 
can trays. ey’ able in quart and 
gallon containers. 


PLASTIC PRODUCTS COMPANY 
General Offices and Laboratory 6479 GEORGIA AVE. e« DETROIT 11, MICH. 





Seven Conveniently Located Factories 
DETROIT e CHICAGO e JERSEY CITY e OAKLAND e NEW ORLEANS 
KANSAS CITY e TORONTO 
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With over a century of experience in quality paint manufacturing, the Lucas 
watchword is still paint progress. 











Although there’s no substitute for the rich experience which Lucas has 
in paint making—paint dealers need—and want—new products and 
new merchandising ideas. 


Lucas manufactures a complete line of consumer goods, marine, industrial 
and painter finishes. Here are a few of our newest products developed 
in our own laboratories to satisfy the demands of modern living... 
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BOAT PAINTS 


Hundreds of thousands of small boat 
owners, all over the country, are qual- 
ity paint buyers. Nothing is too good 
for the nautical-minded man. Lucas 
Marine Finishes have been going to 


sea for over 100 years. In fact, Lucas 


is the only five-time winner of the 
coveted maritime ‘‘M’’ award. Your 
custorhers will buy this new prestige 
Lucas Boat Line. 


— i 


SPRAY ENAMEL 


Today, consumers demand speed and 
convenience in the products they buy 
... and paint is no exception. So Lucas 
developed a Push-Button Spray Enamel 
that’s fast and easy to apply on “‘hard- 
to-get-at”’ jobs like radiators, venetian 
blinds, etc. And, it’s real enamel— 
not a lacquer. Lucas Push-Button 
Spray Enamel is available in 13 colors 
that match famous Lucas Luco-Kwik 
Decorative Enamel plus gold, alumi- 
num, black, white and clear. 


MULTI-COLOR 


This brand new product from Lucas 
laboratories is another example of 
catering to consumer demand. It’s 
actually multi-colored. Gives a wide 
variety of effects and textures on inte- 
rior walls and woodwork. Adds a mod- 
ern touch when sprayed on lamps, 
pottery, household articles, etc. 
Wherever used, Lucas Multi-Color 
affords tough protection with dramatic 
decoration. Primarily a professional’s 
product—retail demand is increasing. 


John Lucas & Co., Inc. PHILADELPHIA, PA. 
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Wooster MagikKkoter® 


Heres How rollers sell more paint 
pi apg 














Like I’ve been tellin’ you, a guy doesn’t come in here 
thinkin’ about paint or rollers. He’s concerned about how 
his job’s gonna look. So you sell him some paint and start 
shakin’ it. “How are you puttin’ it on?”, you ask. 
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| | a 
Tell him, “This rugged, lightweight, new Jet frame has 
guaranteed nylon end caps — covers are easy on, easy off, 


can’t possibly freeze.” He gets the best paint job ever. Brags. 
Soon, everybody says you’ve got the best paint in town. 






» 

you 
say, “it’ll look like a painter did it.” Then ask him what he’s 
paintin’. Smooth surface? Sell him Fabric “X”®, Rough? 
Woostron®, And for stipple effects, sell him Texture. 


Se Re 
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Get this Wooster RollerKade from your distributor. Put 
it in the paint section and you’ve got a complete, well- 
organized roller department. Feature-packed MagiKoter 
Rollers sell themselves . .. and they sell lots of paint! 


All you need to carry is just three Wooster roller 
covers — youll get maximum turnover with a 
minimum inventory ... and more paint sales. 


Wooster BRUSH CO. i | 


WOOSTER, OHIO 
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ADVERTISING IMPRESSIONS in 
NATIONAL CONSUMER MAGAZINES 
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_ FREE SAMPLES 


to be given away by dealers! 
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% TWELVE FREE SAMPLE 


BOTTLES with every six 
pints you buy .. . for giveaway 
or counter demonstrations. 


ELEVEN NATIONAL 
MAGAZINES carry Zip-Strip 
advertising that sends custo- 
mers to your store. 


TELEVISION DEMON- 
STRATIONS of Zip-Strip on 
stations from coast to coast 
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the Greatest Promotion Ever Launched to Sell Paint and Varnish Remover! 

















with the 


“Bubble-OW 


action! 


build still more business for 
you. 


SALES ARE GUARAN- 
TEED by the Zip-Strip policy 
of “it sells or we'll take it 
back.”’ 

FULL 40% PROFIT for 
dealers. 

ASK YOUR WHOLESALER 
to deliver your supply of 
Zip-Strip today. 


A product of STAR BRONZE COMPANY, Alliance, Ohio _~ 
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Never Betore has a BRUSH 


Pittsburgh’s sensationally new RAYLON Smooth Tip Brushes 
offer your customers the finest Brush Values they can find! 


hey offer complete confidence, for they’re long life insure satisfied customers for you. 
fully guaranteed* by us.'They offer interesting _e Their big offer to you is their quick turn-over 


and attractive eye and sales appeal to your and their margin of profits. 


women customers as well as to the men. © Our “B” assortment offer breaks down like 


e Their smooth stroking qualities and extra this: 


Colorful Self Service 


j COUNTER DISPLAY UNIT 
New ‘SMOOTH TIP (ONLY 10” x 122” OF SPACE) 


BRISTLE 
“a ASSORTMENT CONTAINS: 


ee 
A TRULY FINE BRUSH TAILORED TO FIT 924.2" Royal Vesta, Flat Varnish 
PMI SMB WE ee 


” ¢ 
FITS THE NEED! FITS THE WAND! FITS THE POCKETBOOK ! 8.3 Roy al Welcome, Flat Wall 


8.4” Royal Wendell, Flat Walk 


PLUS BONUS OF 


6.2" Royal Vesta— FREE 





Suggested Retail Price . . . $66.04 
Your Cost 36.10 
Your Profit $29.94 








ORDER YOURS TODAY 


Call your Pittsburgh salesman or 
write Pittsburgh Plate Glass Co., 
Brush Div., 3221 Frederick Ave., 
Baltimore 29, Maryland. 


if the handle is striped, you Know it’s good... it’s Pittsburgh's. 
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offered so much...for YOu 


They’re designed 







for sales...and 
PROFITS 


BODY 


of tapered and 
channeled rayon 
bristles, for 
greater paint 
carrying and 
smooth, easy 
paint release. 




























DURA-TIPPED 


with tapered 
shock absorbing, 
wear resistant 
smooth tip nylon. 
For rugged service. 











*If for any reasona 
RAYLON BRUSH is 
not satisfactory we 
will replace the 
brush without cost. 















—— 


uli oe GUARANTEED by Pl TTS B U RG H, 


Makers of the famous G old Stipe BRUSHES 
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CLEVELAND 19, OHIO 


SHEFFIELD BRONZE PAINT CORPORATION 


WATERLOO ROAD 


17814 
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Farm Journ al 
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\ ME Su “2 COUNTER DISPLAY 
cut 12 BRUSHES 
2 SCRAPERS 
“DO IT YOURSELF” 


Booklets and Promo- 
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isn tHe BEST 
Aenres uley ? Md :: PAINT REMOVER YOU CAN BUY... 


© 19) 
© 


Oly 7 7 | liar WEI “ — Ze  & 
Ouly Tid 


* Washes away ALL finishes — including rubber 


and vinyl-base paints, varnish, shellac, lacquer, 
enamel, tar, pitch, etc. 


Makes any finish soluble in cool wate d won't 
clog yen — 8 ee ‘ TM 3 is the best professional 


Single application works through multiple coats _ SCRAPE type remeset ata low, low 
hardened finishes. 


price. It is ENERGIZED: to re- 
“*)/ 


LYNN NN 
move finishes faster, cleaner and 


© © 


Pulls stains and filler out of wood — without 

raising the grain or bleaching. ee : 
ily t 

Takes paint out of brick and concrete. ee ee ee 


; ‘ : removers. Contains no benzol, caustic 
Contains no caustic or acid — needs no solvent ers. Co $ no benzo}, caus 
after-wash. or acid. 


Needs no shaking. 
Easy on hands and no unpleasant odor. 


Guaranteed best for all purposes or money back. 


* Newspapers ° Popular Science © Progressive Farmer 
* Radio © Popular Mechanics °* Hardware Age 
° Television © Mechanix Illustrated * Hardware Retailer 


© Hardware Week © Sunset Magazine  ° American Paint & Wallpaper Dealer 


SSeS Se SSH NeSatancanes weet n eee e ene nnn a 


Gentlemen: Please send Special Hardware Week Promotion containing: 
FREE 2 pint TM-4 Paint Remover, FREE Display FB-12 complete with 
12 FREE brushes, 2 FREE scrapers, FREE promotional literature. 
Product contents of Display FB-1 2: 


OTHER DISPLAYS 
AVAILABLE 


Display SID 
FREE with TM-4 
4 qts. — 8 pints 


5% deep, 13% long, 18% high 


Display P10 
FREE with TM-4 
4 qts. — 6 pints 
with TM-3 
1 quart — 1 pint 
21% high, 9%. wide , 
WS ‘A 


TM-4 5 ats. TM-3 1 at. 
7 pts. 1 pt. 
4 pts. 
FB-12 Display at a cost each of $17.30. 


Please ship by distributor 


Name 





Street 
City 











Name 
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SE Eee State 
[_] SPECIAL HARDWARE WEEK DISPLAY PROMOTION [ | MORE INFORMATION 





















the 1"2"3 story 14. 
of America’s finest Spackling Compound S- 


No other Spackling Compound offers all this: 























T One stroke...it’s there...and there to stay! 


Self-expanding action insures 
minimum shrinkage. 





Tube has 
handy 3 Fast, easy, surface-level sanding. 


els) olitaehiolas 
nozzle 


The new ‘“‘Big Mouth” pocket-pack 
takes up to a 3-inch putty knife 







PROFESSIONAL 


Sizes and List Prices 
5 OZ. SIZE TUBE *S-145T 

Packed 2 display containers to a case 

Packed 12/5 oz. Tubes to a display container 


, : , ee. Fg ers re 59 
Schalk Was 3 Pens oe ready-mmxed List Price per display container........ 7.08 
PAINT NEWS ; spackling compounds. Now it proudly det Piles Oar CUR a oii ee cn cot sea 14.16 
// presents S-14: a brand-new formula POCKET-PACK CAN *S-14 PP 
ff specifically designed for the professional P acke a 12/510 gram Cans to a case 
” f ; ear Rae OES Se bbe dekesosceéescess 79 
/ painter and contractor. S-14 eliminates List price per case 9 48 
» all the faults of conventional P.V. A. patching QUART SIZE CAN *S-144 
materials. It gives the professional user Packed 6 /quart Cans to a case 
a better-knifing, faster-sanding, easier-to-use List Price per CaM... ..+.+seeseeeeees 1.49 
pags ; Be FOS POE SO cok Kabowssecdecces 8.94 
product than any material in the spackling field. ws ennaeet eum cnet *4.000 
, Painters like S-14’s “just right” drying time; and they like the Packed 4/half-gallon Cans to a case 
F ioe Socata It adh a on elie Ree WOOO. kc aivccodeierccacese atD 
act that it slays put. ™ CECE PETINGNEHY WO PSSEees, Re ee ORNs 6.6 vincecieens veccecs 11.16 
wood, metal, tile, porcelain, etc. Also, it’s neutral for all paints. SHIPPING WEIGHTS PER CASE 
5 oz. tubes, 13 Ibs. Pocket-Pack, 17 Ibs. 
Paper hangers, too, like the handy S-14 tube for emergency Quart, 23 Ibs. 14 Gallon, 30 Ibs. 
repairs. And it’s a natural for home owners! *If you prefer, order by this code. 


SCHALK CHEMICAL COMPANY - FACTORIES: 351 EAST 2ND STREET, LOS ANGELES 12 + 3333 WEST 48TH PLACE, CHICAGO 32 
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SPECIAL INTK = 
wer Se by a 


(Holds Paint Rollers Too!) 


NOW. .. a popular priced way to keep 
brushes clean! soft! ready-to-use! 
good as new years fo come! 


You can expect the demand for quality brushes to go up 
because Mr. do-it-yourself will know his brush invest- 
ment can be protected in the new Donaldson—low cost, 
only $1.98, Brush Bath. Easy, convenient to use for 
brush bath and brush storage. No mess, no smell. Just 
a handy container to store and clean brushes and rollers. 
Also expect to add many more sales on Donaldson Brush 
Bath because: 


Selis on Sight to do-it-yourself and professional painters. 
Fast Capillary Action cleans brushes as they are stored. 
Air-tight Cover prevents solvent evaporation ...no offensive odors. 


Spring Clips hold and store four brushes and two rollers. 


Doualdton 


FAST ACTION BRUSH-KEEP OIL 


With every Brush Bath make a sure sale and a satisfied cus- 
tomer with Brush-Keep Oil. This is a special formula of pine 
oils combining a high solvency rating for quick cleaning of paint 
brushes with preservatives to protect brushes. Donaldson 
Brush-Keep Oil will put new vitality into old brushes, will 
keep new brushes in perfect condition for years. 


STOCK NO. 201—Packed 12 per carton 
Weight 30 Ibs.— 14'2x10x8 carton size 


SPECIAL INTRODUCTORY OFFER! 


Window streamers to pick up store traffic + Advertising 
mats to use in local paper + Envelope stuffers to go with 


—_—oe a statements « Plus this car- 
$198 Slightly higher on | 

















Se ene Sone ton wrap-around supplied 
& West Morkets with every carton of a 
| Donaldson Brush Bath. 

PACKED 6 TO A CARTON 


Weight: 10 Ibs. 
Carton Dimensions: 14"x20"x8” MR. WHOLE SALE R: The Donaldson Brush Bath and Brush-Keep Oil have been tested by some of 


your dealers. Without special effort 600 units—2000 units are reported 
over periods of a few weeks. Let our salesmen give you all of the exact test 
reports. Write us for samples or more information on this program. 
—the big new name in paint and hardware supplies! 
2520 WEST LARPENTEUR AVENUE e¢ ST. PAUL 8, MINNESOTA 
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BETTER GRADE VARNISH BRUSHES 
FOR FINER PAINTING 
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Tints BONDEX, BONDEX Heavy Duty, DRAMEX and 


You stock only white and eight tint- 
ing colors. This new system is the first 
paste tinting color for both powder 
and liquid products: Colors in each 
tube are pre-dispersed making color 
mixing easy. 


These tinting colors are now available 
in sensational new unbreakable plastic 
tubes...the only unbreakable tubes 
in the industry. Now it’s so easy to 
stock all the popular colors. 


Yes, for a full line of colors your saving in investment, space and weight is tremendous. 


© 1958 The Reardon Company 
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§ cut your shelf space by ty 5 ~ 


With your order you receive an eye-catching 
display piece measuring 29 inches high, 24 
inches wide and 6 inches in depth... dis- 
playing the large color chart and containing 
on its side smaller color cards. Attractive and 
practical (it occupies only one square foot of 
counter space), this piece will produce addi- 
tional sales through on-the-spot, impulse 
buying. 
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DRAMEX Reatly-Mixed "==: 


; me ‘ 
— re 
ned J 
: aes x 
me ak 
- 2 + 
— 


Ask your Reardon salesman for full details now...or write the Reardon Company at 
7501 Page Boulevard, St. Louis, Missouri. 


This one-tinting system for BONDEX, BONDEX Heavy Duty, DRAMEX and DRAMEX 
Ready-Mixed has been market tested and will be advertised both nationally and locally. 









THE REARDO 





COMPANY ¢ St. Louis eChicagoeLos les e Kearny, New Jergey «Montreal 
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Connie Haines my: the praises of @ 


> BPS < 
Viny-Bonb 


and the complete line of 


QUALITY BPS PAINTS 
ON BPS TELEVISION SHOWS 
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Best Paint Sold will cost you less with 
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@ BPS PAINTS 
are tops in quality 
@ PRESTIGE LINE that wins 
and keeps customers 
@ UNMATCHED 
SELLING PLAN 
that assures extra sales 


@ EXCLUSIVE DEALER 
FRANCHISE 


@ COMPLETE LINE 
of products for every 
paint need 
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Write The PATTERSON-SARGENT Co. 1225 £23! 22th St. Cleveland 14, Ohio 


420 Lexington Ave., New York 17, N. Y. 
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better made, better packaged, better adverti 
priced right to begin with. And Red Devil’s “Fight Unfai 
pricing policy gives you an extra 
on all hand tools—for aggressive promotion to 
This is the reason more successful retailers prefer to 
sell Red Devil Tools than any other brand. 


Rod Devil Tools. 


manufacturers of Glaziers’ Tools, Putty Knives, Wall, Woo 
Paint Conditioning Machines, Floor Conditio: 





NOW Rod Dev ADDS @ en Gian 


PAINTERS AND GLAZIERS TOOLS 














Your Cost List 

Each Price 

‘ Putty Knives % doz. P-13—1%” FV Flexible $.51 $ 85 

Ye ae a — Ye doz. P-13—1%” SV Stiff AS 75 
ispia ssortTmen 

grees ae Wall Scrapers 2 doz. P-13—3” FV Flexible 75 1.25 

eneinninn fades Ye doz. P-13 —3” SV Stiff 69 1.15 

ya Broad Knife % doz. P-13—5” FV Flexible 1.14 1.90 


Shipped complete with A-20 Total list price $32.25 
metal display rack pictured. Your cost 19.35 
Height overall 28’. Ship- 

ping weight 1312 Ibs. Your profit $12.90 





When ordering back-up stock for this unit, use identification 
numbers above to be sure of getting carded knives. 


Red Devil Took. 


Union, N. J. ¢ U.S. A. 
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clamp provides greater 
“travel”, spreads blending. 








1360 shakes a minute mix 
paint through and through 
as no ordinary “shaker” 
can. (Unretouched photo.) 













Makese Ordinary “Paint Shakers” Obsolete 


Far more dealers buy Red Devil No. 30 Paint Conditioner than any 
other made. It blends paint more thoroughly and stands up longer 


in service. 

Safer — Can is clamped at ends so 
lid can’t fly off. 

Versatile— For any can from % 
pint to 1 gallon. 4-can and square- 
can adapters go on in a jiffy. 
Guaranteed to mix paint perfectly. 
And Red Devil will replace free, 
any parts found defective in first 
full year of operation. 





Profitable — You can make tie-in 
sales while customer waits for his 
paint to be blended. 

“Trade-in” — Red Devil is the only 
paint conditioner in which there 
is a lively second-hand market, 
proof of its rugged, long-life con- 
struction. Liberal trade-in allow- 
ance available through your jobber. 


Red Devil Tools. 


Union, N. J., U. S. A, 


World’s Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872 
















Ack Your Jobber avout 
Red Devil No. 30—about optional 
spring mounted counter base—and 
counter-high floor pedestal base— 
and about Red Devil No. 33 Paint 
Conditioner that takes paint cans in 
sizes up to 5-gallons. 


£2 SOAR RAR peonia 4 


























PUTTY KNIVES 
SCRAPERS WEDGES 
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OTHER 
PRODUCTS 











FLOOR 
CONDITIONERS 














PAINT 
CONDITIONERS 


f jit Iror nd known to all your customers (profes- 

_ all hand tools, | sionals, handymen, hobbyists, and millions of 

volume—from selling : a line that’s made right, home owners) through long use and years of 
priced right, displayed and packaged right... hard-hitting national advertising. 


Chances are you sell some Red Devil product now. Why not ask 
your jobber salesmen about other full-profit Red Devil lines? 


Red Devil Tools. 


Union, N. J, U. Ss. A. 
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Beat the profit squeeze 


a = 
You can get more traffic and more volume in all your departments = —~— 
—= ; . \ 
through a complete paint department. Give your customers 1 LT | 
. . “Ar V/ f rs 
One-Stop Paint Service for more profits. ie AY agai Ye 
By. NES WMH yp = 
~o— SAH f AN A> 
| —S 
by R. C. Rittenhouse, assistant editor Se EE —, 
. . 


The profit squeeze is on. It’s tighter than last year or the year before. 

Costs are creeping up. Inventory requirements are growing steadily because of 
price increases. Your margin is shrinking. 

What can you do about this? 

You can fight this squeeze with a One-Stop Paint Center. Merchandise it well 
and you’ll sell more paint, more sundries, more hardware and more housewares. 

A One-Stop Paint Center fills the customer’s needs every time he comes in. It 
means: no outs, no back orders, no substitutions. 

Your paint department can be a One-Stop Paint Center if you have: 

® Broad, deep paint stocks. 

® Full sundry lines. 

® Quick, accurate estimating service. 

® Paint knowhow at your fingertips. 

© Adequate rental equipment. 

® Serviceable credit system. 

® Efficient, enthusiastic salesmanship. 

® Pleasant personal service. 

You'll find basic ideas on all these vital “musts” for a Paint Center throughout 
this 1958 Paint & Sundries Merchandising Guide. 

There are a lot of ways to sell paint and sundries. And, there is a lot of untapped 
sales potential right on your doorstep. Are you taking advantage of it? 

This Guide will help you do two things: 


1. Sell more paint and sundries. 


It shows you proven ways to sell more to your everyday traffic through mer- 
chandising, salesmanship and service. How to bring traffic into the store through 
advertising, by word of mouth and good community relationships. How to sell more 
to your existing markets. 


2. Find new markets. 


You'll learn of markets you may have been overlooking. They hold really big 
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sales potential. There are tips on how to sell to commercial, industrial and public 
organizations. 

Your paint center can be a steady year-round traffic builder. Total national paint 
sales for 1957 approached $2 billion. That’s for paint only. 

Broken down to practical terms, each family you serve will spend about $38 this 
year for paint and sundries. 


There’s a big margin in sundries 


Sundries offer a greater profit margin than just about any other group of items 
in your store. Every square foot of space given to them guarantees a worthwhile 
return. We know they sell when they’re kept in stock and suggested with each 
paint sale. Somebody is reaping the harvest of sundries sales. Make sure you get 
your share. 

You can promote a Paint Center to the hilt and make it pay, if you’ve got the 
goods to fill any order that comes in. Advertising creates plenty of traffic. Your 
activities in the store will keep this customer traffic buying paint and coming back 
for more. But that’s not all. 

Promotion pieces and demonstrations in other departments surely will catch 
your paint customer’s eye. He’ll buy other items, if you’re on your toes. 

According to surveys conducted by the National Paint, Varnish & Lacquer Assn., 
Inc., the wife or daughter picks the color in almost three out of four family paint 
purchases. They select the brand about 50 percent of the time and they do the 
actual painting much of the time. 

Of course, men still buy the bulk of paint and sundries. They are your best 
prospects for hardware, tools and sporting goods sales. 

The ranks of your everyday traffic are now being noticeably filled by another 
paint customer—the teenager. You can’t afford to overlook these youngsters. 

Every year color looms higher in importance to paint sales. It is the paint indus- 
try’s means of obsolescent selling. In other words, a change in color trends can 
make a woman dissatisfied with her present color scheme. Her living room is out 
i of date already so she takes on another redecorating project. Most families repaint 

every three years or less. 

There’s a color boom in boating. Color has moved beyond the home as an im- 
: portant sales feature. Last year a wider range of colors were sold to boat owners 
than ever before. Note: There are over seven million private boats in the U. 8. 
That’s a big paint market. 
Your Paint Center gives your store prestige. You are every customer’s pro- 
fessional paint advisor. Customers will seek out your services year after year. You 
will profit year after year, if you have a reputation for service. 

Paint can help you stay on top, so be smart; Sell paint, Merchandise paint, 
Advertise paint, Read about paint (in this Guide), Trade-up paint—and you'll 
beat that profit squeeze. 
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You need broad paint stocks to meet today’s wider range of 


customers’ demands. You can sell more if you have more on hand. 


To sell more paint, carry all types. 

You need broad stocks. 

What’s that old chestnut? “‘You can’t do busi- 
ness from an empty wagon.” The saying goes 
double for your paint department. Today’s mar- 
ket demands broad stocks. It heads the list of 
requirements for a One-Stop Paint Center. 

Paint accounts for about 20 percent of total 
sales in a well run hardware store. It takes up 
less display space than other lines and is more 
profitable. Yet there always seems to be another 
type to jam into your bulging shelves. 

Customers want everything from masonry 
paints to the new multi-color paints. This wide 
range can create a lot of stock room headaches. 
In addition, you have to stock enough of each 
type. Deep supplies of the right items are also 
important. 

Experience and alertness can tip you off to 
the regular demands. You can then bring your 
stocks into reasonable limits. 

Seasonal demands will affect your stock pro- 
gram, too. 

Most outside painting is done in July and 
August. Purchases of outside paint begin an 
upward trend as early as mid-February and 
rise sharply until August. The drop off con- 
tinues to a low point in December and remains 
there through January. 

You will want to expand your variety of out- 
side paints in the high volume months through 
spring, summer and fall. 

Demand for inside paints follow a similar 
pattern with some variation. Inside painting 
reaches the highest points in May, June, and 


September with a slight dip in July and early 
August. 

The winter month drop off is not quite so 
pronounced as outside paints. Some extra pro- 
motion through these months could pay hand- 
some dividends. 

Holiday seasons provide an ideal way to boost 
your paint sales in the off season. 

For instance, aerosol paint makers offer high 
profit combination packages for the Christmas 


Broad paint stocks 
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mean more sales 


decoration market. If you have the stock on distance of waterways or coast lines. Stock 
hand, you can take advantage of them. They marine paints and promote them to local boat 
enjoy rapid turnover and take up little space. owners. More and more families are getting into 
Most paint and sundries makers carry on con- boating. It is a growing field. 
tinuous promotions to help you sell. Be sure Broad stocks of sundries go hand in hand 
you can meet the demands created by all this with broad stocks of paints. You need a well- 
effort. Stock enough varieties to cover it in all rounded supply to meet the demand. High cost 
seasons. professional equipment as well as one shot low- 
You’ll need inside and outside enamels, roof cost do-it-yourself items have a place in your 
and masonry coatings, flats, emulsions, var- Paint Center. Your biggest market probably 
nishes, lacquers, shellac, primers, multi-color will fall between the two extremes. 
paints, graining finishes and others to make There is little price competition in sundries. 
your stocks complete. You’ll need each type of You can maintain a good margin. In other 
finish in various price ranges to meet all cus- words, every square foot of space given to sun- 
tomers’ needs. dries pays you high dividends. 
Don’t overlook the special markets you may So, to fight the profit squeeze, make those 
have. For instance, you may be within driving paint and sundries stocks broad and deep. 
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Get as much of 
your stock out front 
as you can. Folks 
will buy more if 
they see more. 
_ m , Some. island. dis- 
PO ee O/oys con emphasize 
A a id tig 3 a SS oe Seems = scosonal points and 

ne ow kd eo hi Bonde sundries while your 
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year ‘round traffic. 
This is the new paint 
and sundries wall 
display at Bangor 
(Pa.) Hardware & 
Paint. 
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How to get your share of 


the fabulous aerosol market 


Aerosol paint is growing by leaps and bounds. It is a package 


with a future that may change the face of your paint department 


Fast turnover, high margin and convenient 
handling. Aerosol packaged paints offer all 
these, and more. 

Aerosol is a fast awakening giant in sales 
potential. The market now looks like this: 

Sales of aerosol] paint have jumped 500 percent 
in the past five years. 

Estimates show sales have zoomed from 14% 
million units in 1955 to 22% million units in 
1956. And it’s still going up. 

Manufacturers predict sales will reach 75 to 
100 million by 1967. 

There is one identification that should be made 
clear from the start. Aerosol paints are gen- 
erally referred to as touch-up paints. They are. 
But, when you are trying to judge sales poten- 
tial in the paint department, this simile could 
be misleading. 

In the past, touch-up paints have been iden- 
tified as those packaged in ™% pint cans or 
smaller. Because they meant small sales and 
little profit they were not promoted heavily. 
When aerosols came along they also were called 


touch-up paints and got the same inconspicuous 
merchandising treatment. 

However, when you look at the sales figures, 
you make a startling discovery. Aerosol sales 
have zoomed 500 percent in five years and are 
expected to continue rising at the same clip 
into 1967. 

In other words, you can’t relate sales of 
touch-up paints with your potential sales of 
aerosol paints. You won’t get a true picture of 
its possibilities in your profit scheme. 

Between 30 and 40 manufacturers produce 
aerosol paints today. They have found that a 
16-0z aerosol can is more profitable to sell than 
the standard small cans. The long term trend 
of touch-ups indicates a swing to aerosol all the 
way down the line. 


Promotion is the answer 
This market is just beginning to grow. 
There’s still time to get in on the ground floor 


and push your touch-up paints into profitable 
prominence. 
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Data from a survey by E. |. DuPont De Nemours & Co. 


How production of aerosol paints, varnish and lacquer has jumped 


Aerosol paint, varnish and lacquer sales have zoomed since 1947. Actual production jumped from 


1414, million units to 22!/, million units in one year alone — 1955-56. The darkened area of the 


chart indicates an estimate in the continued growth of this fabulous market up to 1967. Take note 


and prepare to capitalize on this potential. The figures up the left side of the chart indicate units 


produced in millions. 


Surveys show that only about one third of 
the families who use touch-up paints have ever 
heard of paints, enamels and lacquers in aerosol] 
form. 

Only 15 percent have actually tried it. Once 
they’ve tried it they like it. 

The answer, then, is promotion. 

Tell customers what aerosol can do through 
advertising. 

Show them what it can through demonstra- 
tions. 

Let them do it themselves in a test spray 
booth. 

Promote it to the hilt and the customer will 
do the rest. 

You can get a lot of help from manufacturers. 
They provide newspaper mats, special seasonal 
promotions and a great deal of how-to-do-it in- 
formation. 

Capitalize on manufacturers’ efforts. Take 
advantage of the continuous professional cam- 
paigns they wage to help you build sales. 


Spray painting with aerosol is easy for the 
informed user. But the uninitiated customer 
will be afraid to risk an investment on anything 
he’s not familiar with. He has to be shown, or 
he has to try it himself to be convinced it has 
merit. 

The aerosol prospect needs how-to information 
as much as any other do-it-yourselfer. Treat 
one aerosol sale the same as you would any 
other paint sale. Because the first sale will al- 
most invariably lead to many more. 

Valuable tips on selling any product can be 
yotten through knowledge of customer’s specific 
objections to them. 

Many firms color code the tops of their aero- 
they are difficult to use and the spray cannot be 
controlled. At the same time, those who prefer 
aerosol say it is easy to apply. 

The objectors may claim aerosol is too messy. 
The boosters say it is neat to use. 

Your customer may say “those applicators 
never work.” They do now or the manufacturer 
















usually replaces the purchase. Your customer 
no longer need fear a wasted investment. 

It is easy to turn an objector into an ardent 
booster of aerosol. Just show him how to use 
it properly. 

Answer all objections with a solution and 
voice some other sales points, such as “aerosol 
paints cover well, spread evenly, dry quickly, 
and can be used a little at a time without fear 
of waste.” 

Aerosol paint makers have also gone all out 
to help you promote at the counter. There are 
dozens of handy self-service racks available for 
counter, floor and window display. 

Many firms color code the tops of their earo- 
sol packages. This makes for easier customer 
selection and more attractive displays. Quicker 
inventory taking is another advantage of color 
coded stock. 

Aerosols are particularly adaptable to sea- 
sonal promotions. Special high profit packages 
of gold and silver, for instance, are made up for 
you to sell at Christmas time. In fact, there is 
no end to the help you get. 

Tie-in with all this effort. Keep displays 
prominent. Put your product knowledge within 
customers’ reach. Turnover will roll on and 
you'll beat that profit squeeze with aerosol. 






















































































How to get your share of the fabulous aerosol market 


(Continued ) 


Display them, and aerosols sell 


Prominent displays like this boost aerosol sales 
and keep turnover rolling. Customers will be 
attracted by neat, informative displays at 
counter level. Remember, many customers may 
never have used aerosol and won't think of it 
unless it is displayed right in front of them. 
Your demonstration will finish the sales job. 
Regular users of aerosol paints will reach for 
extra cans if they are handy. 














To sell aerosol paints show customers how to use them 





This sells 














Sales of aerosol paints, varnishes and lacquers climb 
with increased consumer knowledge. Show your cus- 
tomers what these handy touch-up paints can do for 
them. They'll be aerosol boosters from then on. Your 
profits will climb and you'll beat that squeeze. 





















This doesn’t sell 


























Ignore your customer and let him serve himself, 
especially if your aerosol paints are well back under 
a shelf where he can't find them. He'll never find out 
what they can do for him. Of course, you won't sell 
any aerosol. 
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Builders’ 
hardware... 
a key 


paint sundry 





The finishing touch to a complete 
redecorating job is the new trim hard- 


ware. Sell this idea, watch sales climb 


You can tell by the kind of paint and sundries 
a customer buys whether or not he’s in the 
market for builders’ hardware. 

A customer is going to refinish a chest. He 
needs escutcheons, pulls, or knobs in black, 
chrome, brass, copper, or colored finish. 

A customer is redoing a room, from top to 
bottom. He needs switch box covers, door hard- 
ware, lighting fixtures, and other ornamental 
and utilitarian finishing hardware. 

If the room is a bathroom or kitchen, the list 
of builders’ hardware tie-in sales is a long one. 

You can’t sprinkle builders’ hardware around 
the bins in your paint sundries section. It isn’t 
practical, and it just isn’t done. 

But you can make every customer aware of 
this fact: No redecorating job in the home is 
complete without the final sparkling touch of 
rich hardware. 

In this sense builders’ hardware is a paint 
sundry. It is as important to the finished prod- 
uct in a painting project as any other trim. 

The trouble is, more builders’ hardware is 
not sold because few paint salesmen ever think 
of it in connection with paint or paint sundries. 

Items like door hooks and push plates, window 
hardware, clothes hooks, towel bars, fancy 
hinges, and furniture trims are a few of hun- 
dreds of builders’ hardware items that would 
sell instantly if mentioned. 

There’s no secret to selling more builders’ 
hardware as paint sundries. The mere mention 
that a newly finished door will still look shabby 
with the old lockset and battered knobs will get 
your customer interested. 

Old lifts and locks on a window will still look 
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Builders’ hardware is the final bright touch needed for 


redecorating jobs. 


old after painting. A modernized kitchen will 
still look antique until builders’ hardware and 
other fittings have been up-dated. 

Try this out the next time you sell any cus- 
tomer a fair-sized order of paint. Lead him to 
your selection of builders’ hardware. Ask him 
what kind of redecorating job he is about to 
undertake. Show him finishing hardware that 
will make his remodeling truly complete. 

You will see a sudden and appreciable in- 
crease in sales in reward for just a little extra 
effort. 
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You sell more when you know 


The few items needed for applying paint account for $50 million 


a year in hardware stores. Right now, one customer out of ten 


A lot of hardware dealers feel that the paint 
department is the backbone of their store. 

If you are an average hardware dealer, you 
sell about $13,000 worth of paint and paint sun- 
dries each year. This figure has climbed of recent 
years, and it will continue to climb. 

Of the $13,000 average annual figure, about 
$1300 is concentrated in a single category— 
paint applicating accessories. 

There are only a few items in this category: 
paint brushes, rollers and pans, sprayers, lad- 
ders, and drop cloths. 

Product knowledge in this line gives you a big 
edge over your competition. Product knowledge 
is the means toward raising the average to well 
above the 10 percent mark where it now stands. 

It’s not difficult to increase your sales in 
paint-application items. There is always a ready 
market. 

The majority of home craftsmen and small 
business men need one or more paint brushes or 
rollers if they wish to do more professional 
work. The reason for this is simple: most people 
don’t take proper care of such equipment. 

Not nearly enough do-it-yourselfers own a 
drop cloth for larger jobs. And many thousands 
of totally unsafe ladders are in daily use, con- 
tributing to a high home accident rate. 

Here’s where you come in. Selling these items 
is largely a job of reminding customers that 
good, or even satisfactory, work can’t be obtain- 
ed with poor equipment, regardless of the quality 
of the paint. 

Of course, hand-in-hand with stressing the 





buys these items. This average climbs when you know your products 


need for the right tools to do a complete job, is 
the need for ample product knowledge. 

After you sell a customer paint, you naturally 
turn to brushes, rollers, drop cloths, ladders, etc. 
Maybe you can convince the customer that it’s 
folly to waste $10 or $15 worth of paint on his 
living room by trying to make a battered old 
brush or roller do the job. 


When the customer nods his head in agree- 
ment with this argument the door is open to sell 
him a new brush or roller. Since the right size 
brush or one of several types of rollers may re- 
tail at anywhere from $1.50 to $15, the amount 
of your sale will hinge directly on what you know 
about your products. 

Nylon, hog bristle brushes? 

Mohair, wool paint roller? 

Big enough job for a sprayer? 

What’ll it be? 

Selling arguments like “This is a better brush 
than that one (because it costs $2 more)” are 
hollow reasons for a customer to dig deeper into 
his pockets. 


It isn’t difficult to sell a customer a drop cloth 
when you assure him that a $4 cloth will save 
him a half-day of cleaning up, or may protect 
thousands of dollars worth of furniture. And 
that drop cloth will last through 50 paint jobs 
if it is handled properly. 

As for ladders, you merely point out that the 
customer wouldn’t risk his life in a car with 
faulty brakes so why take chances with split 
rungs or broken cross braces? 
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more about key paint sundries 


Besides safety and common sense arguments, 
product knowledge is your basic selling tool in 
upgrading a sale. 

You'll absorb this knowledge in a dozen ways, 
if you try: reading business magazines like 


Hardware Age; studying labels and fact tags on 
the merchandise; visiting wholesalers’ show- 
rooms, listening to new product descriptions by 
suppliers’ salesmen; and actually using the mer- 
chandise yourself. 





Here's the information you need to sell more 
painting tools. Use this information for sales 


meetings or individual sales training of your 
staff. 


BRUSHES 


@ Hog bristles are best for oil-based paints and 
enamel. 


@ Synthetic bristles such as nylon equal pure hog 
bristles for more modern emulsion, rubber-base, and 
casein paints. 


@ Filler strips, set in the center of brushes to 
create a paint reservoir, make any brush a better 
brush. A sure mark of better quality. 


@ Ferrules, or metal binding, measure quality, too. 
Tin and nickel plated steel are generally used in 
lower price brushes. In better grades stainless steel 
or aluminum is used. 

@ Settings, or adhesives which hold bristles in 
place, have improved a lot in recent years. Plastic 
and cold-setting resins and rubber have replaced 
fish glue and shellac compounds to give brushes 
longer life. 


@ Handle construction is important. Painting's a 
chore. If handles are not balanced the job is all 
the more difficult. Birch, hard maple, beech, and 
plastics make the best handles. 


@ The best brushes are delivered to you with a 
protective wrapper. This isn't decoration. The 





. 


wrapper is insurance against damage to delicate 
bristles. And good bristles are delicate. 





@ Never soak a brush for long in water or paint. 
They get soft and soggy. 


@ The best cleaner for a brush wet with oil paint, 
varnish, or enamel is mineral spirits or turpentine. 


@ Latex and casein paints are best cleaned from 
brush with soap and warm water. 


@ New brushes should be conditioned overnight in 
linseed oil. 


@ Never stir paint with a brush. 

@ A matted brush cannot paint evenly or eco- 
nomically. Cleaning job must be 100 percent. 

@ Never use wide brushes on narrow pipe or 
curved surfaces. Results in fishtails. 

@ Never unbalance a brush by letting it stand on 
bristles. 

@ Never use the narrow edge of a wide brush. 
Results in fingering. 


Rollers 


@ Dip type rollers are fastest, because they are 
widest. 

@ Fill type rollers are more economical because 
they cannot drip, and tend to give more even 
coverage. 

@ Trim rollers save time and give more even 
coverage in tight corners and around trims. 

@ Extension arms for rollers let you do ceilings 
without standing on top of ladder. 

@ Texture or stipple rollers should be demonstrated 
before selling. 

@ New flexible rollers are best for pipe and other 
sharply curved surfaces. 

@ Best rollers have wool or mohair sleeves. 

@ Best rollers’ sleeves slide off easily for cleaning 
or a color change. Always sell a spare sleeve. 

@ Fill rollers hold about a pint of paint. 

@ Most dip type rollers hold 2 to 2!/5 qt of paint, 
usually more than enough to complete one wall at 
a time. 


@ Make sure that rollers are 100 percent clean 


before reuse. A single rough patch will foul up a 
whole job. 

@ Use spirits or turpentine to clean oil based 
paints, enamels, and varnish from roller. 

@ Use warm water and soap to clean off deposits 
of casein, latex, or calcimine. 

@ Keep the roller pan as clean as the roller. Keep 
dust-free and dry. A dry pan won't rust. 














Sprayers 


@ All sprayers work best on properly thinned 
mixtures. Many sprayers double as dispensers for 
insecticides, oils, and other fluids. Strict attention 
must be paid to manufacturers’ instructions for 
mixing, using, and cleaning. 


@ Vibrator-type sprayers, usually the lowest in 
price, are good for bulk jobs like porch furniture and 
fencing. Hold about a quart of paint in a self- 
contained, portable unit. 


@ Diaphram-type sprayers are best for less than 
industrial usage. Usually ample for any home or 
small business need. Hold a quart of paint. Motor 
is portable. 


@ Piston-type sprayers are best for heavy work. 
Usually non portable, but has long tube to sprayer 
gun. Gives about 35 lb working pressure via !/, 
or '/, horsepower motor. 


@ Sprayers should never be used by amateurs. 
Spray painting is precise work that requires the 
user to follow all of the directions that come with 
each unit. Sprayers should be thoroughly cleaned 
with a solvent after each use. This keeps filter 
screens, nozzles, openings and tubes in good work- 
ing order for the next time unit is to be used. 
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Cheek list for related sundries 


Tie-in sales are often just pointing out the need 


for the right tool to finish or simplify the job. 


Indoor painting jobs 





Walls 
Roller and pan (several lengths and widths), 3 to 


4 in. brush, hand cream, gloves, thinner, turpen- 


tine, masking tape, crack filler, drop cloth, 


ladder and accessories, mixing bucket, cheese- 


cloth, sand paper, putty knife, wood putty, 
plastic wood. 


Woodwork, furniture 


| to 2 in. brush, flat and oval sash brushes, 
masking tape, paint remover, glass cleaner, 
glazing tools, drop cloth, cheesecloth, sandpaper, 
ladder, wood putty, putty knife, plastic wood, 
thinner, turpentine, hand cream, scraper, steel 
wool. 


Varnish, stain, shellac 


Grain filler, grain sealer, steel wool, pumice 
stone, wood bleach, sanding machine rental, 
sandpaper, varnish remover, turpentine, thinner, 
alcohol, scraper, wax remover, wood putty, 
plastic wood, hand cream, cheesecloth, gloves, 
varnish brush | to 3 in., wax. 


Outdoor painting jobs 





Wood 


Hand cream, gloves, wood putty, plastic wood, 
putty knife, wire brush, scraper, torch and refills, 
electric burner, caulking gun and refills, ladder 
and attachments, mixing bucket, 3 to 6 in. 
brushes, | to 2 in. flat and oval sash brushes, 2 
to 2!/5 in. trim brushes, short and long handled 
rollers and pans, wood preserver, turpentine, 
thinner, weatherstripping, drop cloth. 


Metal 


Scraper, wire brush, steel wool, rust inhibitor, 
emery paper, 2 to 4 in. brushes, ladders and at- 
tachments, hand cream, gloves, thinner, turpen- 
tine, drop cloth. 


Masonry 


Hand cream, gloves, wire brush, brush wheel 
attachment for power drill, caulking gun and 
refills, mortar mix, mortar tools, ladder and at- 
tachments, mixing bucket, stucco patch, patch 
knife, 3 to 6 in. brushes, 2 to 2!/, in. trim brushes, 
thinner, turpentine, drop cloth. 
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How to group paint sundries 


for more tie-in sales 


If your paint sundries are scattered all around the store 


you are losing lots of tie-in sales. Here’s a low cost fixture 


Skort on display space? 
If you are, of course, you have lots of com- 
pany. 

You might be surprised if you were to add up 
the square footage taken up by scattered dis- 
plays of paint brushes, rollers, scrapers, chemi- 
cals, and many other paint sundries in your 
store. 

Often the store manager who is the most 
pressed for display space is the one who uses it 
the least effectively. That is, he sets up many 
small displays wherever there is room, tem- 
porarily. 

Then temporary displays turn into permanent 
locations. The net result is a helter-skelter as- 
semblage of paint sundries that leads to duplica- 
tion, poor stock control, lost selling time, and 
worse, many lost sales. 

Often the tie-in sales exceed the cost of a 
paint alone. Always, the related items needed 
to complete a painting job add up to dollars of 
plus volume and profit. 

The display unit, Figs. 1 and 2, will not neces- 
sarily end the problems of spotty displays. Nor 
is it a unit you can build for a few dollars in a 
few hours. 

The job of this unit is to bring home the 
point that all of your paint sundries can be 
effectively grouped in little space. This all-in- 
one paint sundries display takes up exactly 45 


vou can build to tie in paint department displays 








Construction background—Fig. 1 


Cabinet—'/2 in. plywood on 2x4 in. frame. 

Sliding doors—!/4 in. plywood on metal tracks. 

Top step shelves—'/2 or '/4 in. plywood with legs attached 
with steel angle brackets. 

Bins—8 or 4 in. high glass with spring-metal clips, about 
50 running feet in all. 

Finishing—Grain filler and sealer, light sanding, several 
coats of hard enamel. 

Joining—Screws instead of nails where possible. Counter- 
sink screws, cover marks with wood putty or plastic wood. 
Bag holders (or trash bins)—Hinged, pull out of sides of 
columns. 


Shadow boxes—perforated paneling with pine frames. 


Construction background—Fig. 2 


Framing—Use Ixé in. framing at top and bottom to sup- 
port '/2 or ¥g in. plywood to height of about 7!/2 ft. 

Light strip—Ix6 in. pine is attached to column via 3 in. 
diameter pipe flanges and 14 in. sections of '/2 in. pipe. 
Thin-line lights are fitted to under edge. 

Joining—use screws instead of nails to join plywood and 
framing. Use wood putty to cover marks. 
Finishing—Grain filler and sealer, light sanding, and sev- 
eral coats of hard enamel. 
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sq ft of floor space, while putting an unsightly 
column to use. 

This unit requires less than 150 sq ft of %-in. 
plywood, and less than 200 sq ft of %-in. ply- 
wood to build. Some glass for bins, clips for 
the glass, runners for sliding doors, lighting 
fixtures, paint, and assorted fasteners complete 
the job. 


How to group paint sundries for more 


How to set more paint sales 


in a small display area 


Here’s a unit built and tested in New England stores 





tie-in sales 


(Continued ) 


Total cost of materials should not exceed $100. 


Two men can build this fixture as a part time 


project in about one week. 


The 3x6 ft fixtures on either side of the col- 


umn are portable. They can be relocated over- 
night when floor rearrangement demands it. 


to combine sales, stock, and display of paint and all 


Here’s a display-stock fixture that is daily 
proving its worth in a number of New England 
stores. It may be just what you need to solve 
a space shortage. 

The stores that are using this fixture had a 
common problem. They had good traffic and 
turnover in paint and sundries, but limited room 
for stocking and displaying related lines for 
tie-in selling. 

These stores felt that if they could get paint 
and all sundries closer to each other, without 
increasing the size of the department, their sales 
would immediately improve. They were right. 

The unit shown here, designed and built by 
consultant James Kiley, solved the problem. 

This showcase intermixes paint sundries and 
paint cans of every size on a single floor-to- 
ceiling fixture. This display case is built in 
30-in. wide sections, as long as need be for the 
limits of a store. 

Paint is arranged in order on this fixture. 
That is, smallest sizes and lightest are at the 
top. Gallons are on the bottom. Sundries fill 

the middle compartments. 


related sundries on a single display-stock fixture 









The secret of the success of this fixture is 
two-fold: 


First, space dimensions between shelves are 
precise to hold the sizes noted in the drawing. 
There is no waste. Yet, the shelves can be set 
loose on runners if a dealer wishes to rearrange 
the shelves to suit himself. 

Second, the sundries that are needed for cer- 
tain types of painting are shown right between 
sizes of that paint on the display. 

For example, the first 30-in. section might be 
filled with flat wall finishes. The sundries in 
the middle of this unit would then be: plaster 
patch and crack filler, wide paint brushes, wide 
and trim rollers, scrapers, paint thinner, etc. 

This whole unit is built of %4-in. plywood, 
because of the great weight of paint. 

Bottom of display holds 60 gallons in each 
30-in. unit. 

Top of same unit holds at least 36 quarts, 40 
pints, and 24% pints of paint. 

The middle of each 30-in. unit is compart- 
mented with glass bins for sundries. 

Unit is lighted by 6-in. strips which have 
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fluorescent tubes mounted on the back side. 
These light strips are held to display by 3-in. 
pipe flanges joined by 14-in. sections of %-in. 
pipe (see detail, lower right, in drawing). 

In just 15 running feet of wall space you can 
install six of these 30-in. sections. This six- 
unit paint department gives you tight display 


and stock room for about 360 gal, 216 qt, 240 In brief, in a mere 37% sq ft of floor space 
pt, and 204% pt of paint plus several hundred you can stock a minimum retail inventory of 
dollars worth of sundries. $3,000 in paint and sundries. 
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Caulking compounds 


a plus profit sundry 





Caulk can help you beat the profit squeeze. It protects your customer’s 


There’s a way to boost your net without add- 
ing a single item to your stock list. 

Sell caulking materials. 

Sure, everybody stocks caulk. But, do you 
merchandise it? 

Look around. Is your caulk stock out front 
where customers can see it? If not, bring it out 
of hiding. 

Add some signs and streamers and let cus- 
tomers know it’s there. 

Tell them what it can do for them. You may 
be surprised at the results. 

If you take old standbys like caulk for granted 
you'll waste the sales potentials. ‘‘Merchandise 
for profits” might be a good slogan to keep in 
mind for this item. You get a good margin on 
caulk, too. 

Good caulking materials are not just another 
sundry item. They are a necessary part of any 
paint-up fix-up project. 

Caulking materials are vital to your customer 
because they help protect his home and his in- 
vestment in paint-up materials. 

Caulking materials are vital to you because 
they are a good source of extra profits. Not 
only that, caulking materials can also establish 
your store as a dependable source of quality 
paints, sundries and painting knowhow. 

How so? 


painting investment. And, it adds up to that something extra in profits. 





A good caulk is part of the complete paint 
job. To have all of the materials on hand for 
the complete paint job makes you an authority. 
Every successful painting project by your cus- 
tomer builds your reputation through your paint 
center. 


So, sell the complete job. Build up your name 
in every possible way. Your reputation is your 
bread and butter. 

What are the main selling points in today’s 
caulking compounds? Broken down into major 
categories, they are: 


® Sell protection 


This sales feature is your primary weapon for 
selling caulk as a paint sundry. Your customer 
wants the most protection he can get for his 
painting investment and his home. 

To sell him, show him how he can get that 
protection with the help of caulk. 

Explain that caulk stops wind, water, insects 
and fumes. It keeps these elements from behind 
walls and other surfaces where they damage 
beams, fastenings, and fittings. 

Remind him that the best paint made can’t 
prevent staining and damage when moisture at- 

(Continued on page 100) 





HARDWARE AGE, MARCH 13, 













































































tim 

E 
_— 

A 






































—~ 
GI essa 4 q 
y O peasy DB ec 
[J ~ ic 
a 7 $ | 
| pe ae Sats is? shi ame a \ PORCH ENCL E 
SKYLIGHT | | | Pica, « CHE ~~ \ 
| — ns VENTS 
COPING nd | \ FOUNDATIONS 
| | | me 
GLAZING | | | CEMENT WORK 
| | | 
FLAGHINGS } | WINDOW FRAMES 
DOOR FRAMES POINTING BRICKS 
CHIMNEYS BAY WINDOW 
How you can sell more caulking compound 
Use these illustrations for showing your customers where to 
use caulk, and for training your staff in suggestion selling. 

You can sell more caulk and equipment if you should be tightly sealed to prevent drafts, con- 
can tell your customer where and why he should trol ventilation and reduce fuel costs and heat 
use it. These two illustrations show you the loss. Your customer will appreciate your help. 
most important caulking points. Every home You'll profit from and appreciate the extra sales. 









\ 


* PLASTER CRACKS® SETTING TILE® BATH TUBS . PLASTER BOND® HEATERS® FLOORS® BASEBOARDS® KITCHEN SINKS © WALL BOARD © 
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tacks from behind the surface. Caulk protects 
painted surfaces against this invasion. 

That’s a lot of protection for the price of a 
cartridge and a gun. 


® Sell personal comfort 


Here’s another benefit caulk offers that strikes 
a tender spot in every customer—his own com- 
fort. 

Point out to your customer how caulk can 
contribute to his and his family’s everyday 
comfort. Mention that drafts can be stopped 
and ventilation can be controlled more effective- 
ly with the proper use of caulk. 

All cracks must be sealed to provide good air 
replacement and odor removal through ventila- 
tion or air conditioning systems. 

Without caulking, a home owner wastes fuel 
or ventilating power and, most of all, he wastes 
comfort. 


® Sell fuel savings 


Any customer is interested in saving money. 
And, he’ll want to hear more when you suggest 
that he can do a complete paint-up fix-up job 
by caulking and also cut his fuel bill. 

He may not know that, as much cold air can 
come through cracks around door and window 
frames as through an open window. Just as 
much warm air can escape in the same way. 

A heat loss such as this can represent a size- 
able chunk of wasted money throughout a hard 
winter. 

From your own viewpoint the money a cus- 
tomer spends on wasted heat could well be spent 
in your store. 


® Sell quality 


From anyone’s viewpoint, it’s important to 
remember one thing. Only quality caulk can do 
the proper job. 

The customer must be impressed with the 
importance of a high grade product. He’ll be 
inclined to spend a large sum of money on a 
good paint and resist spending more than a few 
cents on caulk. 

He cannot get the lasting results he expects 
on his project if caulks drys and shrinks away 
in a few weeks. Quality caulks stays elastic 
for years. 

One other point. It’s easy to paint over a 
good caulk. 


® Sell color 


Color is a sales feature you use to sell paints. 
Have you used it to sell caulk? 
Caulking compound manufacturers have al- 
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(Continued ) 





Show your customer the caulking equipment you 
stock. Your knowhow will help you sell more caulk. 





ready offered an opportunity to sell more caulk 
through color. At least one firm produces 26 
standard colors to match or harmonize with just 
about any shingle, roofing or siding colors 
available. 

Don’t overlook this chance. It means extra 
sales for two reasons. 

First, it’s convenient for the customer. He 
does not have to touch-up a spot caulk job to 
make it blend with the house. It already blends. 

Second, the color approach will interest a 
woman customer. Normally, she may not even 
think of caulk as a part of the job. She’d be 
inclined to let her husband worry about those 
details. 

But, if you show her it is necessary and that 
her selection, now, will insure a harmonizing 
color scheme on the finished job, she will lend 
an ear. 

Check the sales features that can add up to 
plus profits for you. Quality caulking com- 
pounds— 

© Protects the customer’s paint investment. 
Protects his home. 

Saves fuel and money. 
Adds to personal comfort. 
Is long lasting. 

Add up these selling points and you can see 
its broad profit potential through merchan- 
dising. 

Whether you sell a complete line of pressure, 
cartridge or combination guns or you just han- 
dle a line of cartridges and light drop-in car- 
tridge units or the handy new squeeze tubes 
vour customer will benefit from their use. And, 
it means profits to you. 
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Broad stocks, 
well displayed, 


mean more sales 


Related items, such as artists supplies, offer extra 


Your full line up front within easy customer profits. 


reach means more sales of everything 
from scrapers to gallon cans of paint. Put your stock out front where customers can see if. 


tg Pra. 
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How to reach new prospects 


Have you been overlooking some obvious paint prospects? 


There are big sales possibilities just outside your front door. 


Did you know that only 15 percent of paint 
sales to industry, big and small are direct sales? 

That puts a lot of paint sales up for grabs 
on the dealer level. 

There’s more. 

Schools, hospitals, public utilities, office 
buildings and small businesses all around you 
have continuous maintenance programs. A lot 
of paint and sundries have to be bought some 
place. Why not from you? 


Who buys 


The off-season is the best time to get this 
business. Contractors are slowed to a walk and 
are not out soliciting business so the door is 
wide open for you. 

In large plants and institutions the chief 
engineer does the buying for maintenance. The 
one man maintenance crew buys for smaller 
outfits. Each city department maintenance head 
is responsible for purchases there. 


What can you offer 


What can you offer that direct factory sales 
can’t offer? As an independent dealer you can 
provide the best product in each type. This is a 


good sales pitch. You can shop around and offer 
the best polyvinyl base paint, best shellac, best 
varnish and so on. 

Because of this you can make the specialty 
product approach and it is better for you. Come 
in with a good product rather than price and 
stick to it. Keep price strictly secondary and 
keep your margin. This is one field where it 
pays off. 

If you should get into volume discounts, tread 
lightly. The same customer may come back later 
and expect the volume price on small purchases. 
A set margin of about '% is desirable. 

Put your prices in writing and keep them be- 
hind the counter. You’ll prevent false impres- 
sions of your pricing policies. 

How do you reach the commercial market? 
There are two ways—direct mail and personal 
calls. 





Your mailman sells paint 


You can reach commercial prospects effec- 
tively through direct mail. Your message goes 
right to the man who buys or the man who 
uses paint products. 

You can compile mailing lists from Chamber 
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1—City 
schools 
and 
private 
schools 


5—Industrial 
plants 


6—Churches 





2—City 
departments @ 


3—Office 
buildings 


m 7—Stores 


4— Hotels 8—Restaurants 


Commercial paint prospects are all around you. Down at City Hall; the mill 
just outside town; the restaurant next door. They all need paint and sundries. 
Let them know you can supply their needs. Then sell paint all year ‘round. 
The numbers on the aerial view of the typical small city above, are identified 


along the sides of the photo. 


of Commerce records and other such sources, 
or you can buy them. Next, decide on your 
approach. 

Color cards, ladder and price specials are a 
few ideas found to be effective in mailing cam- 
paigns. 


Personal calls sell more paint 


Chances are you can't spend too much time 
making personal calls. To make a career of this, 
even if you could, probably is not sound busi- 
ness practice. 

Within limits, however, personal selling can 
pay tremendous dividends in this market. Just 
make sure you are prepared to sell when you 
call. 

In your everyday travels take a look at your 
prospect’s buildings, fences and outside equip- 
ment. Check for rust and other signs of deterio- 
ration. When you call you'll have something 
concrete to help you get your foot in the door. 
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Who Do You See 


In large plants, the chief engineer buys 
materials but the head painter recommends 
what to buy. The purchasing agent merely 
stamps the order. 

Your goal is the head painter. He is the power 
that can swing the order your way. 

On your first calls, be sure to follow protocol 
through the front office. In other words, be sure 
to contact the purchasing agent or the chief 
engineer first and then reach the painter through 
them. 

Once you’ve got your man, pitch for the small 
job to get a foot in the door. Perhaps in your 
earlier research you noticed a piece of outside 
equipment that has rusted. Suggest that you 
have some rust resistant paint that would do 
the job. Offer to bring it right over. 

If you make the sale, fine. If not, don’t be dis- 
couraged. Persistence is rewarding in this 
field more than in any other. That goes for 
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How to reach new prospects 


(Continued } 


mailing pieces, too. If at first you get no results, 
keep trying. 


Small plants and buildings 

Of all your prospects, perhaps the most 
lucrative contact is the one man maintenance 
crew. He usually controls all of his buying needs. 


If not, he is still the man who picks the 
material. 

Keep in mind that he is a jack of all trades 
and may well need some good painting sug- 
gestions. Give him needed help and you’ve got a 
loyal customer. 


City departments 


City departments use up an awful lot of paint 
in a year’s time. For example, the Park Com- 


You may have noticed a growing number of 
teenagers filling out your daily traffic. Have you 
ever thought of them as paint prospects? 

Maybe they aren’t prospects in usual sense 
of the word. They may not actually buy much 
paint on their own. But, they exert an increas- 
ing influence on color selection. They are de- 
ciding on redecoration projects for their own 
rooms and for other parts of the house. Game 
rooms are another area likely to fall under the 
decorating jurisdiction of today’s teenager. 

A great deal of advertising and promotion is 
currently being aimed at teenage girls. Feature 
stories appear regularly in women’s and teenage 
magazines showing the youngsters how to fix up 
their rooms, and urging them to do so. 

Even the high schools are getting into the act. 
Home economics teachers are giving students 
assignments to decorate at home. 

Boys are also showing a lot of interest. Many 
of them have enrolled in home decorating 
courses in high school. In short, teenagers are 
interested in painting and decorating. 

Be a source of information and help. Help 
them and you help yourself. 


Because, these 
youngsters are your future regular customers. 
They’ll come back to you long after their school 
days. They are your insurance for a profitable 
future. 





Teenagers: a new influence on paint sales 


mission maintains benches, buildings, fences, 
play equipment, hand tools, vehicles and lawn 
and garden power equipment. There’s paint sales 
potential there for sure. 

All city departments have use for plenty of 
paint and equipment. And, each one buys its own 
supplies. The man to see is the head mainte- 
nance man. 

Institutions, like large plants, work through 
the chief engineer. 

Businesses, such as hotels, farms and stores, 
are best sold through the manager or owner. 

Potential sales for you in the commercial! 
market are limited only by the effort you give it. 
Remember, with eve«y business you contact you 
expose your name to many new individual pros- 
pective customers. Get a company as a customer 
and you stand to get a good percentage of its 
employes as customers. 























































































Teenagers are interested in painting and decorat- 
ing. Take time to help them now. 
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Color: key to more profits 


Color is a main selling point for inside paints. Color is fast 


becoming a leading point in sales of exterior paints. Here 


is how you can use colors to increase your paint volume 


One thing really sells paint—color. 

You can stock paints with all types of bases, 
in all price ranges, with superior durability, but 
if you have the wrong colors, you won't sell 
paint. 

Make sure you are up-to-date on color trends. 

There is a strange thing about color trends. 
They are based on sales which in turn are the 
result of color trends. 

Advertising and publicity can make a color 
trend by pushing certain colors. You can capi- 
talize on this fact by keeping informed on colors 
mentioned by such consumer magazines as Liv- 
ing for Young Homemakers, Good Housekeep- 
ing, House Beautiful, Better Homes & Gardens, 
House & Garden, Interiors and others. 

You can get an idea of what colors will domi- 
nate this year by checking the trends of last 
fall. 

The trend was to lighter shades, with tur- 
quoise continuing a three-year rise to lead the 
pack. Other colors on the rise were light 
browns, yellow, one shade of blue, coppery 
corals, and off whites. 

Consumer magazines are now promoting yel- 
lows, corals, gold, beige, and off-whites. These 
colors will push into prominence in coming 
months. 
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Help customers select the colors they want. Offer 
a convenient color selection area so they can take 
time to make up their minds. 


You’ll probably find that most customers won’t 
be interested in dark shades of pink, yellow, and 
blue this year. They’ll show less interest in 
conventional greens. 

To make every promotional dollar count, con- 
centrate your efforts on colors now in the public 
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Women select the color in three out of four family paint purchases. They select the brand about half 
the time. They do the painting much of the time. Be ready to serve your women customers. They have 


a lot of influence on your paint sales. 


spotlight. However, you'll still have call for the 
rest of your line, so don’t go overboard on 
specialization. 

Color and turnover are linked hand in hand. 
Your color promotion efforts will reward you 
with more initial sales, greater tie-in sales with 
other departments, and more repeat sales. 

Women are your best target for paint sales 
through color. 

Survey findings of the National Paint, Var- 
nish & Lacquer Assn. points up how important 
the woman paint buyer is to you. 

The wife or daughter in an average family 
selects the color almost three out of four times. 
Women select the brand about half the time. 
They do the actual painting about one third of 
the time. 

Color preferences change noticeably from year 
to year. Women want to keep up on styles. 
They’ll redecorate and repaint to do it. 


Keep new color trends before women cus- 
tomers’ ‘with direct mail color cards, large panel 
store displays, and other promotions. Constant 
reminders like these make a woman dissatisfied 
with the present color scheme of her home. 

When she. becomes dissatisfied she is ready 
to buy paint for home redecoration, from roof 
to cellar. 

Play up to her desires for a change to up-to- 
date surroundings and you'll sell more paint. 
sundries, housewares. 


Color has moved outside 


More and more homes are being painted with 
pastels and extra decorative trim on the outside. 

Weathering problems common to these shades 
are being swiftly overcome by manufacturers. 
ach successive victory means more and more 
paint will be bought on the strength of color 
alone. 
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The durability of exterior paints are already 
taking a secondary role in customers’ minds. 

Utility sheds and other small buildings are 
also taking on new brightness around the home- 
stead. Standard barn red is giving way to 
color combinations. 


Color in sporting equipment 

Last year, boats sported more different colors 
and combinations of colors than ever before. 

Three, four, and even more tone combinations 
will be traveling the waterways in 1958. 

Pastel shades of yellows, greens, blues, corals, 
grays, tans and pinks will appear. Two or more 
of these colors will, not only be topside, but 
will be inside cabins and on boat bottoms. 

Boating has become a family affair and 
women have taken over these color schemes, 
also. 

To meet 1957 demands, manufacturers boosted 
ready-mixed varieties 20 percent, and offered 
colors for mixing to produce up to 1000 hues. 


__ Color Trends of Interie 


To sell more paint, 
watch those color trends 


: 9? 
be 


It's important to stay up to date on 
color trends. A look at this chart tells 
you why. The trends for interior flat 
paints were selected for this illustration 
because they show the greatest change 
in color preference from year to year. 
Women control interior redecorating 
and select the paint by color for it. They 
usually buy only the currently popular 
color. Make sure you follow the trends 
and adjust your stocks accordingly. 


Source: National Paint, Varnish & Lacquer Assn., Inc. 
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In 1958 they will offer an even greater variety 
to meet the trend. 


This is just one more paint market that has . 


swung to color as its principle sales feature. 

Color is a built-in sales feature of any type 
paint. Why not use it? 

The dealer who promotes color attracts more 
paint traffic. He is the dealer who paint cus- 
tomers think of first when they decide to re- 
decorate or repaint outside. 

Stress color in your advertising. 

Stress color in your direct mail campaigns. 

Stress color in your displays. 

Make your paint department stand out with 
color. Play up color magic in displays. Put 
big, easy-to-see color panels on your walls. Iden- 
tify them with the stock number for easy cus- 
tomer selection. Get more attention with mass 
displays of cans of the current color leader. 

Make your store, not only a One-Stop Paint 
Center, but the neighborhood Color Center. The 
profits will take care of themselves. 
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How to estimate paint needs 


Estimating rounds out your complete service to the customer 


and helps establish your store as the neighborhood Paint Center 


Exterior surfaces 


To find out how much paint a customer needs 
for a new or well preserved exterior surface: 

Add the width and length of the house together. 
Then, multiply the answer by the average height 
of the house. Multiply this figure by two. 

A gallon of house paint primer covers an aver- 
age of 450 sq ft. Divide total square feet by 450. 
The answer is the number of gallons needed. The 
finish coat will cover about 400 sq ft per gal. 
Divide square feet by 400 to get number of 
gallons. Multiply this by the number of coats 
to be used. 


















Interior surfaces 









To find out how much paint a customer needs 
for interior walls and ceilings, first, determine 


the square footage. If the customer is painting | —_< a wm A 
over smooth plaster, divide square footage by | . i “neue | 
a _— | az 

600. If he is painting over a sand finish, divide | = | 

> & 
by 500. L | | — 19 FT. 

To estimate wood trim needs, figure that one \ | ‘ | i 

. 


gallon will cover about 20 openings per coat. ta | } | 
| fe 
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No matter how small it is, your paint department 
can be designed to se//. Compact areas like this 
make selling easy. 
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Neat, clean window displays attract 
passersby and drow traffic into your 
store. 


Sell more paint with 


merchandising and service 


Personal service keeps customers coming back. 
meee CER LEY tricep =, 
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How paint + credil 


helps you beat the profit squeeze 


A sizeable order of paint is often more money 


than the customer wants to pay out in cash, and 


“Wishing won’t do it, saving will,” is a catchy 
phrase used by a major bank to lure depositors. 

You can lure paint customers with a catchy 
saying of your own: “Wishing won’t buy it, 
credit will.” 

Slightly less than 40 percent of all hardware 
stores selling paint today have credit or time 
payments for the convenience of their cus- 
tomers. 

What this boils down to is that 60 or more 
of every 100 stores are losing time-pay sales to 
a competitor with a budget plan. 

Where do you fit into this picture? 

“Cash on the barrel-head store, that’s me,” 
do you say? 

“Credit? I love it! That one percent service 
charge a month is putting my boy through 
college,” another dealer says. 

The benefits of revolving credit, whether you 
carry your own paper or let a bank have it, are 
numerous and well known. 

The weaknesses of demanding cash for each 

paint sale are obvious: 
(1) An ordinary paint sale of a couple of gal- 
lons of outside white, two quarts of trim enamel, 
some thinner, and a brush or roller will add up 
to considerably more than $20. 

If selling appliances or power tools for cash 
in this price range presents a problem—and 
most dealers admit this is true—won’t the same 
problem exist with paint? 





you may lose this volume unless you’ve credit to offer 


(2) When you demand cash for a paint sale to a 
customer on a limited income or tight budget, 
aren’t you forcing that customer to buy the 
cheapest grades of paint? 

(3) Aren’t you automatically limiting numer- 
ous tie-in sales by limiting the amount of a 
sale to the number of dollars a customer has 
in his pocket? 

(4) What happens with a customer who gets 
paid every other Friday, and who wants to fin- 
ish up a painting job on Wednesday? 

(5) Isn’t a cash customer likely to check prices 
all over town to find out where he can buy his 
paint the cheapest? 

Most dealers go to their banks for the facts 
about getting started. Many dealers use the 
bank’s suggested terms as policy for setting up 
a credit program. 

Still other dealers, who haven’t the capital to 
carry their own credit paper, turn over the 
details to the bank for service. There are ad- 
vantages and disadvantages in both plans. 

A short visit with your banker will show you 
how simple it is to power up paint sales over- 
night. 

Once you’ve made up your mind to take the 
plunge into revolving credit, let your paint trade 
know about it. 


Hang up signs in your store and windows. 
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Hacdware-House Futwnishin GS 
Sporting Goods __ 


909 MARKET STREET 


‘Meadville, Pa.  sanary 18, 1958 


PLEASE READ THIS IMPORTANT ANNOUNCEMENT 


Dear Customer: 


We are revising our credit system to better serve you in the 
years to come and sincerely hope you will find it more convenient to charge 
in our store, 


EFFECTIVE Feb, lst there will be three types of charge accounts from which 
you may choose: 


Type 1. REVOLVING CHARGE ACCOUNT 





This type of account shall have set monthly payments according 
to the high limit you specify, This high limit may be changed 
at any time. A 1% service charge will be added to the unpaid 
balance of your account on the 10th of each month, This account 
will allow you to make purchases at any time and pay by con- 
venient monthly terms. 


Below is the revolving charge account re-payment schedule: 
$150, 





$50 .00-100.90 | $100,00-150.00 
15.00 | $20.00 


If your limit is 
Your payment is 


10.00-50.00 
910.00 


00-200 ,.00 
$25.00 




















Type 2, TIME PAYMENT ACCOUNT 





This account will have a carrying charge added to it when the 
purchase is made and will have weekly or monthly payments of 
the amount you desire, 


Type 3. THIRTY DAY ACCOUNT 





With this account the balance must be paid within 30 days after 
receiving your monthly statement. 


Very truly yours, 


Pauk F boty, 


A. R, WOLFF & SC’ 
PPw/vv 





A letter announcing a store's entry into revolving credit sales. 


This particular letter, 
cently, brought in 50 new accounts immediately. 


used only re- 








And if you want truly startling results, try a 
promotional letter such as the one on the op- 
posite page. 

This letter is typical of many mailed out to 
regular customers of hardware stores across 
the land. It was sent to every name on a store’s 
mailing list. It broadcasts the fact that you’re 
in the revolving credit business. 
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Letters like the one shown are known to bring 
in 50 new accounts a week for long periods. 


Tomorrow, next week, or next month, your 


customer is going to have to buy paint—maybe 
$50 worth. 

Where will the customer go for the paint? 
Offer him credit, 
that is $50 richer. 


and your store will be one 
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The most exciting new paints to be developed in years 


can mean unlimited opportunities for sales and profits 


Polka dot paints are here! 

Well, not exactly. But, one of the newest 
and most interesting paints to come on the 
market is multi-color coatings. 

The user gets two or more colors in one 
application. 

These unusual coatings had their start some 
years ago in low-cost housing developments. 
Builders chose multi-color paints for several 
reasons. 

First, they are very low cost compared to 
other permanent coverings such as tile. 

Second, it is just that, a permanent coating. 
The painted item usually never needs refin- 
ishing again. 

Third, multi-colors hide imperfections in 
walls and furniture. 

Commercial establishments such as hotels, 
stores, and institutions are snapping up this 
colorful coating for displays, fronts, lobbies, 
rooms and furniture. 

The largest volume of these coatings is still 
applied by professional painters because 
spraying equipment is needed. But, a num- 
ber of consumer packages are already avail- 
able for use with vacuum cleaner attach- 
ments. Some have been marketed that require 
a two-stage process of application by brush. 

Multi-color is fast catching on as a do-it- 
yourself item. You can capitalize on a brand 
new market by hopping on the band wagon 
now! 

Get your rental department into the act. 


You can attract the do-it-yourselfer with a 
combination for multi-color paints and spray- 
ing equipment rental offers. 

The one-man maintenance crew of small 
commercial buildings will be interested, too. 
Reach him by direct mail or by personal calls. 
(See article on How To Reach New Pros- 
pects in this Guide.) 

Learn all you can about the application of 
multi-color coatings. Your customers will 
need all the information you can give them. 

Your sales job will be made easier by sev- 
eral good selling points found in most multi- 
colors. These paints cover almost any surface 
including cement block, metal, wood, plastic, 
plaster, sheetrock. 

They will not chip, fade or crack and they 
are grease and stain resistant. 

Multi-colors can be made available in any 
color combination desired. At present, only 
finishes for professional use are available in 
the full color range. Consumer packages will 
soon catch up. 

Note: Early formulations of these paints 
had a relatively short shelf life. This prob- 
lem has already been overcome by most manu- 
facturers. 

Multi-colors are a brand new market with 
a bright, fast-moving future. Do your plan- 
ning now. Investigate the product and the 
market potential and stock up. Use this extra 
opportunity to make your Paint Center help 
you fight the profit squeeze. 


Caution: Do not over agitate multi-color paints in your paint mixer. These paints are made up 
of thousands of tiny particles of color that are suspended in one of several bases. Over agi- 
tation will break down these particles and destroy the multi-color effect. 
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THE BLADES UP=THE FINEST OF PRECISION 


GRASS CUTTING MACHINES! 


The ALL NEW 1958 


PENNSYLVANIA 


LAWN MOWERS 


1958 
PENNSYLVANIA 


ROTARY 
POWER MOWERS 


PENNSYLVANIA ROTARY MOWER BLADE 


Made from tough, rugged carbon alloy steel. Aerodynam- 
ically shaped to create maximum suction — lifts grass 
Straight up for a quick, clean cut. Blade is sharpened 
from the tip to the shaft and the edge is flame hardened 
to stay keen season after season. Unique cleanout angles 
at tips of blades prevent build up of grass inside housing. 


Pennsylvania Outmows and Outlasts Them All! 








New! 


CROYDON 
\ 21” Self-Propelled Rotary 
Model 68221A 


New design, new color 
scheme, new features! 
Has rugged 2.75 H.P. 
Briggs & Stratton engine 
with rewind starter. 
Strong cast-aluminum 
housing, semi-pneumatic 
tires. Unique wheel height 
adjustment and free leaf 
mulcher! 








21” BROOKLINE 
Model 67221 


and 
18” AVALON 
Model 66218B 


New designs, colors and fea- 
tures. Briggs & Stratton en- 
gines with rewind starters — 
2.25 H.P. on 21” and 1.75 
H.P. on 18”. Semi-pneumatic 
tires, cast aluminum hous- 
ings, unique wheel height ad- 
justments and free leaf mul- 
cher with each mower! 





THESE EXTRA 
FEATURES 
ARE STANDARD 
ON ALL 
PENNSYLVANIA 
ROTARY MOWERS 
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Precision vacuum Unique & simple 













ninhdb se ti out height of cut ad- 
angle tips! justment! 
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ae LAWNDALE 
21” 

Riding Rotary 

Model 69221 
















Rugged 2.75 H.P. 
Briggs & Stratton 
Engine 
Rewind Starter 


Functional 
and Attractive! 


Built with famed 
Pennsylvania precision 
quality throughout! 


A self-propelled rotary lawn mower equipped 
with a riding sulky for added convenience. 


All Pennsylvania Power Mowers Are Avail- 
able With Electric Starters At Extra Cost. 






As 



























Advertised | POST 
 In— 7 
and Leading Newspapers from 
Free Leaf Mulcher Coast to Coast! 







POWERFUL BIG SPACE ADS 
To Get The Message To Your Customers! 


packed with each 
Rotary Mower! 








From the blades up... the finest of precision grass cutting machines! 


1958 PENNSYLVANIA REEL MOWER BLADES 


Forged from carbon steel with almost twice the carbon 
PENNSYLVANIA content of ordinary reel blades. Precision shaped to exact 
curvature and carefully tempered. A two-stage, precision 

- t W E m ~ F c [ hollow-grinding process gives them a “barber-scissor” 
efficiency. Blades are mounted on special spring-loaded 


cylinders that keep them in accurate alignment to give 
M 0 W E R S true precision cutting. 


PENNSYLVANIA — MOST RESPECTED NAME IN MOWERS — SINGE 1877! 


DELUXE 
REELRIDER 21” Power Mowers 


a Model 40221B (5 blade) 


Riding Mower Model 4072218B (7 blade, low cut) 
Model 42221D 


225 HP. Featuring Pennsylvania’s precision 


self-whetting mowing unit, grass 

=< Briggs & Stratton stripper to keep sprocket and chain 

Engine from fouling with grass, and a de- 

Rewind Starter pendable 1.75 H.P. Briggs & Strat- 
ton engine with rewind starter. 


Low cut model rec- 
ommended for smooth 
finish cutting of 
creeping bent and ~@& 
other fine grasses. 4 


, _ =| 
Built with famed Pennsylvania precision quality through- irene a _— 
out! Sits comfortably, steers easily and cuts beautifully. 
Has Pennsylvania’s self-whetting mowing unit that stays 
keen for seasons on end and 3” wide semi-pneumatic We” EXETER — perp ng also available. 
tires that literally “float’ it over hard or soft or rough Model oieeit Sew enti 
or smooth terrain. 


Equipped with 1.75 H.P. Briggs & Stratton en- 
Recommended for the small lawn that seems large or the gt rewind starters, oe EXETER mowers 
large lawn that is large! also are built with the famed Pennsylvania 
precision quality throughout. 


All Pennsylvania Power Mowers Are Available With Electric Starters At Extra Cost. 


1958 
PENNSYLVANIA 
HAND 


MOWERS 


GREAT AMERICAN PENNA-LAWN Pennsylvania TRIMMER 8 EDGER 
First choice of America’s Top value—medium price. hpreay: Ideal lab f 
professional Gardeners. tn For the medium size sub- Economical for the small Cal tabor-savers Tor 


: " trimming and edging 
15”, 17” or 19” sizes. — — nil a ge ’ a" occasional light _ gardens and flower 











Specifications on all models subject to change without notice. 


PENNSYLVANIA LAWN MOWER DIVISION 
American Chain & Cable Company, Inc. 
Stevens Lane, Exeter, Pennsylvania @ Bridgeport, Conn. 
Export Dept.: 230 Park Avenue, New York City, N. Y., U.S.A., Cable Address “AMCHAIN” N. Y. 









Again—Vigoro leads the way in Growing Gardening Department Sales! 


New! 












This colorful, 10-Piece Store Kit will help you sell more 
of everything in your Gardening Department! 





Ideal for over-the-wire...on the wall...or on mass displays! 
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Advertising and Promotion make the VIGORO line 


your best bet for Sales and Profits! | VIGORO 
Great for ’58—that’s the story of VIGORO Plant Foods. Big, j , es 
full-color ads in top national magazines will sell the full line. Plus : 
—merchandising aids that are second to none in promoting your 
entire department. Only VIGORO gives you the complete package 
— Products, Promotions, Profits! 
Ask your Swift Garden Line Specialist for all the money-making facts about "GREEN DAYS” Profits ! 


Plant Food Division 
SWIFT & COMPANY Union Stock Yards, Chicago 9, Ill. 


Plant food 
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The VIGORO Family of Gardening Aids 





WUGATABLLS Golden Vigoro Complete End-o-Pest Ant & Lawn End-o-Pest Garden Dust End-o-Pest Tree Spray 
Lawn Food Insect Spray (Hose End-o-Pest Rose Dust End-o-Weed 2.4-D 
Vigoro Complete Plant Food Sprayer) End-o-Pest Garden Spray Lawn Weed Killer 
instant Vigoro Complete End-o-Weed Lawn Weed End-o-Pest Ant & Lawn 
' Water Soluble Plant Food Spray (Hose Sprayer) Insect Dust ees i 
/ Vigoro Complete Rose Food Golden Vigoro Plus End-o-Pest Garden Spray 
Chlordane (with Malathion) End-o-Pest Rose & Garden 
End-o-Pest Evergreen & Special Vigoro for Spray (Aerosol) 
Ss W I F T & Cc © M od A N y Ornamental Spray Camellias & Azaleas End-o-Pest Ant & Lawn End-o-Weed Spot Weeder 
Vigoro is a registered trademark of Swift & Company (Hose Sprayer) Vigoro Plus Chiordane Insect Spray (Aerosol) 
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AKAY PLASTIC 
PROFIT MAKERS 
for 1958 








NEW AKAY ROTARY POWER MOWER 
BLADE BALANCER—protects against 
crankshaft damage due to unbal- 
anced blades. Plastic cone is de- 
signed to accommodate any size 





AKAY ADD-A-FENCE in flamingo, pink, 
yellow and white. Streamlined de- 
sign with section joiners and 
corner locks. Ideal for outlining 
gardens, shrubs, and for corner 
markers. Break resistant, color 
fast. Never needs painting. Sug- 
gested retail, four sections plus 
corner locks and joiners, $2.49. 





AKAY “BIG FREEZE” ICE SCRAPER in 
marbleized and assorted colors for 
easier scraping and speedier defrost- 
ing of deep freeze units and re- 
frigerators. Does any rough, tough 
ice removing job with ease. Sug- 
gested retail, 39c. 

ALSO AKAY CLIP-ON WINDSHIELD SCRAPER 
in transparent, self-service packs. 
Marbleized and assorted colors. 
Suggested retail, 19c. 


AKAY MEMO-MASTER 
in new decorator 
colors to match 
your telephone. 
75-foot paper roll, 
pencil and pencil 
holder. Suggested 
retail 98c. 








shaft hole from %” to 1%”. Com- 
plete unit weighs only one ounce. 
Packed 12 to a “talking” display 
carton for self-service, 
sales. 


impulse 
Retails at 69 cents. 


| oo 








ooo ; 
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AKAY PLASTIC ADD-A-TRELLIS in deco- 
rator colors and white. Adds beauty 
and support to all climbing plants. 
Break- and weather-resistant. Won- 
derful for tomatoes, legumes. Two 
3” high by 15” wide sections as- 
semble into one 6’ trellis or into 
decorative combinations. Suggested 
retail $2.98 per set. 





NEW AKAY DRI-FLOR DRIP CATCHER in 
decorator colors and white. Rust- 
proof metal hanger strips make in- 
stallation and removal simple. No 
glues. No suction cups. Easy does 
it! Moisture drains into cups that 
twist to empty. Lasts a lifetime. 
Individually boxed. Suggested re- 
tail, $2.99 each. Also Akay Toi-Tra 
drip catchers for wall-hung flush 
boxes, to retail at $1.79. 


AKAY PLASTIC HOLD- | 
A-BOOK in decora- 
tor colors. Holds 
recipe books, 
newspapers, texts, 
etc. in home, office 
and classroom. 
Suggested retail, 
98 cents. 


Division of Hauser Products Inc. 


A 14 AY CORPORATION 
4034 North Kolmar Avenue Chicago 41, Illinois 
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L ottore 


from Hardware Age readers 





A wholesaler’s policy 
Dear Editor: 
The editorial in the Jan. 16 issue, 


entitled “Loaded with Dynamite” is 
extremely interesting. 


We recognized the need for some- 
one to take the lead in this area 
and established a firm sales policy 
many years ago. 

I am attaching a copy of our 
sales policy which is distributed to 
all our customers and is also 
printed on the inside cover of every 
sectional catalog we send to our 
dealer customers. 


We are happy to see you take the 
lead in pin-pointing this important 
subject, regardless of whether it be 
a manufacturer, a wholesaler or re- 
tailer. 

There are many distributors and 
manufacturers who have announced 
a sales policy, but in essence have 
merely given this lip service. 

Establishment of a sound sales 
policy is important. Its mainte- 
nance, in our opinion, is of equal 
importance. 

Some people may feel that it is 
difficult to enforce a consistent pol- 
icy. But we have done it for many 
years and have consistently grown. 

It is my opinion that if retailers 
would support, respect and be loyal 
to those wholesalers who protect 
them, other wholesalers would soon 
see the advisability of establishing 
and following a sound sales policy. 

More power to you in bringing 
this vital issue before the industry. 

Sincerely yours, 
W. E. Smith, president 
Oklahoma Hardware Co. 
Oklahoma City, Okla. 


Editor’s note: A copy of the sales 
policy published by Oklahoma 
Hardware can be obtained by writ- 
ing to Mr. Smith. Some of the sig- 
nificant parts of this policy are: 
Sales will be made only to retailers 
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There's nothing so powerful as an idea | 
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The right idea can change the ‘ 
everyday living habits of millions \™ 
of families. And that’s the kind of 
ideas Better Homes & Gardens 
specializes in. Every page of this 
famous idea magazine shows 
men and women whose first in- 
terest is home and family, how 
to make their dreams come true. 


\' + ~ 
Wier OMe: os Ve 7 nudging the family toward their goal 
anal ea | with ideas that set them to talking 
and doing and then buying all the 
things they need to put their 
plans into practice. A new 
kitchen leads to all sorts of 
new habits—to new interest 
in kitchen equipment, and 
cooking and foods. 
What a sales climate BH&G 
provides for any product that 
contributes to better family 
living! It’s unique among all 
the major media. Meredith 
of Des Moines . .. America’s 
biggest publisher of ideas for today’s 
living and tomorrow’s plans 


ot America reads BHal the tamily idea magazine 


4,500,000 COPIES MONTHLY 


The dream could easily be a new 
kitchen—a wonderful new kitchen 
where Dad and Junior can shine as 
part-time chefs and Mother and 
Sis can whip up a sandwich or a 
holiday feast with equal pleasure. 
Better Homes & Gardens keeps 
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Green Thum small 


118 


hand tools make 


® NEW BRIGHT STEEL FINISH ON ALL 
TOOL HEADS 


® NEW DROP SHANK PATTERN IN 
TROWELS 


® TWO BRAND NEW TOOLS (popular 
Crabgrass Weeder and Scuffle Hoe) 


Eye-catching brightness and two new 
tools — even more customer appeal for 
the fastest-selling line of small garden 
tools. Trowel’s shank is double self- 
riveted to blade. Can’t loosen. Big im- 
provements, yet no increase in price. 





NO. GTA DISPLAY PACKAGE: Consists of per- 
manent self-serve display rack and balanced 
stock of 3 dozen tools in 10 patterns. De- 
velops impulse buying — generates multiple 
Sales. 

THE UNION FORK & HOE CO., COLUMBUS, OHIO 


Makers of: RAZOR-BACK Shovels @ FLEX-BEAM Forks 
Green Thumb Lawn & Garden Tools 


/ 








big news 



















~¢ 


inp ane 
still only 
79c retail 











who maintain a stock for resale, 
and then only in the general lines 
that are normally carried in stock; 
no individual or employee of any 
customer may purchase goods from 
Oklahoma Hardware without an 
authorized purchasing order from 
the buyer of the customer. If such 
a purchase order is given, the sale 
must be charged direct to the cus- 
tomer and not paid for in cash by 
the individual or the customer's 
employee. 


Entertain the children, 
get more store traffic 


Here’s an idea to sell more toys. 
And, more important, the idea will 
bring in store traffic. 

The idea comes from Mort H. 
Epstein. He uses it in his World 
Hardware in Springfield, Pa., a 
suburb of Philadelphia. 

Mr. Epstein bought a_ small 
merry-go-round, the two-horse size. 
He disconnected the coin box, and 
put the merry-go-round on the 
floor of his toy department with 
the operating switch high up on the 
wall, out of reach of youngsters. 

Children ride the merry-go-round 
for free. 

Children naturally like the idea 
and are delighted to be taken on 
shopping trips to World Hardware. 

Parents like the idea, too. They 
can keep children entertained and 
out of the way in World Hardware, 
and it doesn’t cost them a pocket 
full of dimes, either. 





HARDWARE HUMOR 
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"We're out of colanders, but | can 
sell you a sauce pan and ice pick.” 
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SPINNING- 
SUDSING 
CAR & HOME 
WASHER 


Spins, sudses, has all the 
features of brushes selling 
at much higher prices! 
Packed in colorful 
display shipper! 

Reg. retail price $6.95 
SPECIAL Hardware 


Week Price $498 

















INDOOR 
PUSH BROOM 


with 2-Piece 
“Carry-Home” handle! 
Bright new colors... 
pink or yellow! 
Brushes and handles 

in one easy-to-see, 
easy-to-sell display! 
Reg. retail price $2.98 
SPECIAL Hardware 


| Week Price $939 


A 


4 . 








OUTDOOR 
PUSH BROOM 


with 2-Piece 
“Carry-Home” handle! 
ALL-IN-ONE package 
saves space, makes 
selling easier! 

Tough, rugged broom 
for outdoors. 


In brown or green! 
Reg. retail $2.98 
SPECIAL Hardware 


Week Price $939 











EMPIRE 





ALL YOUR BRUSHES FROM ONE DEPENDABLE SOURCE & EMPIRE BRUSHES, INC., PORT CHESTER, NEW YORK 
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STOCK: SHOW:S 


the preferred 
and profitable 


BRAND 


Build profits and customer satisfaction with easy-to-sell 
Cortland Brand products. Farm, home and industrial uses 
keep these quality products in constant demand. 


INSECT WIRE SCREENING 


for every budget and job requirement 


BRONZE 
Special rust-resistant copper 
alloy screening. 


GRAY -WICK 
Durable all-purpose zinc 
coated screening. 


ALUMINUM 
Finest long-lasting stainproof 
Clad aluminum screening. 





























WIRE NETTING 


Strong, durable, uniformly 
woven hexagon poultry netting 
in 4%”, 1”, 2” mesh; 20 gauge 
wire, Standard widths; 150 lin- 
ear ft. rolls; galvanized before 
or after weaving. Heavy gauge 
Animal Pen Netting is also 
available. 


HARDWARE CLOTH 


Standard and heavy grades, uni- 
formly woven and heavily gal- 
vanized. Standard widths: 24” 
to 48”; Mesh: 2, 3, 4 and 8. All- 
welded wire cloth available in 
yz", ”, 4%”, and I” mesh, 
100 linear ft. rolls. 


WELDED 
WIRE FABRIC 


Newest member of the quality 
brand. Exceptionally strong all- 
welded of galvanized wire. For 
fence, pen, and general utility 
use. Available in 1I”%x I”, 
2”x 1” and 4”x2” standard 
widths. Meshes are uniform. 
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WICKWIRE BROTHERS, INC.. Cortland, N. Y. 
NAILS & BRADS - WIRE NETTING - WIRE SCREENING - HARDWARE CLOTH 
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Camera can keep record 
of your better displays 


When a mid-western hardware 
store’s display manager completes 
an eye-catcher windew or in-store 
display he uses the firm’s camera to 
take a photo. 

With the photo he files a descrip- 
tion of the display props used and a 
record of background materials and 
color. 

He notes the date of installation 
and removal. 

A record is kept of the sales of 
featured items during the display 
period. 

This file is checked whenever 
seasonal windows and in-store dis- 
plays are being planned. 

For the larger store the camera 
can also be used to photograph 
crowds in the store during special 
promotions to be used to illustrate 
promotional material. 


Tool rentals help firm 
sell more power tools 


A Minnesota dealer advertises 
rental service on power tools to pull 
store traffic. 

Sanders, drills, edgers and saws 
are among the power tools rental 
items advertised in a_ shoppers 
news. 

Power tools are given front-of- 
the-store display at all times. 

When week-end mechanics visit 
the store to rent tools the staff tells 
them how easy it is to buy power 
tools on a lay-by plan or on a time 
payment basis. 

If the customer has a good credit 
rating, and wants to pay for a pow- 
er tool in less than a year, the 
dealer will finance the sale. 


Color and light changed 


flow of store traffic 

What would you do if your gift- 
wares and appliance department 
under your office mezzanine was not 
attracting the traffic you thought 
it should? 

A Michigan dealer with this 
problem solved it by improving the 
lighting, and carefully selecting 
colorful items to feature. 

The 20-ft section now has light 
yellow and green perforated board 
panels under four colored spotlights 
and fluorescent units in the ceiling. 
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world’s most complete line! 


1 
4 
i 
4 
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for the customer you have to satisfy 


Stock Utica for your best customer. The man who knows tools and 
hardware. He’s the mechanic, the craftsman and the expert ‘‘do-it- 
yourselfer.’’ He wants a tool that has been drop-forged for full strength! 
Electronically induction hardened for greater durability! A finely 
balanced tool that feels right in the hand. He wants Utica. Don’t offer 
him less. All tools backed by famous full guarantee. There’s profit in 

: quality. Talk to your distributor and stock Utica! 

a Utica Drop Forge & Tool Division, Kelsey-Hayes Co., Utica 4, N. Y. 


SELL GTACA.. the tools the experts use f 


® 
Hallmark of Quality since 1895 UST x<Ca> UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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How Hardware Stores ca 
make more money selling a 
complete line of G-E Bulbs 























Here’s a chronic Spring Problem (slightly exaggerated) 


in homes all over America! 


In the cartoon above Henry Bulbsnatcher has gone along 
all winter robbing one socket to fill another until he’s 
down to the last bulb in the house. There’s only one thing 
left to do. Go out and get enough new General Electric 
bulbs so his family will never be without good light again. 





Here's what G.E. is doing to turn this 
problem into profits for you! 


ARTHUR GODFREY, radio's greatest 
salesman, on CBS network for G-E Bulbs, 
Mondays 10:00-10:15 A.M. EST. (on 
March 11, changes to _— 
Tuesdays, sametime.) i 


CHEYENNE, one of TV's top-rated 

shows on ABC-TV for G-E Bulbs every 

other Tuesday 7:30-8:30 P.M. EST. -— 

Plus LIFE and SATURDAY EVENING POST, 
with full-page G-E Bulb ads. 











This predicament has occurred in varying degrees in 
homes all over the USA, and it means a lot of G-E light 
bulbs are going to be sold during spring cleaning time. If 
you have a good stock of all popular sizes and display them 
prominently you ll get your share of this profitable business. 





Here’s what you can do to increase 
your bulb sales and profits! 


» Make sure you have a complete stock of ali G-E household 
bulbs including night lights, 3-way bulbs and Coloramics. 


- Feature them with Spring housecleaning items. 


- Remind customers to replace 
bulbs while they're Spring 
cleaning. 


packs so your customers will 
purchase extra bulbs to keep 
on hand. 











G-E Bulbs are again taking part in Hardware Week—April 24-May 3 


GENERAL @@ ELECTRIC 
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Sporting goods pull 


traffic into this store 

Because store traffic is the life’s 
blood of any retail hardware store 
some dealers pay particular atten- 
tion to certain departments. 


Sporting goods is one of these 





» > 
W.W. MacGillivray shows a gun to 
a customer who has already pur- 
chased garden hose. 


departments at the Carpinteria 
(Calif.) Hardware. This section 
is just inside the front door so that 
it is to the right of all customers 
entering the store. 

W. W. MacGillivray, owner- 
manager, says, “Sporting goods 
bring in many customers, who 
might not otherwise come to this 
store. They are _ interested in 
camping and beach equipment. We 
carry a_ stock to interest this 
trade, and use newspaper ads to 
tell the area about this depart- 
ment. 

Sporting goods lines are usually 
advertised as part of the firm’s 
storewide newspaper messages. At 
least one of the firm’s display win- 
dows always shows some sporting 
goods, usually seasonal items. 

To assure the firm of good ser- 
vice, it confines sporting goods 
orders to two wholesale houses 
instead of ordering from a number 
of suppliers. 


Dealer builds traffic by 


anniversary remembrance 


A Tennessee hardware dealer 
welcomes newcomers with a written 
invitation to visit his store. 

When the newcomer makes her 
first visit to his store, he tries to 
get the customer to tell her birth- 
day date, but not the year of birth. 
He also tries to get the same in- 
formation about her husband. The 
dealer then sends greeting cards on 
the anniversaries. 

When the dealer learns the wed- 
ding anniversary date of a custom- 
er, he records that date and sends 
a greeting card. 

These greetings to customers 
help remind them of the firm’s gift- 
wares department and also of the 
extensive line of greeting cards the 
store stocks. 
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One of a series M AL ¥ 


\ FIXTURES THAT FIT 
THE MERCHANDISE 





IT. 


fi 


Zz *pe* 
\ 40 WG, ,. 
ty, ws 


© BETTER MERCHANDISING 
® GREATER DISPLAY 


® MORE VOLUME 
PER SQUARE FOOT 


® LESS OPERATING COST 


WITH STURDY SOLID STRENGTH 
And Chip-proof finishes as tough as an elephant’s hide. 








M & D SUPPLY THE FIXTURES OF CHOICE TO THE RARSWARE TRADE AT COMPETITIVE PRICES 














TEAR ME OFF AND MAIL pea TODAY 
oO our neares HWA-13 
Call in the M & D man now 245 Vineland pe on - industry, La The Californi 
: aor 
to plan for increased volume 6 North Michigan Avenue — Chicago 3, [Ilinois 
and profits for your store. Have your Store Planning Engineer contact me. | am interested in: 
Complete Store Installation [) Upgrading or remodeling [) 
| Gondolas 1 Platforms 1 Wall Units [J 
| Regional sales offices in other important cities throughout the U.S.A. 
‘DEON : ree: 
| Street 
| City State 








M. & D. Store Fixtures, Inc. 
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Big Polyethylene CRISPER 

L-41$§ Hoids over two gallons and _ tight- 
seal cover removes easily. Homerriakers ap- 
prove for refrigerator, picnic container, etc. 
Gay, fresh colors and iabeled for point-of- 
sole impact. Size 11x 13%x5 





















~ SS WWE a 
— 


BLiaDio- Wane | 
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Modern OVAL PAIL 


BEST for MODERN MOPS 
UNBREAKABLE polyethylene 











P-51S Here’s the pail with more sales 
appeal . for everyone prefers its com- 
pact shape with handier-to-use, wide oval 
top. Choice of gay, fresh colors. Labeled 
and prepriced. 









Oval Top 
om for mop 






Leading housewares distributors in your 
area will provide prompt service for all 
of your Lustro-Ware housewares needs. 










For further information, complete catalog 


on staigst 
and FREE merchandising aids, write .. . bl 
COLUMBUS PLASTIC PRODUCTS, INC. Columbus 23, Ohio 


World’s Largest manufacturer of plastic housewares 




















How art supplies pull 
paint section traffic 


When more customers began to 
ask about art supplies an eastern 
store decided to expand its limited 
stock. It caters to the spare-time 
artist, art students, art instructors 
and professional artists. 

Art supplies are just inside the 
front entrance to the right of cus- 
tomers as they enter the store. 

Although all salespeople in the 
store will take care of art supply 
customers, an effort is made to get 
customers to ask for one man who 
has studied the art supplies field. 
The dealer says that any man who 
has some liking for art can sell art 
supplies. 

When a local vocational school 
holds a public exhibit the dealer 
and his wife attend it to meet in- 
structors and students. After the 
show the dealer usually borrows 
some of the better art exhibits and 
shows them in one of his windows. 


Numbered ads remind 
customers of stability 


Although the average customer 
does not know how long you have 
been in business, 20 or 30 years, 
the length of time you have served 
a community can be an asset. 

Each week a mid-west dealer 
tells the reader the number of 
that ad. 

Nowhere in the ads does the 
firm mention specifically the year 
it was founded. Customers men- 
tally figure out the year when they 
note the number of the advertising 
message. 

When customers stop to figure 
out the age of your store, they also 
make a note of your stability as a 
local business. 


Dealer invites customers 


to tackle the big fish 


If you want to sell more fishing 
tackle, try mixing a bit of humor 
with lots of merchandise in a win- 
dow. 

A western store did it with a 16- 
ft long painted figure of a muskel- 
lunge. That giant fish caught the 


eyes of many anglers. 
Humor was added to the large 
fish figure with the 


invitation, 
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HIGH COMPRESSION STAPLE GUN 


Already a proved sales success. insulating, carpentry and upholster- 
Don’t delay. Swingline offers you ing... even has lock to hold it se- 
immediate delivery for immediate curely closed. Gun positively will not 
profits. The new Swingline 101 jam...Swingline patented open- 
Staple Gun is compact, powerful and channel allows split-second loading. 





Start Selling with this 4-Unit Display Kit 
See how easy the SWINGLINE 101 sells. 
Order this 4-unit case today, including an 
easy-to-set-up display for counters, walls 
or windows. 








capable! It delivers as much driving 
power as machines twice its size and 
weight... Takes two staple sizes 
(4/16” and 5/16”) ... performs 
hundreds of tacking jobs including 


Here’s the hardware item all your 
customers want at this sensational- 
ly, low price. ORDER NOW! IM- 
MEDIATE DELIVERY ON ALL 
QUANTITIES, 3 COLORS. 


4 guns, 1 doz. $ .59 Boxes of Staples 


Retail Price . 


Dealer Cost 


Dealer Profit . 










. . 
Profit with ° 
all Swingline No. 200 . Swingline No. 900 
Compression Tacker. - Super Drive Stapling PROFIT NOW 
these Takes 3 staple sizes , Gun. Takes 6 staple with the biggest 
» ° up to 5/16”. ° sizes up to 9/16”. 
SWINGLINE Retail price $10.50 ° f° Retail price $12.50 selling staple 
leaders: . 


gun in the worid 


a o ® 
-Swinglrne.ne. LONG ISLAND CITY 1, NEW YORK 


World’s Largest Manufacturer of Staplers for Home and Office 
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OPS TRAFFIC 
SELLS NOZZLES! 


“NOZZLE-PAC” _ 


Something really new in merchandising! 
Nothing else like it! Compact display 
package contains two dozen Sherman 
Nozzles — six each in four different 
price ranges. Gives you a wide variety 
at very low cost. Clever cartoon on 
display promotes sales — colorful, 
bright! A Best Seller for 58! 












CONTENTS: 


WRITE FOR 6 — No. 159 Lever Lock Sprays 
CATALOG H-58 6 — No. 155 Gold Label Nozzles 
6 — No. 161 Diamond Nozzles 
6 — No. 165 New Jet Nozzles 































GOLD LABEL NOZZLE 


World’s Finest! Exclusive leak-proof “Non-Rising Stem” 
construction. Cuts “packing bind” — eliminates wear. Heavy 
solid brass. Fully adjustable, fine mist to full stream. 





LEVER-LOCK SPRAY 


One hand, one motion control. Select spray and lock with 
red button lever. Full range adjustment — fine mist to full 
stream. Sturdy — handsome! Ideal for car washing, spray- 
ing flower beds, etc. Instant shut-off. 










NEW “JET” NOZZLE 


New Advanced Design solid brass nozzle at a budget price! 
Full range adjustment. O-Ring seal prevents leaking. Avail- 
able on “Vu-Pac” card for rack or counter display. 





H. B. SHERMAN MANUFACTURING CO., Battle Creek, Michigan 
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“Tackle the big ones,” in large 
script letters running along the 
backbone. 

Dozens of small items needed by 
anglers were shown on background 
panels and in glass trays on the 
floor of the display. 

An even larger assortment of 
tackle in the store turned many 
lookers into customers who bought 
rods, reels and smaller items. Each 
tackle item in the store displays 
had a price tag to encourage self- 
selection. 


Wallpaper sample book 
builds store traffic 


An Indiana dealer shows large 
size samples of wallpaper on his 
store walls and in his windows. He 
also loans customers large size 
sample books used by all dealers 
selling wallpaper. 

But he carries the sample using 
idea a step further than most 
dealers. 

At the beginning of the spring 
housecleaning season this dealer 
mails and hands out at the store 
2500 copies of a wallpaper sample 
book containing 35 samples. 

Made by a distributor of wall- 
paper, these books attract cus- 
tomers to the store. Some of them 
will buy wallpaper. All customers 
pulled into the department by the 
sample mailings also look through 
the adjoining paint department. 





HARDWARE HUMOR 





Jerry “ 
YOUNG 


‘a, 
ai 


“Merely place it in the center of 
your yard, start it up and zip! Your 
lawn is cut.” 






































5 new color combinations . . . styling with smooth new 
lines . . . accessories with brand-new boy and girl appeal. This kind of sales 
potential is built into every Evans Stratoflite-Designed Bicycle for 1958. See them 
at the Toy Fair, Suites 460-461, Hotel Sheraton-McAlpin. If you can’t make the Toy 
Fair, write for our new catalog. Evans Products Co., st AT-3, Plymouth, Mich. 
Remember . . . WE VE GOT WHAT IT TAKES FOR ’ i. « Fmewwen, 


QUALITY and PRICE! rias i iN ANG 
& e® 68 ® 


Permanent showroom, 1107 Broadway, N.Y.C. VW ITE NE ni a lite. DESIGN 
SC eRe 
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PORTABLE BUT BIG 
TOUGH AND RUGGED! 



































Range: Ye" to 2” pipe. 
With geared tools: 22” to 12” 


[OSTER 


EE _ 


NO. 432 fighimoight, CHAMP 


... the Heavy-duty Power Machine built to 
outlast any Portable Pipe Threader on the market! 


Rugged, all-steel construction makes the Oster 
No. 432 practically indestructible. Powerful heavy- 
duty motor is fully protected from dirt and weather. 


NEW “POWER-MATIC” FRONT CHUCK auto- 
matically grips pipe tight for both left- and right- 
the World's Most hand operation. Replaceable jaw inserts eliminate 
need for jaw sharpening, can be replaced quickly 
and easily at low cost. Universal-centering rear 
chuck aligns pipe perfectly for sharp, clean, 
threads. 


See Sour Olee Chthibuior 


THE OSTER MANUFACTURING CO. e 1348 East 289th St., Wickliffe, Ohio 







































































Builders of 

















Complete Line of 














Threading 











Equipment 





other Modeis 
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Top-of-page space used 


for all of firm’s ads 


How would you attract more 
trafic to your store in a town of 
ess than 600 if it were less than 
20 miles from a major city? 

A midwest hardware and build- 
ing supplies firm does it with ads 
in local newspapers in surrounding 
towns. 

The size of these ads varies with 
the seasons. But there is one thing 
common to all of the firm’s news- 
paper ads. 

Each appears in the upper left 
corner of page 3. People for miles 
around instinctively look at that 
space in sectional papers in the 
area to see the firm’s ads. 

Some of these ads are in one- 
column width, others run up to 
three-column width. 

Each ad includes some philosophy 
and some humor. Some are all type, 
others include a humorous type 
drawing. 

One eye-catcher ad featured elec- 
tric housewares and big-ticket ap- 
pliances with no illustration of any 
featured item. 

Instead of showing a modern 
appliance, the column was topped 
with a drawing of an old foot- 
treadle sewing machine with this 
comment, “We'd like to get sewed 
up with you if you’re planning to 
build or remodel in the near future. 
We’ll work like a machine for you.” 


Testing tank will help 
- I 
promote outboard motors 


If you want to sell more out- 
board motors, then show customers 
how they operate in water. 

If you cannot take the customer 
to water, an in-store testing tank 
will do the trick. 

A New England dealer uses a 
tank in his store to demonstrate 
outboard motors. 

The tank has a free flow of fresh 
water, for demonstration and for 
repair check-ups. Above the tank 
is a duct to remove exhaust fumes. 

The dealer says, “When a cus- 
tomer wants to trade in an old 
motor we test it in the tank to see 
that it is as good as he says it is.” 


This testing tank is used to check 
all new motors before they are de- 
livered to customers. 
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WINNERS! __ Rese DAcing NeW STANLEY TooLs 
@ WIN NEW CUSTOMERS, NEW TOOL USERS 
STANLEY STANLEY 
"SURFORM’” ““STEELMASTER’” 


@ FASTER 
® SMOOTHER 5 en 


@ EASIER 







@ Tempered rim 
@ Locked-on head 


@ Chrome alloy handle 16 OZ. CURVED CLAW 
@ Contoured grip NO. STI", 
$499 


STEELMASTER is truly the finest hammer ever made. 
Engineers, carpenters, professional and amateur hammer 
users say so. Stanley says so. Everyone says so. Sell your 
customers. They'll tell you. Available in 5 sizes. Order 
from your wholesaler now. 








ge’ ii kinds of materials. Cuts faster, 
fae = smoother and easier on wood, metals, 
plastics, laminates. Let your customers 
try it. They'll sell themselves and you'll sell 





SURFORM ... lots of them. CURVED CLAW RIPPING CLAW 
é wt. Wt. Lbs. List N we. Wt. Lbs. List 
a Oz. VY Doz. Price ~ Oz. Ya Doz. Price 
Stock the tough, long lasting replacement blade, too. ST) 20 10% $5.25 STIA 20 10% $5.25 
: TI% 16 9 4.99 STI¥A 1 9 4.99 
No. 294—98¢. Order SURFORM now. ~ let ae a. ee 










Scnei- Maller “GLIDE-O-MATIC"® 
: | The Rule That Remembers 
C) 7 @ Drills and countersinks 
Scnees- Mate 8 ft. No. 348 _ 
—— ®@ Stops at exact depth 10 ft. No.3410 — 
@ Never splits wood 12%, ees 
Pit ic meen No. 1525 Screw-Mate © AUTOMATIC 
PREVENTS wooD SPLITTING | 22 sizes —75¢ each @ BLADE LOCK 
5 — - 2 large sizes — $1.25 each @ METAL SCRIBERS 
No.1525 14" x #8 
sramasy Tots & Screw-Mates make screw driving 
— a pleasure, and the work that’s Glide-O-Matic with the blade that retracts automatically 
done a pleasure to see. Sell Screw-Mates on the new card has a push-button lock, an inside reading scale, metal 
... all your customer needs to know about screw sizes scribers, double scale markings, and other wanted extras 
and how to use Screw-Mate on the card. Also available in that sell rules. Each rule packed in reusable plastic box 
pack of 5 most popular sizes at $3.69, and “tell and sell” pouch. 


FREE WINDOW DISPLAY KIT 


Get yours now ... while they last. Big full color 36" x 24” display card on these 
four tools, a 45” x 64%” streamer, 8 display cards, 12 price cards, and a set of news- 
paper mats in one package. Ask for Window Display Set T233. We'll send it directly 
to you—postpaid. Write Stanley Tools, Division of The Stanley Works, 383 Elm 
Street, New Britain, Connecticut. 





AMERICA BUILDS BETTER AND Lives BETTER With STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 
on TA N 4 t VY * builders and industrial hardware + drapery hardware + door controls « aluminum windows « stampings « springs 


* coatings « strip steel « steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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Network TV, National Magazine Ads, Spot Radio and 
Free Store Displays are Geared to Boost Your Sales! 


Whether you sell windows, screens, hardware, nails, awnings or any 
other building products of Alcoa® Aluminum, spring is the time 
when your thoughts turn to customers and still more customers. 


That’s why, whether your business is large or small, there are extra 
sales and profits for you in Alcoa’s million-dollar promotion on Care- 
free aluminum building products. For Alcoa is telling a nationwide 
audience of 32,000,000—time after time—that ““You Can Live With 
Aluminum!” 


It costs you nothing to tie in with this exciting sales-building pro- 
motion. Just display Care-free building products of Alcoa Aluminum 
prominently. Then set up the colorful free display to identify yourself 
as aluminum headquarters. Tie in, too, with Alcoa’s program of local 
radio spots. You’ll be set for a season of Care-free selling! 
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THE AMBPR IVAN 


HO 









A MILLION-DOLLAR DRIVE 
TO DIRECT CUSTOMERS 
TO YOUR STORE 





NATIONAL ADVERTISING in American 
Home magazine will reach over ten million 
customers monthly, during your biggest 
selling season, with the story of Care-free 
aluminum building products. 





















New York Area 





NETWORK TELEVISION commercials on the 
Alcoa Theatre will constantly be remind- 


ing your customers how they can live with 
aluminum—Alcoa Aluminum. 





RADIO COMMERCIALS with the last ten 











ni WADC Rochester. . - WAM a Ns: 5. 5 seconds available for your own message. 
Albany... . . WPTR St. Lovis. ‘ . KMOX Stamford, Conn. . . WSTC Get information from your local station if 
Schenectady . . . WGY San Antonio . . . . . KENS Newark, N. J. . . . WAAT you live in or near any of the above cities. 
Allentown. . . WKAP San Diego. . . . . . KFMB Paterson, N. J. . . . WPAT aaah tn enadioieal 
Bethlehem. . . WGPA San Francisco. . « KCBS Freeport, N.Y... . WGBB , . 
Atlanta. . . . . WSs Seattle . . . . .. « KING Hempstead, N.Y... . WHU 
Baltimore .. . WBAL Tampa . . . «. + - WHA Huntington, N.Y. . . WGSM 
Birmingham . . . WAPI Washington . . . . WTOP Patchoque, N.Y. . . WPAC 
Boston . . .. . WweBz wits. 2 a3 ks Oe Riverhead, N.Y. . . . WRIV 
Buffalo... . . WGR Youngstown . . . . WKBN White Plains,N.Y. . WPAS 
Chicago. . . . WBBM 
Chicago. . . . WGN 
Cincinnati . . . WCKY FREE DISPLAY for your store immediately 
Clevelond. . - - KYW identifies you with Alcoa’s million-dollar 
Cohmmme . . vee promotion and as headquarters for Care- 
OO - KO free aluminum building products in your 
one tS — area. It can be tailor-made to the aluminum 
Denver... . « KOA ; ‘ 
Detead products you sell. To get it, write Alu- 
ON a ea . WW) > - 

awk. WBAP minum Company of America, 1958-C Alcoa 
SO er __ KTRH Building, Pittsburgh 19, Pa. 
Indienapolis . . . wWiBC 
Konsos City, Mo KCMO 
Los Angeles . . . KMPC 
Louisville . . . WHAS 
Memphis . . . WREC r — 
Miami .... WCBS 0 Gf Ella eee | 
Milwaukee . . WTMJ WE CHOSE | 
ere << > eS atcoa © Es Your Guide 
New Orleans . WDSU EE ye 
Norfolk. . .. WTAR MiLt PRODUCTS : to the Best in 
Philadelphic . . WRCV | swmmvnconranreraneee | | Aluminum Value 
Philadelphio . . . WIL 2 SON : 
Phoenix. .. . . KPHO eee a ) 
‘Pittsburgh... . KDKA ; 

‘a’ and, Ore... . . KEX Csno-free Home, | 


ess ee 
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Sip “ALCOA THEATRE” 
Exciting Adventure, Alternate Monday Evenings 


















































No. M-S Victor 
2-Pac, 15¢ 

(2 Victor mouse traps) 

No. M-O Victor 
4-Pac, 29c 


f 
i 
: 
1 
i 
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(4 Victormousetraps) _- 


LITITZ, PA. ¢ PASCAGOULA, MISS. ¢ BERKELEY, CALIF. e NIAGARA FALLS, CANADA 


WILLIAM E. AUBU- 
CHON, SR., treasurer, 
W. E. Aubuchon Co., Inc., 
Fitchburg, Mass., chain of 
hardware stores, came to 
this country in 1898 at the 
age of 13 with his widowed 
mother and no knowledge 
of the English language. 
He was a native of Ya- 
maska, Quebec, Canada. 
He bought a small hard- 
ware store in Fitchburg in 
1908. Five years later he 
and his brother, John B., now vice president of the 
company, formed a partnership. In 1920 Alfred B. 
Charron, a brother-in-law, and now secretary of 
the company, became a partner. The firm was in- 
corporated in 1934, now operates 46 stores in three 
New England states. Active in St. Joseph’s Church, 
he is an Elk, a member of the Cable Club, Friends 
of Assumption College, Societe Historique Franco- 
American and L’Union St. Jean Baptiste. Four 
sons are executives of the Aubuchon company. 
William E., Jr., is president; Maurice A. is general 
manager of a subsidiary company; Peter J. is 
manager of Central Hardware Co., owned by the 
Aubuchon company; Bernard W. is advertising 
and personnel manager. A son-in-law, M. Marcus 





























when they say 
“HAND SAW’ 
you say 


SANDVIK 





boar = * No. M-P Victor 
, \ Twin-Pac, 15¢ 
(2 Victor mouse traps) 


» Gone are the.days of one-at- 
, a-time mouse trap sales when 
~# you sell Victor traps. Victor 
- i tt mouse traps are ““dressed-up 

<a ‘ to sell” 2 or 4 at a time in 

\ the new Twin-Pac, 2-Pac or 

4-Pac display packages. | 
When you add this sales ap- 
peal and quantity buying to 
the big mark-up Victor gives 
you to start with, you’ve got 
the trap to catch more profits 
than ever before 


PS SS te Sandvik ee 2-5 Se bom 


7 =e aes ae wees your wholesaler, today ! 
ANIMAL TRAP COMPANY OF AMERICA 













Fh a. a olel me @ IE AL thot s 


1702 Nevins Road, Fair Lawn, N. J 
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How America’s Greatest TV Salesman 





can increase Paint Sales and Profits for you! 


Stele fatten 
Latex Type "hore 


IITANIC OUTSIDE WHITE“ | mie 


WORK ONLY 





GARRY MOORE, one of TV’s outstanding personalities, also con- 


sidered the foremost salesman in this field, features Rubberized WALLHIDE Wall 
Paint and SUN-PROOF House Paint each Friday on his popular daytime show. 


® This program is being viewed in millions of homes during the peak paint 
season, over the CBS-TV network and affiliated stations. 


® Cash in on increasing sales opportunities for these famous Pittsburgh Paints, 
created by this great star. Mail this coupon. 


3 

| Plate Glass Company, 

} Paint Division, Dept. HA-38, Pittsburgh 22, Pa. 
| 

I 







Gentlemen: Please give me more information on how 
| can use Garry Moore's program to increase paint 
sales and profits in my store, 


PitTsBURGH PAINTS 

















SYMBOL OF SERVICE FOR SGEVENTY-FIVE YEARS 
[> lp Name 
eae IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED | Address. 
1 County | Re 
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salesman. 


CHARLES F. KRIEGS- 
HAUSER owner of the 
Pittsfield (Ill.) Hardware 
store entered the retail 
hardware field in 1907 as a 
clerk in J. L. Klemme 
Hardware. From 1918 un- 
til 19835 he managed the 
C. H. Wurst Co. hardware 
store. He entered business 
for himself in 1935 and 
has his son Virgil working 
with him in that store. He 
has served his community 


as a member of its council, and he is a Mason. 
Always an active man, he enjoys bowling and play- 
ing golf for exercise. He also enjoys fishing. He 
recently celebrated his 50th anniversary as a hard- 
wareman by having a new front put on his store. 


Moran is a supervisor. Four nephews are active in 
the company. J. Paul Aubuchon is vice-president; 
Gerard Aubuchon is manager of a store; Andred 
Aubuchon is legal counsel; Louis Aubuchon is a 





ROBERT C. REUL re- 
cently retired director and 
manager of the sporting 
goods-cutlery department 
of the Geo. Worthington 
Co., Cleveland hardware 
wholesaler, was with that 
company for all but four 
of his 50 years as a hard- 
wareman. He started his 
hardware career with the 
Delphos (Ohio) Hardware 
Co. in 1907. In January, 
1911, he joined Worthing- 
ton and later that year started to travel western 
Ohio and eastern Indiana. In 1937 he was named 
a buyer in Worthington’s general office purchas- 
ing department. Later he was named manager 
of the sporting goods-cutlery department. He 
was elected a director in 1947. He attended 47 
consecutive conventions of the Ohio Retail Hard- 
ware Association, believed to be a record. The 
Ohio association presented him with a certificate 
for his 47-year record at its annual meeting two 
years ago. Gardening and golf are his hobbies. 













We pledge continued quality work- 


manship and close cooperation with 
our jobbers and their dealers for 
another 50 years. 


WHEELBARROW COMPANY 
CHATTANOOGA 2, TENNESSEE 


MUCH OBLIGED! | 


... Your acceptance and endorsement of the 


CHATTANOOGA LINE of TRAILERS and 
WHEELBARROWS is giving us our biggest 


year... makes us real proud. 
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| MODEL 57 “Weed Stopper” 


Best Selling FENCER! 


Clips weeds on contact 

Ends nuisance shorts 

2-Lamp signal system 
Guaranteed lightning protection 


““Saf-Tee” Chopper with circuit 
breaker 


| 

| e 1-Wire, any-soil stock control 

_ © 2-Tone finish, sheltered terminals 
a ae battery or electric, from 














ASK YOUR JOBBER SALESMEN FOR HOL-DEM 

CATALOG PAGES, INFORMATION ON RADIO 

PROGRAMMING AND NEW DISPLAY RACK NOW 
AVAILABLE 





Hol-Dem Electric Fencer Co. 
1332 Quincy Street N.E. 
Minneapolis 13, Minn. 








HARDWARE AGE, MARCH 13, 1958 






NEW FASTENERS CATALOG 











Send today for your copy of this useful reference, 
the most complete edition ever issued! 




















Bethlehem has just issued ‘‘Industrial Fasteners,”’ 4 ee ee et ee RT MEE Pea ete ge a 
an illustrated catalog on headed and threaded | Publications Department, Room 1039 | 
fa ‘ : 4 Bethlehem Steel Company | 

steners Handsomely bound, this 164-page Begbemrominay : 
catalog is attractively printed in two colors; and 
Pee ; | Gentlemen: | 
it 1S packed with data on just about every type | | would like to have a copy of “Industrial Fasteners,” your new | 
and size of fastener imaginable. List prices, | 164-page catalog (No. 436) on headed and threaded 

; : Se | fastener items. | 
dimensions, weights, and container quantities | , 
are also included. | Name ieee | 

If you have not yet received your copy, use | Company 7 
the accompanying coupon. Simply print your 7 PR ’ woes | 
name and address, clip the coupon, and mail it | 

l City w | Zone State ' 
direct to us at Bethlehem, Pa. & j 
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THERE'S A WEW LOOK’ IN SKATES 







SEE THE WINCHESTER 
TOT-TAILORED LINE—STYLED FOR HIGH 
TOT APPEAL FROM HEEL TO TOE 


Winchester has done it again! First the 
Winchester Tot-Tailored line, and now a 
brand-new approach to full-size roller skates— 
the new Winchester Super Speed Skates. Here 
are Winchester 1958 skates with the look of 
tomorrow! Skates that set a new standard in 
looks, styling, performance and durability. 

Come on up and see them yourself! See the 
new sales promotion and in-store material. 
Talk to us about the big, new advertising 
program. In two minutes or less, you'll see that 
Winchester has something really hot this year 
and it’s going to do a big job in helping build 
your wheeled-goods profits. 


NO. 10 TRAINER 


First beginner's skate equipped with rubber wheels. Vinyl 
plastic toe straps, chime tone bell. Especially engineered 
and designed to fit small shoes. Low center of gravity. 
Quality construction throughout. 


NO. 20 ADVANCED TRAINER 


Perfect first ball bearing skate — eight full-size ball 
bearings in each wheel. Red Vinyl toe strap. Chime tone 
bell. Rigid construction. Low center of gravity. 


NO. 30 JUNIOR 


First American-made skate with detachable toe clamp 
interchangeable with toe straps! Rigid, quality construc- 
tion. Ball bearing wheels. 





Immediate delivery on all 
models from warehouses 
in East Alton, Ill., New 
Haven, Conn., and San 
Francisco, Calif. Write to- 
day for details on our 
dating plan. 
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see tHe WINCHESTE 


BRAND NAME IN SKATES...THE LAST WORD IN SKATE STYLING 


FAIR 


the 


ess, 
eee 







No. 10 
TRAINER 
















No. 20 
ADVANCED 
©" TRAINER 


interchangeable toe 
strap with bell! 


No. 30 
JUNIOR 


ogni ees Reg : ae P 
pee ; aus 





DISPLAY—THE MOST FAMOUS 
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AND PIN CHESTER US IT! 


TRADEMARK 


BUYERS come in and see 


tot-to-teen skate line... 


3 SEE THE WINCHESTER 
+ SUPER SPEED SKATES—STYLED THE MODERN 
: WAY TO MAKE SALES ON SIGHT 
Check these features... they 

make the new Winchester Super 


Speed Roller Skates the 
skating buy of the Toy Fair. 


¢ Complete new styling * Extra-heavy 


LEADER 


steel + Extra-large “winged” toe clamps ° 
Leather straps * Red Vinyl ankle pads 
lined with Vinylfoam * Electronically 
welded foot and heel plates, strong hori- 





No. 50 . AS 7 ? zontal girders * 20 double ball bearing 
STANDARD a - Winchester Wonder Safety Wheels + Free 

é = wheeling * Full oscillating trunks + Nickel- 
lume finish. 


No. 40 LEADER 
Full girder 3 piece construction and 20 ball bearing 
wheels make her go as good as she looks. Elastic-stop 
nuts on axle extension bolts. 


No. 50 STANDARD 
Red dust caps on wheels, plus red ankle pad, give extra 
color, extra appeal. Like the #40 and #60, they're 
shaped to the skater’s foot with high metal backs built 
integral with heel plate. 








Exclusive new Winchester 
Rubber and 20 Ball Bear- 
ing wheel. Fastest, long- 
est lasting wheel made. 
Channel-bar construction. 






No. 60 No. 60 DELUXE SKATE 

DELUXE Be The only skate made with Winchester’s new rubber and 
. double ball bearing wheel — faster, quieter and longer 

lasting than any all-metal wheel made. Extra maneuver- 

ability, extra speed. Red Vinyl ankle pads lined with 

Vinylfoam. 

SEE the new al!-metal 


Winchester in-store dis- 
play unit. 











CHESTER 


ASK about free Winchester 
Booklets and other promo- 


tional material. 
WINCHESTER-WESTERN DIVISION * OLIN MATHIESON CHEMICAL CORPORATION: NEW HAVEN 4.CONN. 
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PUSHOVERS! 


HINDLEY 


vist vie PICPAKS 


Easy to sell! Pre-counted . . . pre-packaged . . . pre-priced for self-service pro- 
motion. Handy Hindley Pic-Paks put Bright Wire Hardware on a profitable, 
self-liquidating basis . . . 





invite impulse sales you may be missing. 
Easy to stock! No mess... no muss. Compact 
Pic-Paks take over 60% less space than bulky 
plastic bags . . . feature handy die-cut tabs for 
convenient wire rack hanging. “See-thru” win- 
dows speed product identification . . . cut down 
inventory time and labor. 

Easy to order! No waiting . . . no multiple 
freighting. Complete Pic-Pak assortment in- 
cludes screw eyes, cup hooks, screw hooks, cur- 
tain rod hooks, gate hooks, shoulder hooks and 
clothesline hooks. Units are available individu- 
ally or on colorful display rack. Order now thru 
your wholesaler ! 


indley | 


a SB 1897 
WIRE HARDWARE - COTTER PINS: PLUMBING SPECIALTIES 





Hindley Pic-Pak 
Assortment No. 36 





HINDLEY MANUFACTURING COMPANY 
Valley Falls, Rhode Island 
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Downtown store sales covered 
in new Census Bureau report 


If you want to know what’s hap- 
pening to business downtown as 
compared with business generally, 
you will be interested in a new re. 
port from the Census Bureau. 

The report, “Central Business 
District Statistics Bulletin CBD- 
96,” covers 95 cities. It compares 
retail sales in the downtown areas 
with sales totals for the entire city 
and for its metropolitan area. 

The report shows that each of the 
95 cities and metropolitan areas 
had substantial sales gains. But in 
26 cities, the downtown 
showed sales decreases. 

Copies of the report are available 
at 15¢ each from any Commerce 
Dept. field office. 


areas 


Population boom continues; 
nation numbers 173 million 


The nation’s 
sion continues. 

The Census Bureau reports the 
population increased by more than 
3 million persons last year. This 
brings the total population to 172.8 
million persons. 

Most of the population increase 
was the result of a record birth 
rate. More than 4.2 million babies 
were born during the year. 

This means a good market for 
dealers selling toys. A growing 
population also means a continued 
growth in business generally to 
supply the goods and services for 
all these people. 


population explo- 


New SBA booklet discusses 
ways to combat dishonesty 


Ways to protect yourself against 

losses through dishonesty are dis- 

cussed in a new booklet available 

from the Small Business Adminis- 

tration. a. 
The booklet, “Protecting Your 

Business Against Dishonesty,” is 

No. 90 in SBA’s series of manage- 

ment aids. Copies can be obtained 

from any SBA field office. 


(Resume reading on page 11) 
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No. 1011 Screen Door Latch 


No. 25 Screen Door Latch 


. 506 Screen Door Closer 


HARDWARE WEEK SPECIAL: 


Yales Big Screen 





Spectacular 


Are you fully stocked for the big Hardware Week promo- 
tions | April 24-May 3)? Yale’s featuring screen door hard- 
ware...and offering you a reduced price. Featured items: 
@ No. 1OL1 Sereen Door Latch—Positive latching, easy opening. 


@ No. 25 Screen Door Latch—New. Latch easily installed. 


@ No. 26 Screen Door Latch—New. Easy installation, beautiful 
styling 


@ No. 27 Screen Door Latch—New. Styling plus exterior locking. 


YALE—REG. U.S. PAT. OFF. 
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@ No. 506 Screen Door Closer—Pneumatic, reversible, easy in- 
stallation. 


SAVE 10%! Order now for Hardware Week. Yale will ship 
in case lots of 30 and will bill you for only 27! Offer expires 
April 30. 


Here’s an added attraction: Also inquire about Yale’s at- 
tractive new self-selling counter display of 12 cabinet locks. 
Write: The Yale & Towne Manufacturing Company, Lock 
& Hardware Division, White Plains, N. Y. 


YALE & TOWNE 
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@ Every single one of the fine 
Milwaukee-built vises you see 
here now is available on a 
special deal this spring... 
through March and April. Write 
factory today or contact 
representative for details on this new 
idea in vise merchandising 
that lets you profit on 
volume selling of vises. 
Another important point. 
This BIG DEAL covers 
quality vises. Every single 
vise is rugged, built to 
last .. . finest castings 
(made in our own 
foundry ) , finest 
machining and finishing. 


Hurry! Order today! 


















No. 807, 4”* 
No. 808, 5”* 





No, 600, 2%4”* \f 





No. 700, 312”* | 





No. 823, 4/2”* § 
*Jaw Width 





MILWAUKEE TOOL & EQUIPMENT CO. 
2722 S. 29th St., Milwaukee 46, Wis. 
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Convention Calendar 





conventions 


shows 


conferences 











For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 


March 


10-19 American Toy Fair, New York. 

16-18 Florida & Georgia Retail Hard- 
ware Assn. 

23-25 South Dakota Retail Hardware 
Assn. 


April 
13-17 Southern Hardware Convention, 
New Orleans. 


May 


26-28 Industrial Supply Convention, 
New York 


Convention Check List 


June 


July 





12-14 Texas Wholesale Hardware 
Assn. & Texas Hardware Boost- 
ers Club, Galveston 


7-11 National Housewares Exhibit, 
Atlantic City 

27-30 Associated Fishing Tackle Mfrs. 
Trade Show, Chicago 

27-31 National Retail Hardware Assn. 
Congress, Chicago 

28-30 Our Own Hardware Co. Sum 
mer Convention & Stockholders 
Meeting, Minneapolis 








National Events 


American Toy Fair, March 10-19. 


Temporary exhibits at Hotels New 
Yorker and Sheraton - McAlpin; 
permanent exhibits at 200 Fifth 
Ave. and 1107 Broadway, New 
York. Toy Mfrs of the U. S. A., 
Inc., 200 Fifth Ave., New York 10. 


Associated Fishing Tackle Mfrs. 


Trade Show, July 27-30, Sherman 
Hotel, Chicago. Sponsored by As- 
sociated Fishing Tackle Mfrs., 430 
Bond Bldg., Washington 5, D. C., 
John M. Holmes, secretary-trea- 
surer. 


Industrial Supply Convention, May 


26-28, Waldorf-Astoria Hotel, New 
York. Sponsored by American Sup- 
ply & Machinery Mfrs. Assn., W. 
B. Thomas, Hunter-Thomas Asso- 
ciates, 2130 Keith Bldg., Cleveland 
15, business manager; National In- 
dustrial Distributors’ Assn., 1900 
Arch St., Philadelphia 3, Robert C. 
Fernley, executive secretary; 
Southern Industrial Distributors’ 
Assn., 712 Volunteer Bldg., Atlanta, 
Ga., E. I. Pugh, secretary-treasurer. 


National Housewares Exhibit, July 


7-11, Convention Hall, Atlantic 
City, N. J. Sponsored by National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54, Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 


gress, July 27-31, Conrad Hilton 
Hotel, Chicago. Sponsored by Na- 
tional Retail Hardware Assn., 964 


N. Pennsylvania St., Indianapolis 
4, Ind. 


Regional Events 


Florida & Georgia Retail Hardware 


Assns. Joint Convention, March 16- 
18. Sessions, hotel headquarters 
and exhibit at Roosevelt Hotel, 
Jacksonville, Fla. W. W. Howell, 
P. O. Drawer 1000, 1640 Plant Ave., 
Waycross, Ga. 


Our Own Hardware Co. Summer Con- 


vention & Stockholders’ Meeting, 
July 28-30, at company offices and 
warehouse, 618 N. Third St., Min- 
neapolis. 


Southern Hardware Convention of the 


Southern Wholesale Hardware 
Assn. & the American Hardware 
Mfrs. Assn., April 13-17, at Hotel 
Roosevelt, New Orleans. SWHA 
managing director, T. W. McAllis- 
ter, P. O. Box 216, Windermere, 
Fla.; AHMA secretary, Arthur L. 
Faubel, 342 Madison Ave., New 
York 17. 


State Events 


South Dakota Retail Hardware Assn. 


Convention, Mar. 23-25. Hotel head- 
quarters, Sheraton-Cataract Hotel; 
sessions and exhibit at Coliseum, 
Sioux Falls. H. T. Benson, 2108 S. 
Western Ave., Sioux Falls. 


Texas Wholesale Hardware Assn. and 


Texas Boosters Club Annual Con- 
vention, June 12-14, Galveston. 
Howard Weddington, 1327 National 
City Bldg., Dallas 1. 
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No. 420 


CHAN jg, LOCK 


Hundreds of thousands of tool users 
buy thts pller every year... 


‘*K 


~ > ~~ 
: | \ \\ \ \ 7 aa 
\ \\ \\ WA \\ \ ; 


\ 
a9 


DO THEY BUY IT 
FROM YOU? 


Every year, hundreds of thousands of 
tool users... including your customers 

.. lay their money on the line for the 
Channellock No. 420. They say no other plier 
does so many jobs so well. That’s why it will 
pay you to stock it... catalog it... display it 
up front. You’ll like the fast turnover and the 
extra profits of America’s fastest selling plier. Send 
for our new catalog. 


CHAMPION DeARMENT TOOL COMPANY - MEADVILLE, PENNSYLVANIA 


i — TO STOCK JUST ONE LINE OF “f 


f 4/) 


| 4 4 y/ A | 4 ff 


IT’S PROFIT-WISE TO STOCK THE GENUINE CHANNELLOCK LINE 
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Satisfied Customers 
increase Profits with 


Republic is a name your customers know and 
trust. This, plus the fact that Republic produces 
a truly complete line of bolts and nuts, means 
that you can fill any fastener requirement with 
full assurance of customer satisfaction — when 
you handle Republic Bolts and Nuts. 


Take the ‘“do-it-yourselfer” building a picnic 
table, for example. Whether he wants Carriage 
Bolts, Machine Bolts or Lag Bolts, you can 
furnish the right type and size. You may even 
suggest the use of Step or Elevator Bolts for 
a more pleasing finished appearance. 


Beyond helping you build profitable repeat 





business through customer satisfaction, 
Republic has developed a packaging system 
designed to help you cut costs in ordering, han- 
dling, stocking, and inventory control. All 
Republic Bolts and Nuts are available in con- 
venient multiples in spill-proof inverted 
cartons. High-visibility labels show types and 
sizes at a glance. And, by nesting the top in 
the bottom, the carton becomes an attractive 
self-service counter display. 

It will pay you to get full information on 
all of the benefits you gain when you stock and 
sell Republic Bolts and Nuts. Simply call your 
local distributor or mail coupon for data. 





~ 





—p 


FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, irri- 
gation uses. Supplied coiled from 42" through 3” diameter. In straight 
lengths in 4’ and 6” diameter. Plus a complete line of fittings. 


ROOF DRAINAGE PRODUCTS —a complete line that’s competitively 
priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO® Stainless Steel. 


. 


a 





STEEL PIPE —for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a 


full line, in sizes you want. 





WIRE NAILS AND STAPLES — a complete line for every farm and 
home use. Also ideally suited to and accepted by the building 
trades. Made from wire specially produced for nail manufacture. 
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BOLTS AND NUTS 


REPUBLIC 


STEEL 


Wolds Wideat Range 
of, Standard Steels and 
SAL Froducla 
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ee eT ee a ee ee ee 
REPUBLIC STEEL CORPORATION 

DEPT. C-5259 

3154 EAST 45th ST. « CLEVELAND 27, OHIO 
Please send more information on: ; 
() Fasteners _} Flexible Plastic Pipe 


[) Steel Pipe [|] Nails and Staples 
() Roof Drainage Products 


STR SAE cce me TR 
Company 
Address 


meee State 


Gan cae ce cee cee cee ee cee come conD GED GD GED nD GD GD GD eS GD eS oS a ee os oe 


iene 
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WHAT'S NEW 








(Continued from page 15) 





cabinet or inside a base unit to 
save work surface. List $9.95 per 
set. The same line includes chrome- 
on-steel bread cabinets to retail 
at $11.95. Kromezx Industries, Inc. 


For more data circle No. 12 on postcard, p. 147 


Hammer for bricklayers 


Here’s a one-piece unbreakable 
bricklayer’s hammer with vinyl- 





nylon cushion grip, which has per- 
fect balance and grip for tamping, 
cutting, and trimming stone and 
brick. It is made of finest tool-steel 
and is offered in 20-0z head as well 
as in 12-oz heud for tile setters, 
Both types are furnished in pol- 
ished steel or with painted finish. 
Estwing Mfg. Co. 


For more data circle No. 13 on postcard, p. 147 


Trimmer-type rotary mowers 


Two direct-drive and two belt- 
drive trimmer mowers are included 
in the 1958 Lazy Boy line of rotary 
mowers. Each of the four models 
has extra wide tread tires on stag- 
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gered wheels, easy-guiding handles, 
and new type safety guards. Briggs 
& Stratton or Clinton engines have 
easy recoil starters and new panel 
power controls, except for self-pro- 
pelled type which has its own spe- 
cial dual controls on handle. Elec- 
tric starters are available. Each 
mower is shipped with leaf mulcher 
attachment. Lazy Boy Lawn Mow- 
er Co. 


For more data circle No. 14 on postcard, p. 147 


Marine paint brush line 


Amateur or commercial boatmen 
will be customers for these Yachts- 
men Marine Line paint brushes for 
applying marine paints and var- 
nishes. Brushes have undyed, un- 
bleached white bristle and brass 
plated ferrules to resist corrosion 
and rust. Smooth handles are not 
affected by moisture, won’t crack 
or peel, and are resistant to all 
paint or fiberglass solvents. Brushes 
are in open stock in 1%, 2, 2%, 3 
and 4-in. sizes, or in attractive 
counter merchandiser with selec- 





tion of all sizes. Wooster Brush 
Co., Marine Div. 


For more data circle No. 15 on postcard, p. 147 


Large dial bathroom scale 


Strato Flight Model 1600 bath 
scale is wider than it is high and 
the dial runs lengthwise. Users 
can step on this scale from any di- 
rection because of the completely 
flat surface. Dial is depressed. 
Scale has gold aluminum center 
panel with triple-plate chrome 
beading around platform. Treads 






are of solid color non-skid rubber, 
in choice of six decorator colors. 
Capacity to 300 lb. Lists at $17.50, 
east of Denver, $18.50 west of Den- 
ver. Borg-Erickson Corp. 

For more data circle No. 16 on postcard, p. 147 


Mobile ironing table 


All homemakers will be inter- 
ested in the new Met-L-Top ironing 





tables. Two sets of wheels roll in 
opposite directions. With single-leg 
construction, this ironing table al- 
lows for ample leg room, and ad- 
justs to sitting or standing levels. 
Approximate retail price $14.95. 
Container Div., Jones & Laughlin 
Steel Corp. 


For more data circle No. 17 on postcard, p. 147 


Fioor polisher machine 


Homeowners who maintain floors 
will be customers for the warm yel- 
low finish Universal floor polisher 
with two removable polishing- 
scrubbing brushes, list $44.95. Op- 
tional accessories offered to fit new 
polisher include: sanding and re- 
conditioning kits for refinishing 
floors; standard set of buffing and 
polishing brushes and a new rug 
shampooing kit. Shampooing outfit 
has special dolly which attaches to 
polisher. Two brushes fasten to 
dolly to adjust brush bristles to nap 
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Regular Reduced 









Just in time for Spring home-fixing projects comes this D Price Pr ice« 

low-price special on McKinney Shelf and Rod Brackets. eaier 

These are extra-heavy (.125) wrought steel brackets, em- Of e' st ; 15 » 6 7 

bossed for greater strength and handsomely finished in — . EA 

grey enamel. Brackets are 10” high, 11” wide. They sup- Re ta 1 

port shelves up to 12” wide, and take a 13%” rod. So ‘ ] 

easy to install, your customers will thank you for recom- a gles . y, 5 EA : Q 8 , 

mending them. ‘a ' cA 
Make extra profits this Hardware Week with easy-to- Effective until April 30 oni y 


sell McKinney Shelf and Rod Brackets at these extra-low 
prices. Prices good until April 30, 1958, only. 


ORDER YOUR STOCKS NOW! Packed 20 in a carton 


Complete with 144” x 12 screws for 
wall and %” x 8 screws for shelf. 
Weight per carton: 39 Ibs. 


* McKINNEY 


SINCE 1865 





MANUFACTURING 


PITTSBURGH 33, PA. 
In Canada—McKinney-Skillcraft Ltd., St. Catharines, Ontario 


COMPANY 





WHAT’S NEW 











of the rug. A canister model clean- 
er is offered as companion unit. 
Landers, Frary & Clark. 


For more data circle No. 18 on postcard, p. 147 


Spray deodorizer, sanitizer 


Homemakers will want an aero- 
sol spray which sanitizes the air as 
it stops unpleasant odors. Fortified 
with TD-4, the Wizard Spray De- 
odorizer and Air Sanitizer reduces 
bacteria count in the air, setting up 
a protective barrier against this 












































source of infections and 


major 
viruses. At the same time it stops 
unwanted odors. Made with either 
pine scent or spring bouquet, the 
deodorizer adds a freshness to the 


atmosphere. Packed 12 cans in a 
case. List 79¢ per can. Boyle-Mid- 
way, Div., American Home Prod- 


ucts Corp. 
For more data circle No. 19 on postcard, p. 147 


Rubber-grip screwdrivers 


Week-end and full-time mechan- 
ics will want these mechanics’ rub- 
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ber-grip screwdrivers. Tools are 
individually carded, pre-priced and 
displayed on a two-tier metal rack 
which hangs on wall, swivels over 
shelves or stands on counter, for 
easy selection. Unbreakable amber 
handles are heavily coated with 
neoprene to give extra turning 
power and comfortable blisterproof 
grip. Handles are oil and water 
resistant and blades are cadmium 
plated and precision’ ground. 
Eighteen screwdrivers are offered 
in de luxe assortment 435 with 

Prouresp a 

oth GRIP | 


£2 RAS REITER OM SR . 





display rack. Three of each of six 
types are included in the assort- 
ment. Total retail list price is 
$13.05. Fuller Tool Co. 


For more data circle No. 20 on postcard, p. 147 






Multi-purpose lubricant 

Offered for all marine purposes 
Marine-Lube A _ has high film 
strength, low cold test, high melt- 
ing point and resists both fresh 
and salt water. Uses include: pres- 
sure fittings on outboard motors, 
boat trailer wheel bearings and 
winch gears, deck machinery, 


LUBRIPLATE 
, ~—_ae.< 


MARINE-LUBE - 
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clutch and shaft bearings, ground 
tackle, turnbuckles, generators, 
pumps and other marine greasing. 
Packed in 1 lb cans and larger con- 
tainers. Lubriplate Div., Fiske 
Bros. Refining Co. 


For more data circle No. 21 on postcard, p. 147 


Ranch style mail box 


This convenient, weatherproof, 
rustproof mail box will attract all 





who want larger size box to handle 
all of the family’s mail. It will ac- 
commodate large-size magazines, 
and automatically closes when re- 
leased. Matte black finish box is 
made of heavy gage steel and shin- 
ing brass. This 174ex7%2x6‘s-in. 
box retails at $8.95. Wagner Mfg. 
Co. 


For more data circle No. 22 on postcard, p. 147 


Mop line improvements 
New coloring in sponge and 
nylon mops will attract customers 








who want more color in their house- 
cleaning accessories. The O-Cedar 
No. 76 sponge mop now has new 
pattern perforations on the 
squeezer, plus yellow handles and 
improved squeezer mechanism, 
safety clasp, and contoured presser 
handle. List $3.95. The O-Cedar 
Every-Which-Way cotton dust mop 

(Continued on page 150) 
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Be sure to write name 
and address on post card. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 








FIRST CLASS 
PERMIT NO. 36 


New York, N. Y. 











BUSINESS REPLY CARD — 
Ne postege necessary if moiled in the United States —— 
POSTAGE WILL BE PAID BY a 

HARDWARE AGE oe 

Post Office Box 60 pe 

Village Station —— 

NEW YORK 14, N. Y. — 

Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 3/13/88 = 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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FIRM ADDRESS ....cseces O00 COSOSS CESS OO OHECOS CER CSE SOROS OO CCOOCS SE beCeCe 
CITY or POWs cocccocccecccoecesoeeses “Teen? 4°13) TERE 


Hil 


Here is Your Quick Check Card 


What it is... How it works 


®@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 










@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 








@® Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information T 
will be sent you on each item. | 
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@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 3/13/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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A big help for busy deal- 
ers. Use this card for free 
information on new prod- 
ucts described in this issue. 
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No postage necessary if mailed in the United States 
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Post Office Box 60 
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Please use this P. O. 
Box Address for Quick 


Check Cards Only 
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NEW COUNTER 
TOOL TOWERS 


each under *2000 


to dealers 





TAKE YOUR PICK 
FREE 
WITH TOOL ASSORTMENTS 


NEW COUNTER TOWERS 
FOR HYDE CARDOSELLS 


Three smal!, smart, revolving wine and gold colored Counter Tool Towers 
FREE with less than $20 of Fix-Up and Paint-Up HYDE CARDOSELLS Tool 
Assortments 





NO. C115 BLUE DIAMOND COUNTER TOWER 
12—C3E-1%” Elastic Putty Knives 6—C3E-3” Elastic Wall Scrapers 
12—C3S-1 4%” Stiff Putty Knives 6—C3S-3” Stiff Wall Scrapers 
SIZE: 19” high, 13” wide WT. FIXTURE & TOOLS—9 Ibs. 
SALES LIST—$27.90 DEALER PROFIT—$11.16 DEALER COST—$16.74 


NO. C114 PAINT SCRAPER COUNTER TOWER 
6—C78 Scraper with 1” biades 24— 80-3 Blades 
6—C79 Scraper with 142” blades 12—79-3 Blades 
6—C80 Scraper with 2” biades 12—78-3 Blades 
SIZE: 19” high, 13” wide WT. FIXTURE & TOOLS—10 Ibs. 
SALES LIST—$32.70 DEALER PROFIT—$13.08 DEALER COST—$19.62 


NO. C113 BLACK AND SILVER COUNTER TOWER 
6—C2E-142” Elastic Putty Knives 6—C2E-3” Elastic Wall Scrapers 
6—C2S-1 2” Stiff Putty Knives 6—C2E-4” Elastic Wall Scrapers 
SIZE: 19” high, 13” wide WT. FIXTURE & TOOLS—10 Ibs. 


SALES LIST—$30.30 DEALER PROFIT—$12.12 DEALER COST—$18.18 


NEW WALL TOWER FOR 
HYDE CARDOSELLS 


Wine and gold revolving fixture fastens to wall or post. Given at no 
charge with the following HYDE CARDOSELLS Assortment: 


NO. C117 WALL TOOL TOWER 
6—C2E-1” Elastic Putty Knives 6—C2E-4” Elastic Joint Knives 
6—C2S-1 2” Stiff Putty Knives 6—C2E-5” Elastic Joint Knives 
6—C3E-1\%” Elastic Putty Knives 6—C3E-3~ Elastic Wall Scrapers 
6—C3S-11%” Stiff Putty Knives 6—C3S-3” Stiff Wall Scrapers 
6—C2E-3” Elastic Wall Scrapers 6—C3E-4” Elastic Joint Knives 
6—C2S-3” Stiff Wall Scrapers 6—C3E-5” Elastic Joint Knives 
SIZE: 43” high, 5%” wide, SHIPPING WEIGHT FIXTURE AND 
with tools 16” wide TOOLS—25 ibs. 2 oz. 
SALES LIST—$85.80 DEALER PROFIT—$34.32 DEALER COST—$51.48 


NEW FLOOR TOWER 
FOR HYDE CARDOSELLS 


NO. C120 FLOOR TOOL TOWER 
New wine and gold, all wood, revolving fixture takes only 14” square of 
floor space. Features 17 Fix-Up and Paint-Up Tools. Given at no charge 
with the following individually carded tools: 
BLACK & SILVER BLUE DIAMOND 
6—C2E-1 42” Elastic Putty Knives 6—C3E-1%” Elastic Putty Knives 
6—C2S-1 42” Stiff Putty Knives 6—C3S-1 4” Stiff Putty Knives 


« 6—C2E-3" Elastic Wall Scrapers 6—C3E-3" Elastic Wall Scrapers 

6—C2S-3” Stiff Wall Scrapers 6—C3S-3” Stiff Wall Scrapers 

6—C2E-4” Elastic Joint Knives 6—C3E-4” Elastic Joint Knives 

6—C2E-5” Elastic Joint Knives 6—C3E-5” Elastic Joint Knives 

PAINT SCRAPERS 
24—80-3 Blades W 
85 6—C8 Scrapers 12—79-3 Biades ORDER ie 
SIZE: 5°6” high, 13” wide WEIGHT FIXTURE & TOOLS—49 ibs. 
- ° SALES LIST—$130.14 DEALER PROFIT—$52.06 DEALER COST—$78.08 FROM 


YOUR 
HYDE MFG. CO. 


SOUTHBRIDGE, MASS., U.S.A. 1.92506) 7.9 OP 8 
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NEW FLOOR 
TOOL TOWER 
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This ONE Bit 
Bores ANY 
HOLE SIZE 
from 7%" to 3” 


with this 


= 


for 
open 
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Conn. Valley likewise furnishes an Expan- 
sive Bit cutting holes as small as ‘/,""— 
also extra cutters boring up to 5"'. Other 
Conn. Valley Expansive Bits made with 
machine shanks for power drills. Consult 
your jobber's catalog for order numbers. 


tHE CONNECTICUT VALLEY mrs. co. 
CENTERBROOK 7, CONNECTICUT 


Sell More 


Expansive Bits 


VISUAL 
PACKAGE 


counter 
display 


£ 
st¥” 
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WHAT’S NEW 


(Continued from page 146) 





group is now offered in pink as well 
as in yellow and white. List $2.95. 
O-Cedar Div. of American-Mari- 
etta Co. 


For more data circle No. 23 on postcard, p. 147 


Bronze valve line additions 


Here are four series of bronze 
valves recently made available. No. 
626, rising stem double disc gate 
valve of 150#’s WSP, 3004 WOG, 
available 4%, through 2 in. No. 415, 


(illustrated) needle point globe for | 




















| 200#’s WSP, 400# WOG, available 


14, through % in. No. 909, swing | 


check, composition disc, 150# 
WSP, 300% WOG, available %4 
through 2 in. No. 912, swing check, 
with solder joints for copper tub- 
ing, 1254 WSP, 250 WOG, avail- 
able % through 2 in. Hammond 
Brass Works. 


For more data circle No. 24 on postcard, p. 147 


Reversible Window Fan 


Customers who want a quiet fan 
will be interested in this 20-in. 
electrically reversible fan, with its 
rubber mounted blade hub to re- 
duce noise. Circular steel wire 











WHEN 


YOU ARE 
LOOKING 





FOR A 
CERTAIN 


PRODUCT 


and only the trade-name is 
known—look in the Gen- 
eral Directory Section of 
the “WHO MAKES IT?” 
Number of HARDWARE 
AGE for that particular 
trade-name. You will find 
it listed alphabetically un- 
der the product heading of 
the item in question. 


There alongside the trade- 
name you will find the 
name of the manufacturer 
who makes it. The address 
of the maker will also ap- 
pear with the firm name 
arranged alphabetically in 
the same list. 


Keep this Merchandise Di- 
rectory Number where you 
can reach it quickly when- 
ever you need help in buy- 
ing hardware products. 


Hardware Age 


56th & Chestnut Sts., Phila. 39, Pa. 
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“Bait Your Line with _ \ 
SIMMONDS 
SAWS and FILES 


and See the 
Action You Get! 





| 








€ 


;* 7% : 
PUASLILLL LE ' . 
. 2 ay *33 3484 . 

: e. ; 


244% ; ee 
** +4 oa 


“RED TANG” FILES 


ee (- ‘/ Wheh you’re“ casting” for customers, 
it pays to offer them quality products 
they know — quality products you 
know will give complete satisfaction! With SmMONDs new 
Chrome-Plated Si-Clone Saws, the Simonds line is more 
profitable than ever for jobbers and retailers to handle 
and sell. Spring, summer, fall, winter — there’s no 
‘“‘season”’ to limit the sales of popular Simonds “ Red 
Tang”’ Files, ‘‘ Red End’? Hack Saw Blades, Saw Bits and 
. Shanks and Cross-Cut Saws. “Bait” your line the year 
BB. around for profitable, volume business with Srmmonps! 





a _se Factory Branches in Boston, Chicago, Shreveport, La, 
4%“ 2 San Francisco and Portland, Oregon 
* mY : Canadian Factory in Montreal, Que. 
Fok as SAW AND STEEL CO. 
< a... FITCHBURG, MASS. __ 


a « 


= * ~ 
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Set ‘Em Up... and 
ELLE 













Serve Yourself BOLT TRAY 


For “Super Market”’ Selling in Hardware Stores! 


SET EM UP 











































are 
QUANTITIES 


91 Types and Sizes 
ALL ZINC CHROMATE PLATED 


The LAMSON & SESSIONS Ca. 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO « PLANTS AT CLEVELAND AND KENT, OHIO « CHICAGO « BIRMINGHAM 


r7 EPS 





“rg” tar" 12” 
Stove Bolts —Rd. or Flat Hd. 
"2" tah’ 2n2r” 








Qeey 




















WHAT'S NEW 


grille guards the black blade. Fan, 
mounted in wide steel panel fin- 
ished in surf green baked enamel, 
can be permanently attached to 
standard sized windows from 28% 
in. to 3834 .in. width. Will deliver 
3950 cu ft of air per minute. It 
lists at $29.95. Model 20-RW has 
1/20 hp motor and weighs 20 Ib. 


Lau Blower Co. 
For more data circle No. 25 on postcard, p. 147 





Pull for sliding panels 
Do-it-yourselfers, carpenters and 

cabinet makers wil! want the GP- 

14, an etched and anodized alumi- 








num pull for 14-in. sliding panels 
whether of glass, plastic, wood or 
hardboards. No drilling is neces- 
Sary as spring tension holds pull to 
taped panel edge. Offered in 2%4-in. 
long size with beveled ends or in 
stock 6-ft lengths for cutting on 
the job. Packed 10 units to a shelf 
box. Special finishes available. En- 


gineered Products Co. 
For more data circle No. 26 on postcard, p. 147 


Lightweight soda syphon 


Customers who want to make 
their own soft drinks or who own 
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Increase your 
plumbing sales! 


























i 
PLUMB “SHOP { 
“aver ae FLEXIBLE 
Ue WATER SUPPLY 
Potent tte || MERCHANDISER 


Plumb Shop Self-Serve 
Merchandiser racks all 
the polished chrome- 
plated water supplies 
—flexible copper tubes, 
valves and fittings— 


necessary for water MEETS ALL REQUIREMENTS 


supply hookups to tie 
Any combination can be made up from the complete assortment 


of fittings, valves, etc. to meet job and code requirements. 
Each item in the 12” x 18” tray is clearly marked with picture, 
size, part number and price. 


kitchen sink, wash basin 
and toilet. 


INSTRUCTIONS 


Flexible water tubes are mounted 


on cards that tell what supplies CUSTOMER 
to buy and how to install them. 
This saves long explanations and SATISFACTION 


answers any on-the-job questions. 


Modern plumbing, well 
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encouraging future 
handyman activity and 


more sales for you. 








MAIL 
THIS COUPON 
TODAY! 





Please send 

['] Free Explanatory Folder 

[] Merchandiser 100 (327 piece assortment) ... $96.22 
[-] Merchandiser 200 (122 piece assortment) ... $42.17 


(Above prices include blue, metal merchandiser) 





Name (please print) 
Address 
City State 
Wholesaler 


(Do not send payment. Your Wholesaler will invoice you.) 


PLUMB @ SHOP 1341 TEMPLE + DETROIT 1, MICH. ! 




















© 1958 PLUMB SHOP 
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Only Arvin 


Roll-away” | roll 4 ways 
ironing tables ||| on 2 sets of wheels 
































"'No-lift ironing’? means new lift for sales 


Lady Arvin Roll-Away— Style 3230. Sells faster because it’s the great- 












est strain-saver . . . Easiest-to-handle ironing table on the market . . . any X You need only Arvin to 
Adjusts and irons from either side . . . Finger-tip touch raises or lowers \ p- —} cover all prospects 
the TRIPLE-STRENGTH TOP to ANY height from 24” to 36”... Na 

Safety lock . . . Non-skid front feet . . . ‘Turquoise eOLPULy. ) | 9 adjustables, 1 non-adjustable 
enamel finish. Suggested retail price, $13.95 ° & Guaranteed by = / \ $695 to $2495* 


Good Housekeeping 


. 
45 apvertistd wert 


Lady Arvin Deluxe Roll-Away—Style 3330 
is identical except legs and feet are chrome plated 
with the heaviest chrome on the market, and suggested retail price is 
$15.95*. Gives you 2 models—and a price spread—to meet the mount- 
ing demand for Lady Arvin Roll-Aways. 


ARVIN’S NEW FREIGHT PROGRAM MEANS EXTRA PROFITS 


Two Lady Arvin Curvalite 
models (left) head the line, retail- 
ing at $19.95* and $24.95*. Revo- 
lutionary new Curvalite shape fits 
the natural swing of a woman’s 
arm—cuts ironing time \4! 
























*Prices slightly higher west of Rockies. Arvin Custom-Fit pads and covers available at small extra cost for all models. 


Furniture & Housewares Division Arvin INDUSTRIES, Inc., Columbus, Ind. 
Arvin also makes Leisure Furniture, ““Charky”’ Grills, Radios, Electric Heaters, Fans, Car Heaters. 
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WHAT’S NEW 


home bars will want this Soda King 
syphon. Finished in copper-toned 
base with black head, it will fit up- 
right in refrigerator and deliver a 
full quart of sparkling salt-free 
soda. User fills base with clear 
water, unscrews handle, inserts a 
charger, rescrews handle and has 
syphon ready for use. List $14.95 
with three chargers. Extra charg- 
ers list at 12¢ each. Kidde Mfg. Co., 
Inc. 


For more data circle No. 27 on postcard, p. 147 








New kitchen item finish 
Homemakers with large natural 

wood finish areas in their kitchens 

will want kitchen tools with wocd- 





grain finish handles and _ stove- 
utility mats in the same finish. 
Seven-piece utensil sets include six 
stainless-steel blade tools with wood 
grain finish handles and stainless 
steel hang-up rack listing at $6.49. 
Tools retail at 69¢ and up. Asbestos 
backed Ekco mats are made in 
fruitwood and birch wood grain 
finish in all popular sizes retailing 
from 25¢ to $1.39. Chicago Div., 
Ekco Products Co. 


For more data circle No. 28 on postcard, p. 147 


Trailing rotary mower 


Customers who have extra large 
lawns on which they use Spring- 
field rotary riding mowers will be 
interested in the Springfield Trail- 
ing Mower used with the riding 
unit. Built to permit center, right 
or left-hand hitching the trailing 
unit makes available 24 in. of ad- 
ditional cutting width. In actual 
use the trailer’s 3-in. blade overlap 
permits a total mowing swath of 
45 in. To eliminate clumping, this 
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Heavy-duty | 
builders saws with... 





performance your customers want-- 
prices they can pay--$59.95 to $89.95 


You can stock more expensive saws... but you won't find one that will 
give your customers better performance and longer trouble-free service 
than a new heavy-duty Stanley builders saw. Here’s why: 





@ FREE-START GUARD. Covers @® HEAVY-DUTY BALL BEARING 
90% of blade. Prevents hang- CONSTRUCTION throughout 
up when starting cuts. for longer, more dependable 

@ MOTOR SAVER DRIVE. Blade Service. 
mounts on flange collar, not @ FAST, SIMPLE BEVEL ADJUST- 
arbor. Protects motor against MENT 
shock. @ STURDY STEEL BASE 


4 HEAVY-DUTY, LOW-PRICED MODELS—IN PROFESSIONAL CARRYING CASES, TOO! 


6”... H65 cuts 2” at 90°, 142” at 45°... $59.95—complete Kit H665...$75.95 
62” H68 cuts 2%,” at 90°, 158” at 45°. $64.95—complete Kit H668 .. $80.95 
aoe H70 cuts 23s” at 90°, 134” at 45° ....$74.95—complete Kit H770.. $90.95 
tied H85 cuts 2%” at 90°, 2%” at 45° ... $89.95—complete Kit H885 $107.50 


All of these saws have %” round arbors. 
Widespread advertising is creating a definite preference for Stanley builders 
saws and other top-quality Stanley power tools. For full details, see the Stanley 


distributor near you or write: Stanley Electric Tools, Div. of The Stanley 
Works, 383 Myrtle St., New Britain, Connecticut. 


Prices slightly higher in Canada. 
AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools « drapery, industrial and builders hardware * door controls + aluminum windows « stampings + springs 
+ coatings + strip steel + steel strapping— made in 24 plants in the United States, Canada, England and Germany. 





Finest, High Carbon 
Cutlery Steel, hardened, 
tempered and ground 
under water. 
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Fine Cutlery 
Priced to 
Sell 


Cutlers since 1875 














PUTTY 
KNIVES 


Here's 5 reasons why 


... correctly designed to 
do a better job. 
...Quality-made for cus- 
tomer satisfaction. 
— ... colorfully packaged for 
—— quick sales, 

a ... priced for rapid turn- 
over. 
... first choice of both pro- 
fessionals and home owners. 





Choice of flexibility for 
different jobs and dif- 


ferent tastes. 


Designed for perfect 
balance and work- 


ability. 


Genuine Imported Rosewood 
handles for longer wear. 


Handles securely 
"locked" by brass 
compression rivets. 
NOW! 


Vacuum Packed on 
colorful cards. 


CLEAN! CLEAR! ‘ 
CRISP! BRIGHT! 
a For EXTRA Sales Appea!i 
, ey Attractively packaged on 
— LS, colorful card. 

SEE YOUR HARDWARE JOBBER 
ABOUT THE COMPLETE GOODELL LINE 


GOODELL COMPANY 


Antrim, New Hampshire 






Easy to Buy, Stock and 
Sell because it's a com- 
plete line of Best-Sellers 
froma Single Dependable 
Source. 


WHAT'S NEW 

















unit discharges on same side as 
riding mower. Leaf mulcher at- 
tachment available for trailer at 
no extra cost. Unit’s cutting height 
adjustable from 1% to 3% in. 
Trailer has_ recoil-type starter. 
Trailer lists at $99.50. Quick Mfg., 


Ine. 
For more data circle No. 29 on postcard, p. 147 


Rubber stall shower mat 


All housewives will be customers 
for this 2l-in. rubber stall shower 
mat. Suction cups on bottom pre- 
vent skidding on shower floor. 
Raised textured top provides safe 
standing surface. Offered in colors, 








this mat has the company’s Penny 


Keen endorsement. Retails at 
$1.39. Superior Rubber Products 
Co. 


For more data circle No. 30 on postcard, p. 147 


Pipe tool power drive 


Dealers interested in a light- 
weight power drive for hand pipe 
tools will be interested in the Oster 
100 low-cost unit. The 100 has a 
full 2-in. standard pipe range and 
up to 12 in. diameter using special 
drive unit and geared tools. Weigh- 
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it rewinds itself 


N EW K:= WYTEFACE’960 stcel tape rule 








with simple squeeze 
or press control 











squeeze top and bottom press down on flat surface 


fxs 
_ 


it rewinds itself it rewinds itself 


The WYTEFACE 90 assortment gives 
you the highest steel tape profit on the market! 
































SPECIAL INTRODUCTORY OFFER, MR. DEALER* 

“BAKER’S DOZEN” ASSORTMENT... WITH 40% DISCOUNT SPACE-SAVING 
List Price DISPLAY 
ro OO RRR EMO ES oN YOUR PROFIT Colorful display 
4 7400-8 ft. $1.79 each..................... sisundilietpsieselendeantias ; carton takes up 
4 7400-10 ft. $1.99 each... cecstssevsveeee 1.96 Your 40% discount.....$ 9.07 only 4% inches by 
1 7400—10 ft. $1.99 each..... aiid Vion, 5's euainaeidauintedsd ieabaciieisitinahs Free Your free tape rule..... } 99 8 inches in space. 
FRE ke Cicer. .cdcniedion wan 4.58 Individual cards 
$29.68 YOUR TOTAL PROFIT . $11 06 sell tape rules at 
Less 40% Discount 9.07 sight ... your cus- 
Shipping weight of the assortment 6 lbs. 11 oz. Your cost ~ $13.61 BUY THROUGH YOUR JOBBER tomers can pull 
*Introductory offer good until April 30, 1958. blade - and ex- 

amine 1 











"3 KEUFFEL & ESSER CO. Hoboken, 
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new 


WERE RK... 


aluminum 


stepladders 


Lighter, new tool holder top, improved bucket tray, lower price — 
plus maximum strength, safety and lifetime service. 


Only WERNER leads the aluminum ladder industry with 
the most complete line, offering all these 
advantages plus jumbo profits. 


for 


housewife, 







homeowner, 


handyman... 


writh 
more 


self-selling § | 


than 


ever!! 





iters Laborator; 
yindereorite a tories, Ing 
INSPECTED 
LADDER 


Ih, 72 ISSUE No. /.:C3 





WERNER — FIRST TO BE 
LISTED BY UNDERWRITERS’ 
LABORATORIES, INC. 


Contact your WERNER Aluminum ladder distributor 
or write direct for descriptive literature and prices. 

DEPT. AH-3, 295 FIFTH AVENUE 
ae a Th 1 eee 


158 





WHAT'S NEW 








ing only 77 lb, it is suited for one- 
man operation. In addition to use 
on hinged, folding stand it can be 
bolted drectly to work bench or 
clamped on truck or other mount- 
ing by special C clamp attachment. 
Front chuck has rocking pivot type 
insert jaws to grip all kinds of 
pipe. Three-jaw universal, self-cen- 
tering rear chuck will hold longer 
lengths of pipe. It has % hp uni- 
versal, variable speed motor with 
direct gear drive. Oster Mfg. Co. 


For more data circle No. 31 on postcard, p. 147 


Jet model hose nozzle 


Lawn and garden fans will want 
this modern design hose nozzle. It 





will adjust from full stream to fine 
mist and has positive shut-off. O- 
Ring seal eliminates leaks. Packed 
on Vu-Pac card for rack or counter 
or 12 bulk-packaged nozzles for 
rack or counter display. List, $1.10. 
H. B. Sherman Mfg. Co. 


For more data circle No. 32 on postcard, p. 147 


Whistling 2-qt tea kettle 

This whistling kettle has been 
added to the Revere Patriot Ware 
cooking utensil line for housewives 
who want shiny cooking utensils. It 
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B&D #73 “un SAW 
NOW only $84.50 


Tough, with cooler-running B&D- 
built motor 25% more powerful 
than previous models. The +73 has 
the outstanding features of all 
B&D Saws, such as king-size ad- 
justments for faster, surer sawing. 
And now at a new low price! 











B&D 483 "un SAW 
NOW only $96.50 


Completely heavy-duty with 
stronger shoe, housing; B&D-built 
motor assures users dependable 
peak performance. Picture window 
view and double guide lines insure 
line-of-cut accuracy. And now ata 
new low price! 


B&D #63 “un SAW 
$69.50 


Big, popular favorite among home- 
owners and professionals! Easily 
cuts 2x4’s at 45°! Light weight 
and perfect balance makes the #63 
easy to handle in any position. And 
years of reliable service will keep 
your customers sold on B&D Saws! 


REMEMBER: Black & Decker Saws proved too tough to beat in an in- 
dependent research laboratory’s 7-Day Saw Torture Test! Proof like this can 
make B&D Saws too tough to beat . . . in performance—in value—in sales. 


Ask your B&D Wholesaler about new things in products—in promotions—in merchandising... at 


— _ a — N\ 
Look Under 


“TOOLS-ELECTRIC™ 





Towson 4, Md. 
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= TSlack& Decker: 


World's Largest Maker of Electric Tools 


NEW CHAIN SAW 
ATTACHMENT 








IN COMBINATION 
with B&D #73 Saw 





B&D Chain Saw Attachment 
Cuts trees, timber, beams, 
heavy planking ,stacked lum- 
ber. Cuts in any position — 
overhead, notching,etc. Heavy- 
weight performance, maximum 
versatility . . . safe, fast. Fits 
B&D #73 and #83 Saws. 


SELL THE BLACK & DECKER 
CHAIN SAW ATTACHMENT: 


BY ITSELF 
(for +73 or #83 Saw) 


$49.50 











e Cast aluminum; teeth grip 
wood while cutting. 
@ Handles trees up to 18” dia. 





$129.00 


e You save $5 on this two-in- 
one saw offer. 

e Converts from saw to chain 
saw in only 10 min. 
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Our Solder 

ales Via 
he Do-It- 
ourself 
Boom! 


ALSIER 





The Fine Complete Solder Line 


SOLDER IS A SALES “NATURAL” FOR THE 
DO-IT-YOURSELF MARKET especially if 
you have the complete profit-maker 
Kester Solder line in stock. Kester 
helps you sell with the handy 16-page 
“Soldering Simplified” manual... 
free to your customers. Write 

Kester today for a supply of 

this instructive literature. 


KESTER SOLDER COMPANY 
4207 Wrightwood Avenue 
Chicago 39, Illinois 

Newark 5, New Jersey 

Brantford, Canada 


WHAT'S NEW 





SOLDER 
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is stainless steel and has safety- 
welded handle, black plastic grip 
and nylon trigger. List $4.95. A 
copper model with brass handle 
supports is fair-traded at $5.95. 





The same company also offers solid 
copper canister sets of four pieces 
of varied sizes with Tel-U-Top 
clear plastic knobs that make items 
in containers instantly identifiable. 
Sold in sets of four, fair-traded at 
$17.95 per set. The solid copper 
Regency kettlette listing at $8.95, 
fair-traded, is another new item in 
the line. Revere Copper & Brass, 


Ine. 
For more data circle No. 33 on postcard, p. 147 


Aluminum water heaters 


Customers who want water 
heated to a bacteria-killing temper- 
ature of 180 degrees will want the 
Hoffman Alumilux water heater 
made of special aluminum alloy 
sheet. These heaters are offered in 








capacities of from 30 to 80 gal. Gas 
models range from 20 to 75 gal. 
Both gas and electric models are 
offered in embossed aluminum jack- 
ets, or white enamel. A dual-tem- 
perature control can be installed 
to deliver sanitation quality hot 








You can turn a *24” 
B&D Drill sale into 
252° by featuring B&D 


attachments through 


Operation ME AGIC 
6WITCH 


WRITE TODAY for complete information 
on Operation Magic Switch! Find out how 
you can switch one B&D power unit sale 
into big ticket attachment volume. It’s a 
profit story worth reading! Send the coupon 
below or talk to your Black & Decker 
wholesaler now! THE BLack & DECKER 
Mre. Co., Dept. H503, Towson 4, Md. 








THE BLACK & DECKER MFG. Co., Dept. H503, Towson 4, Md. 


Gentlemen: I like profit stories! Tell me the one 
about Operation Magic Switch! 























OC —— 

Shese Mame. cocscacenncaceanseeueeotbnnae 

| book Under i i 
| “TOOLS-ELECTRIC” | 
jin ‘Yellow Pages’ 

S | Cie. csusecenesnnes Hentvacilithitinawne 


-------------- 


Towson 4, Md. World's Largest Maker of Electric Tools 
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winning combination 


TRUMP 


GARDEN TOOLS 


You're holding all the cards for 
winning increased sales and 
profits when you handle Trump 
garden tools. The Trump line 
offers a tool for every garden 
purpose ...a price range for 
most every prospect. éa 


























TRUMP Deluxe 


Here are fine, professional-type tools for 
real gardening enthusiasts. Trump Deluxe 
tools are made of high-grade, 16-gauge, 
cold-rolled steel. Metal is attractively finished 
in green; tips are bright polished steel. Hard- 
wood handles with clear lacquer finish. They 
are superior in quality and balance; the 
materials and workmanship make them equal 
to tools costing far more. 


Complete line includes: 2 trowels, 2 trans- 
planters, 2 forks, 2 cultivators, weed cutter 
and row cultivator; also long handle hoes, 
rakes, and edger. 


No. 802 
Cultivator 


No. 800 


Trowel 


TRUMP 800 Series 


The ideal partner for the Trump Deluxe line. 
These sturdy, low-priced garden tools help 
you sell the individual who's looking for 
price, yet wants dependable merchandise, 
too. Made of 18-gauge steel with turned 
hardwood handle plug. Baked green 
enamel finish. 


Complete line includes: trowel, fork, culti- 
vator, transplanter and weed cutter. 


New! TRUMP 700 Series 


Low priced! Similar in design to 800 series; 
finished in blue enamel with hardwood plug 
handles. Offered as real price leader. 


Sell the complete line of Trump garden 
tools. Order them from your wholesaler, now! 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. « Niagara Falls, Canada 
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water to automatic washing appli- 
ances, while servicing sinks and 
baths with water of lower tempera- 
ture. Heaters carry 10-year war- 
ranty. Clayton & Lambert Mfg. Co. 
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Lawn trimmer and edger 


This unit is for customers who 
want a combination lawn trimmer 
and edger. A 90 degree flip of the 
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cutter head converts unit from a 





trimmer to an edger. Long main 


| handle permits operation without 
| bending over. There is also a side 


handle fully adjustable anywhere 
along the shaft for right or left- 
hand positions. Guards and deflec- 
tor plates protect user from grass, 
dirt, or foreign objects. All sur- 
faces normally touched by user are 
completely insulated. Black & Deck- 
er Mfg. Co. 
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All-purpose bench frame 


Do-it-yourselfers and others who 
want to set up their own laundry 
tables, garage bench, playroom 
table or other work surfaces will 
want the Nelson Lock-Tite all-pur- 

















Unique Combination! 


BARBEQUE GRILL 


a GARDEN CADDY 
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The brand new ‘‘American’’ Grill- 
Caddy is a masterpiece in modern 
utility. By combining two large vol- 
ume outdoor ‘‘standards,"’ the bar- 
beque grill and the garden cart, it 
opens up exciting new sales possi- 
bilities. The Barbeque Grill and the 
Caddy are available separately or 
as a unit. 


# 
The Grill 


fits in any 
model of 





Garden Caddy 
or 


ite f 
Write for Garden Barrow. 


Bulletin +158 


AMERICAN STEEL SCRAPER CO. 





Box 260 — Sidney, Ohio 
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eee package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305B North 11th St. © 


St. Louis 6, Mo. 
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ute Pittsburgh-Gary... 
for every screw and bolt 
hardware dealers handle 


Talelet-tiat-t 
fasteners for 


every need 


Cut down time-consuming, costly paper work and reduce in- 
ventory problems by turning to Pittsburgh-Gary for all your 
screw and bolt requirements. 


In addition to the full line of bolts and nuts which 
Pittsburgh-Gary has offered for many years, you can now get 
screws in all materials and sizes—for Southington Hardware 
is now a division of Pittsburgh Screw and Bolt Corporation. 


If dealers in your territory have a demand for something 
outside the usual hardware trade line, we can supply that, too, 
DEALERS for Pittsburgh-Gary manufactures America’s most complete 


Ask your wholesaler or write us for line of industrial fasteners. 
information about our special offer 
on fast-selling, high-profit, zinc-plated, 
rust-resistant, or hot-dipped galvanized 
bolts—with a bright red traffic-build- 
ing display case. Sold only through 
wholesalers. 


Write for catalog! 





i. PITTSBURGH SCREW AND BOLT CORPORATION 
P. 0. Box 1708, Pittsburgh 30, Pa. 


GARY SCREW AND BOLT DIVISION 
Chicago, lil. 

SOUTHINGTON HARDWARE DIVISION 
Southington, Conn. 


AMERICAN EQUIPMENT DIVISION 


P. 0. Box 69, Norristown, Pa. 
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protects Goulds Goulds self-priming 
centrifugal pumps resist 
rust and corrosion 









jet pumps 
against rust, 

Even when a pump works as it should, you can 

61 O » op af CD —pTebet get a raft of customer complaints if it rusts 


or corrodes. 

“Red water”... stained plumbing fixtures... 
rust-stained laundries—these are obvious things 
your customers might gripe about. Nozzles 
plugged with rust or scale can pull you out on 
profitless service calls. 

At best, corrosion means loss of efficiency and 
shorter pump life. It means trouble—for you and 
for your customer. 


Goulds’ finish is different 


The finish is baked from the inside out. After 

thorough cleaning in a 140° detergent solution, 

<3 rinsing and drying, the hot castings are sub- 

a merged in a special alkyd-melamine resin liquid. 

Each coated part goes through an infrared oven. 

. wat The finish is actually baked right into the surfaces 

’ * i of the metal. 

This plastic-type finish resists corrosion. It 

wears well. Every cast iron part—inside and out- 
side—that contacts water is protected. 


iN 3 Check these other 
‘Oy: Goulds advantages 


Priming features—All Goulds jet systems 
—for shallow or deep wells—have a unique, pat- 
ented design which gives better priming per- 
formance. 


Safe motor loads—All Goulds water sys- 
tems are rated conservatively. No Goulds pump 
ever overloads its motor... even in continuous 
full-capacity duty. 

For more information on Goulds water sys- 
tems, see your Goulds distributor, or write 
for bulletin. 


Three reasons to choose Goulds— 





Self-priming centrifugal pumps... 
; , bs Safe motor loads... 


Corrosion resistant... 


> 














Practical advantages of Goulds 
double air separation chamber 


1. Easier, faster, positive priming on initial installation. 

Particularly important where offset piping is used. 
2. Guarantees maximum water output and automatic 

performance on gaseous or aerated wells. 
Combination of (A) partition forming double air sepa- 
ration chamber furnishing substantially air free water 
to jets and (B) self-priming centrifugal pumps {pat- 
ented) is exclusive with Goulds. By virtue of this exclu- 
sive combination completely dependable automatic 
operation is insured. 


















Colored area shows cast iron parts that are protected 
against rust and corrosion by a baked-on finish. All 
Goulds Balanced-Flow, Prime-Flow, Shallow-Flow and 
Jet-O-Matic systems offer you this plus sales feature. 


=e, eee oa, aume eman Guam — 
— ae oe ee oD 








Best jet yet! 


BALANCED-FLOW PRIME-FLOW AND JET-O-MATIC 


“TANKLESS”  SHALLOW-FLOW CONVERTIBLES Wate é Syste ms 
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Decorator-color lavatories 


Customers who want more color- 
ful bathrooms or washrooms in 
their homes or business places will 
want the new Paramount lavatory. 
Offered in four decorator colors, 
coral, green, yellow and _ white. 
They are made of easily cleaned 
vitreous china. Permanently vitri- 
fied colors are acid and abrasive 
cleaner resistant. Hexagonal de- 
sign units have concealed front 
overflow, non-splash rim and built- 


WHAT'S NEW 


pose bench frame. Plywood, plank, 
sheathing or composition board 
tops may be easily applied. Made 
of heavy-gage steel, the frame mea- 
sures 2214x4714x34 in. It has lus- 
trous gray finish, infra-red baked 
enamel and is completely pre- 
drilled for easy assembly. Nelson 
Industries. 


For more data circle No. 36 on postcard, p. 147 






























SMART PACKAGING 


SELLS SUN RAY 
STEEL-WO — —-. 








TWIN PACK 


You sell the full 16-pad package of 
Sun Ray Layer-Built pads ‘‘as is." 
When only a few pads are needed, 
you break a Twin Pack in two, and 
sell 8 pads! Customers like this con- 
venience and economy... you save 
sales time and speed self-service too! 
Available in grades 0000, 000, 00, 
0, 1, 2 and 3. 


speeds self-service...steps up impulse buying! 


3-IN-1 PACK 


Colorful, eyecatching Sun Ray pack- 
age of assorted grades boosts sales 
and profits. Six big, handful-size Lay- 
er-Built pads...two each of fine, 
medium and coarse grades in each 
package. Home craftsmen and do-it- 
yourselfers can do almost every steel 
wooling job with this assortment. 























| 
| 






























































Order Sun Ray from your jobber to- 
day, or write for free descriptive 
literature to: THE WILLIAMS COM- 
PANY, London, Ohio... manufactur- 
ers of quality steel wool products for 
over 35 years. 









































STEEL WOOL 


LAYER.BUILT PADS © JEX HOUSEHOLD PADS © BULK POUND TUBES 































Center-set 


in soap. dish. drain 
fitting is factory installed and 
available with pop-up or chain-pull 
plug. One piece cast hanger per- 
mits setting fixture flush to wall. 
Mansfield Sanitary, Inc. 

For more data circle No. 37 on postcard, p. 147 


Sawhorse bracket set 

Week-end carpenters and pro- 
fessional mechanics will be cus- 
tomers for the Jiffy metal sawhorse 
brackets. Welded steel brackets 





are used with 2x4’s for legs and 
2x4, 6, 8, 10, or 12 for the cross- 
bar. Each zinc-plated set of two 
brackets is packed in attractive 
carton for counter or window dis- 
play. Show cards and mats fur- 
nished free to dealers. Grand Haven 
Stamped Products. 


For more data circle No. 38 on postcard, p. 147 


Evaporative air cooler 


Here’s a two-speed portable evap- 
orative air cooler for private homes 
or business places. Thermador 
model CB-8P-2 has a 2200/1800 
fpm capacity. It is 16x14x12'% in. 
with a 5x9-in. grille. Finished in 
Spanish gold baked enamel. It has 
direct motor driven pump. Water 
reservoir will hold four gallons to 
give hours of cooling between fill- 
ings and to allow for super satura- 
tion of the almost 400 sq in. of pad 
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It’s “Easy-Wrap” Season 








It 
Sells 
Itself! 


‘‘EASY-WRAP”’ 


® Stops Pipe Sweating 

© Insulates Hot Water Pipes 
® Helps Prevent Pipe Freezing 
© Improves Room Appearance 





It is @ quality glass fibre insulation and an 
outer-wrap vapor sealing tape designed for 
the do-it-yourself home owner. All you do is 
put it on your counter and replace it as fast 
as it sells. Quick, easy profit for you. 


Order from your jobber 


Packed: tn individ- 
| “Eye-St os 
www RHOPAC, INC. 


One dozen car- 
tons in Master 3419 Cleveland Street, Skokie, Ilinois 


shipper. 








BEST SELLER 
from COAST TO COAST 












Zp SEALS 
PRIMES 
FINISHES 


Dries in 
30 minutes 


aa A REET te. 





The amazing 
interior wood finish 
that belongs on 
every dealer shelf 


















See your distributor, or write 





DESMOND BROS., 1826 W. 54th St., Los Angeles 62, Calif. 


Factories: Alliance, Ohio; Los Angeles, California 
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Speedy Sprayer 


e/ow price! — 
*high profrit! 
¢ top quality! 
¢ nationally 
advertised! 


ADVERTISED 





- —_ - - 


—_ 













New 1/4 H.P. at Popular Price! 
Ideal outfit for the do-it-yourself and 
shop mechanic! All-purpose, profes- ONLY 
sional outfit, with No. 112 quart size 00 
Spray Gun. Develops 25 Ibs. pressure $372 
with any 4 h.p. motor with 2" shaft. 


Factory sealed bearings. No. 780 Outfit 
—air hose, tire chuck, gun, less motor. 













RETAIL 








No. 544 Mobile Twin 
No job too big for this 


No. 890 1/3 hp Sprayer 
Proved favorite since 





1921! Delivers 30-40 Ibs. powerful Master Twin 
pressure, 2 cu. ft. clean, Sprayer. Wheels easily 
oil-free air per min. Never on semi-pneumatic tires. 
needs oiling. Outfit with Delivers 4 cu. ft. air, 40 
No. 112 Gun etc., without Ibs. pressure. With 
motor only..... $42.50 wheels, No. 131 Gunetc., 


909 Mobile Kit adds mobility to less motor only $88.00 


890 Sprayer, extra $7.50 





ORDER FROM YOUR WHOLESALER 
Or Write for Complete Line Catalog 


wW.R. BROWN CORP. 





SPECIALISTS IN PAINT SPRAYERS SINCE 1921 


Fast-moving, Space-Saving 


GARMENT HANGERS 


Quality built 


with mirror-like ++» Priced to fit 
finish! every budget! 


Limited closet space in both apartments and homes 
makes Ajax complete line of garment hangers highly 
promotable items in every way—price, quality, appear- 
ance, convenience. Substantial mark-up assures high 
profit return. 


JUNIOR ECONOMY 
*“OVR-DOR" 
HANGER 403 


Inexpensive, for hang- 
ing shirts, blouses, 
etc., after ironing. 8” 
arm accommodates 7 
garments. Clamps 
over door, comes 
carded. To retail for 
49c. 





ECONOMY SCREW-ON 
HANGER 401 


Ideal for small closets. 
Can be attached to 
closet rail. 13” arm 
holds 12 garments. 
Foldsdownout of way. 
Comes with colorful 
sleeve complete with 
screws. To retail for 


89c. 


ECONOMY 
“OVR-DOR"’ 
HANGER 402 


Handy for carrying 
Cater to the impulse buyer and win extra profits finished ironing from 
with this big, bright exhibit of hooks for bathroom, — pce te 
closets, hallway and kitchen. New display of beauti- style with same ca- 
pacity as 401, two 
color sleeve package. 
sparkles against a rich, blue background, catching To retail for $1.00. 


fully finished, chromium plated aluminum hooks 


the eye of everyone who comes near it. Display 
including $1.40 worth of hooks is free! You pay only UTILITY SCREW-ON 
for the hooks inside the display case. HANGER 410 


Heavy quality for 
Ask for Display No. AL 6600-26--Holds 8 Doz. CHROMIUM PLATED ALUMINUMIHOOKS fastening to door or 
closet rail. Holds 10 
QUANTITY | HOOK No. | PROJECTION HEIGHT LIST PRICE garments in minimum 
of space. Folds down 
12 only AL 6650-26 1-4" | Ag .25 each | out of way. Smartly 

. boxed. Complete with 
24 only AL 6651-26 1-%" .25 each | ~ To retail for 





12 only | AL 6652-26 2-44" 30 each 


24 only AL 6655-26 ye" 30 each UTILITY "OVR-DOR"’ 


: HANGER 410-0 
24 only AL 6660-26 3” 2-4" .30 each 
Portable and of same 
Every hook is individually packaged with screws in heavy quality as the 
transparent polyethylene bag. 410. No screws re- 

| quired. Comes in 
colorful individual 
box. To retail for$1.29 





Order from your Jobber 


SAFE PADLOCK AND HARDWARE CO. 


Write for full details and prices 
LANCASTER, PA. 


E. J. AJAX & SONS, INC. 


DEPT. H-3, 92-43rd AVENUE NORTHEAST, MINNEAPOLIS 2!, MINNESOTA 
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WHAT'S NEW 











cal Sag % 


att Be far 


area. Filled through handy and 
accessible top opening with hinged 
cover, it has an easily read water 
level indicator. Thermador Elec- 
trical Mfg. Co. 


For more data circle No. 39 on postcard, p. 147 


Plated circular saw blade 

The Diss-Chrome is a chrome 
plated circular saw blade available 
in all sizes up to 12 in. in diameter. 
Chrome plating reduces friction 
and heating, resists rust, and in- 


creases edge holding qualities of 
the teeth. Saws are individually 
hardened and tempered to hold 
sharp cutting edge over a long pe- 
riod. Each saw designed to fit all 
popular units and in all tooth types 
—cut-off, planer, combination and 
flooring. Disston Div., H. K. Porter 
Co., Ine. 


For more data circle No. 40 on postcard, p. 147 


Ovenware-giftware items 


Customers who like milk glass 
will want new items in the Glas- 
bake ovenware-giftware line and 
the McKee line of milk glass. Five 
different Glasbake baking-serving 









dishes with 4-color rose decora- 
tion on a warm old-ivory back- 
ground are included. These items 
are: 2-qt oval casserole with knob 
cover; 1-qt oval casserole with knob 
cover; 2%4-qt oblong utility dish; 
2-qt round casserole with knob 
cover; 2-pt partitioned baking dish. 
Individually boxed, these retail at 
$2.95. Thatcher Glass Mfg. Co., 
Inc., McKee Div. 


For more data circle No. 41 on postcard, p. 147 


Lightweight wading boot 
Sportsmen who want lightweight 
hip wading boots will want the No. 
384 Wadewell which weigh only 
43, lb. A feature is the special 
chafe guard to provide gradual de- 
crease in flexibility between boot 
and leg, thereby eliminating chaf- 
ing and wear at this point. Top of 
boot is made of lightweight Wade- 
well material. Boot feet have 
molded heels, hard toe caps, and 
cleated soles for safe, sure-footed 
grip. Khaki-colored boots are of- 
fered in sizes 6 to 12. The same 
maker also offers the No. 126 %4- 
length Parka Jacket, a lightweight, 





More 
“Do It Yourself” 
Profits 
with 


Cneed-Rail 


SLIP-ON FITTINGS 


and hacksaw. 








FREE DISPLAY! 


3-color display-demon- 
strator FREE with recom- 
mended basic assort- 
ment. 


34,” to ] If, 7? 


pipe. 





No Threading — No Welding 


Discover a new area of extra 
profit in SPEED-RAIL .. . 
it-yourself railing fitting anyone 
can use to build sturdy, attrac- 
tive railings, using only a hex key 


Made of a high-tensile alumi- 
num alloy, SPEED-RAIL slip-on fit- 
ings require no painting or plat- 
ing and fit 1.p.s. size pipe from 
Use with black 


iron, galvanized or aluminum 


the do- 


PHILLIPS 


eee aa 


THE HOLLAENDER MANUFACTURING CO. 


3841 Spring Grove Ave., Cincinnati 23, Ohio 
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CONCRETE DRILL 
AND ANCHOR KIT 


Contains: 1 driver, 
4 Red Heads 






aN q iy Wiibie es 


Nothing else to buy! The Red 
Head drilis its way into the 
toughest concrete in two 
minutes and then expands to 
become a threaded anchor 
for any standard ‘\%” bolt. 
Can't pull out, rust out or vi- 
brate loose. Holds hundreds 
of pounds. Cheapest method 
of anchoring to concrete. 





MAIL COUPON TODAY! 


PHILLIPS DRILL CO., DEPT. H- 7203 
MICHIGAN CITY, IND. 


Here's $1.00. Send postpaid my sample Red Head 
Concrete Drill and Anchor Kit that retails for $1.85. 





address 


city, state 





: my jobber’s name 


address 





ADD 
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Nothing equals Eaton Grass 
Mats as base displays for 
most of your merchandise. 

They duplicate the color and 

texture of real grass. 

No seams or bulges. Mildew- 
proof. Fire and fade-resistant. 
Available in 15 sizes from 
your display jobber, they add 
that extra touch that 
produces extra sales. 














WHAT'S NEW 








windproof and waterproof garment 
with full cut raglan sleeves, elastic 
at wrists. Hodgman Rubber Co. 
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Outdoor rotary roast rack 


Outdoor barbecue fans will want 
the Androck No. 19 rotary roast 
rack which hold all sizes of roast 
or fowl with a simple clamping ac- 
tion. Rack makes it unnecessary to 





struggle to put or hold meat or fowl 


over flame. Washburn Co. 
For more data circle No. 43 on postcard, p. 147 


All-purpose metallic bonder 
Hercules Plastic Aluminum with 
diamond dust will interest do-it- 
yourself and professional mechan- 
ics. It insures permanent, tough 


as ee 



















EATON BROS. CORP. 
HAMBURG, N.Y. 











clothes container of taffeta-finish 


joint on wood, metals, plastic, por- 
celain, canvas, leather. No heat is 
required. Applied like putty, it 
dries to metal hardness for fixing 
leaks, cracks, dents and repairing 
breaks. Packed in 5%-oz tubes in 
a billboard display carton. Packed 
with twin applicators. It is also 
offered in 4, 10, 22, and 48-oz size 
cans. Hercules Chemical Co. 

For more data circle No. 44 on postcard, p. 147 


Stainless steel baby spoon 


This spoon with 5-in. long handle 
will interest all mothers of babies. 





Spoon is made of stainless steel to 
withstand banging and _ scuffing. 
Easily cleaned it has a one-inch 
bow! shaped to fit baby’s mouth. 
Retails at approximately 39¢. Foley 
Mfg. Co. 
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Folding personal hamper 


This light-weight easily folded 
personal hamper will hold up to 50 


lb and may be used for lingerie, 
children’s clothes, or toy storage. It 
can be used as an out-of-the-sand 
beach bag or as a knitting and 
mending stand. It has tubular steel 
frame, finished in ivory baked en- 
amel and a 16x10x24-in. slip-on 
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The Complete Line to Meet Every Customer Demand 


THERMDs. 


BRAND 


— OUTING JUGS and ICE CHESTS 


Bring You Faster Sales because of... 


* Years-Ahead Styling 


* Highest Quality 
Construction 











* Dramatic Advertising 
and Merchandising: 


* The Selling Power of the 
THERMOS Brand Name 


* Complete Line— 
Every Model for 
Every Market 
including Marine 





Colorful Advising 
to Boost Your, Sales 





Boats Sports Afield 

Field & Stream Sports Afield 
: U i Boating Annual 
THERMOS® OUTING JUGS THERMOS® ICE CHESTS passing Puen 


x ‘ , Motor Boating Saturday Evening Post 
e White, double-coated, acid resistant, 


Slip-in food tray, opener and ice pick. 


, ina ' : . Rudder Yachting 

vitreous porcelain liner. ¢ Hot-dipped galvanized interior, off-corner 
¢ Polly Red Top® insulated, pressure- sealed for leak-proof, durable service. THERMOS jugs and chests will be 

seal stopper. . inge , ; 

ge . sturdy, plated Sendware, Nop Ringe anc advertised in color in all these maga- 

e Extra-thick Fiberglas® insulation. improved, positive safety latch. 7 4 ie d dj 
¢ Two-piece, deep-drawn, heavy gauge ¢ Exclusive two-piece, deep-drawn construc- ee eae VETTING HERTS — 

steel construction. tion with extra-thick insulation. play materials are also available to 
¢ Models and sizes to meet every need. ¢ Four sizes to meet every consumer need. help make your Picnic-Vacation pro- 
ALSO STAINLESS STEEL MARINE MODELS NOW AVAILABLE IN ALUMINUM, TOO! motion an outstanding success. 





NOW SELL MORE ICY- HOT” JUGS AND CHESTS THE AMERICAN THERMOS PRODUCTS COMPANY 
BECAUSE THEY’RE ADVERTISED AND LABELED 


NORWICH, CONNECTICUT 
“by THERMDS ..” 


CANADIAN THERMOS PRODUCTS, LTD., TORONTO . THERMOS, (TD., LONDON 





For the first time, this fast-selling promotional line has the 
added advantage of the sought-after THERMOS name at IT ISN’T A THERMOS PRODUCT 
the point of sale and is included in all THERMOS consumer ! 
advertising. Feature ICY-HOT for your big sales drives. WITHOUT THE THERMOS TRADEMARK 
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(Advertisement) 














































September 
in Mareh? 


“Whe can think of the Fall in 
the middle of Winter?” That’s 
been the stand many of you have 
taken when called upon te place 
your order for Dutch Bulbs now. 


Unless you know and under- 
stand why you should order now 
—you will be doing yourself a 
big dis-service. 


At this time of year, in the 
bulb fields in Holland, next Fall’s 
crop of Dutch Bulbs are begin- 
ning to throw their shoots out ef 
the ground. 


Inspectors and growers are in- 
specting these crops to make sure 
that what you'll get to sell to 
your customers in the Fall will 
be of top quality—that no dis- 
ease or harm will come to the 
bulb—that you and your custem- 
ers will be guaranteed healthy 
bulbs to give full true blossom- 
ing beauty in the Spring. 


Yes, your ordering now is sort 
of an insurance policy. It gives 
your supplier ample time to al- 
locate or procure the varieties 
and sizes of bulbs that you want. 
By placing your order early you 
can even obtain those scarce 
varieties which are virtually un- 
available later in the year. 












So, next time your bulb sup- 
plier comes around, place your 
order with him then—the sooner 
the better. 









And to help you move that 
merchandise off the counter into 
the customers’ hands next Fall, 
the Associated Bulb Growers of 
Holland make available to you 
through your suppliers, a promo- 
tional and advertising program 
that will help you help yourself 
to those extra profits Dutch Bulbs 
ean bring. Posters, streamers, 
booklets, bags, newspaper mats, 
and much more—yours by just 
asking your bulb salesman. 






Make March pay off in Sep- 
tember. 


Order and plan now. 







To sell vou must tell... and 
to tell von must know .. . just 
ask vour bulb supplier for all 
the details, or write 


ASSOCIATED BULB GROWERS 
OF HOLLAND 
29 Broadway New York, New York 
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padded vinyl] fabric in Capri stitch- 
less quilted-texture pattern. Fabric 
is waterproof, mildew-resistant and 
wipes clean with damp cloth. Of- 
fered in four pastel tints. Fair- 
traded at $3.95. Cal-Dak Co. 
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Tear drop shaped float 


Anglers will be interested in this 
transparent spinning Tear Drop 
Float which has the Green Cap self- 





















re crus 

releasing line feature. Float can be 
attached to line at any point with- 
out cutting line or tying knots. It 
can be used free running for slip- 
casting in unknown depths. Offered 
in 1%, or \%& oz tear drop shapes. 
Dayton Bait Co. 
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Aluminum toy bake sets 


All little girls will like this 17- 
piece super-size cook and bake set. 
Extra large utensils include toy 
pressure pan, teakettle, cake turn- 
er, mixing spoon, fry pan, pressure 
pan, and double boiler. Set also in- 
cludes several large-size cake pans, 
loaf pan, roaster, mixing bowl, pie 
pan, and cooky sheet. Set lists at 




















PROMPT 
SHIPMENT 
FROM... 


ONE CENTRALLY 
LOCATED SOURCE 


STORMGUARD Ni K\ LS 


Strong Steel Nails Double- 
Dipped in Molten Zinc for 


ROOFING: SIDING: TRIM 
LEAD HEAD NAILS 
THREADED NAILS for 























FLOORING ° DRYWALL 
UNDERLAYMENT e¢ PALLETS 
TRUSS RAFTERS @ PLYWOOD 


METAL ROOFING « MASONRY 
POLE-TYPE CONSTRUCTION 








COLORED NAILS 
it STOCK COLORS 


(40 others on request) 














iT PAYS TO BUY MAZE 


W.H. MAZE COMPANY 


PERU 5, ILLINOIS 


























It's a satisfying feeling to 
sell your customer an item, 
and to know that you are 
doing him a real service in 
selling him that item. 


Toilaflex is that kind of 
product. It is the most 
effective, powerful plunger 
ever developed. It looks it, 
too, and sells on sight. 


ei|F 28> ¢ 
Toilet (WOE Plunger 


The Plunger They 
Ask for By Name 
























































By the makers of 
Water Master tank balls. 
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M-62T Merchandiser ponel and complete display stock of 13 Irwin 62T hand brace bits. 
One each of sizes 4, %, %. Xs, “a, Ke, %, “es, %. “Me. %, Hg and 1”. Pay only $10.37 for 
display stock of 13 bits and free panel. Retail vaive of display stock is $15.56. 


Free Irwin Merchandisers 


fit small space, step-up self-serve sales, build bigger volume 


Here is a timely offer that brings you the industry's first 
modern wood bit merchandiser displays and the first modern 
wood bit display package—Irwin’s new self-selling dress-up 
jacket. And remember: You only pay for the small display 
stocks needed to put the two new Irwin Merchandisers to work 
in your store. The panels are free. The new Irwin Sellopak 
dress-up jacket costs nothing extra. 


eet 
TST eecuer 


SQaRRe’- GRO: eC 


a 


Mount either panel with display stock in only 1434” of space 
—on wall, door, peg board, end of island table. And depend 
that the sturdy all-metal display panels with their handsome 
3-color baked enamel finish and permanent-type hooks will last 
for years. Order from your Irwin wholesaler today. 




















M-88 Merchandiser panel and complete stock of 20 Speedbor “88” 


electric drill bits. Two each of sizes 4, %, 4, %, %, % and 1”. One 


each of sizes 4, %, %, Ye, "Mg and 6”. Pay only $10.00 for display 
stock of 20 bits and free panel. Retail value of display stock is $15.00. 


Order from your Irwin wholesaler today 
The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, since 1885 
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This portable, counter-top appliance opens any size, and shape can at the touch of a finger. 
Locks can in position and starts automatically. The lid is cut out in one revolution, magnet 
picks up the cut-out lid, and the can opener shuts itself off automatically, holding the can 
until you are ready to use it. This exclusive walk-away feature permits you to go about your 
kitchen business while the opener works for you. The finger-tip switch operates the full size 
knife sharpener, too, giving every knife a factory sharp edge. White housing with crisp 
lines and gold and chrome trim compliments every kitchen. Attractively gift packaged. 
Fully guaranteed. Mode] No. 2100 White with Gold-Chrome Trim . . . $27.95 Retail. 


from SWINGAWAY the company with the can opener reputation! 


new SwinG:A Way automatic-electric 
CAN OPENER «4 KNIFE SHARPENER 


WALK-AWAY FEATURE OPENS ANY SIZE, SIMPLE, SAFE, SURE. Holds ALL ONE UNIT — Electric Knife 
automatically shuts itself any shape can at the cut-out lid magnetically. Sharpener included. No 
off when lid is cut out. touch of a finger. Leaves a safety-smooth edge. Attachments. Rubber feet. 


é a 
SWING A WAY FIRST IN SALES ¢ FIRST IN VALUE! 


SWING-A-WAY MANUFACTURING CO. + 4100 BECK AVE. + ST. LOUIS 16, MO. 


HARDWARE AGE, MARCH 13, 1958 


















































’ 


4 tin, nb 


RANSO N dae 


Personal 2 
Scale . “af 





 — 
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White and 
Colors 


$795 


Gold trim $8.75 







»* Has handle | 
—can be hung on | 
the wall. | 
Has exclusive equalizer bar mechanism. | 
Will record accurate weight on carpet | 
or uneven floors. Can be used in | 
carpeted bedrooms or bathroom. 

A beautiful scale of supreme quality. 


Oversize dial—youw can see and be sure. 


HANSON SCALE CO. (Es?. 1888) Northbrook, Il. 











NEW <SuopGc° 
Hedge Shear 


SELLS i 
ITSELF ge 


tee ’ 
oT 
















sales features. 
This self-selling 


speaks for itself 


One of a complete 
line of “Snap-Cut”’ 
Garden Shears for all 
pruning and trim- 
ming. /t’s a asnap 
with a “Snap-Cut.”” 


Luatily VA, 


Seymour Smitn 





Seance 1850 
SEYMOUR SMITH & SON, INC. 


2703 Main St., Oakville, Conn. 
Sales Reps: John H. Graham & Co., Inc. 
105 Duane St., New York 8, N. Y. 





to your customers. 





WHAT'S NEW 








$5.95. The line also includes a 40- 
piece and a 37-piece percolator set. 
Other new items in the line include 
two toy snow removers. Mirro 


Aluminum Co. 
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V-shaped back plate 
Do-it-yourselfers, cabinet makers 

and carpenters will want the mod- 

ern line Futura back plate to add 





| functional beauty to cabinet door 


or drawer. It is 4% in. overall and 
has holes on 3%-in. centers. No. 


148 back plate is designed to com- 
| plement the Futura V-shape pull, 


catalog No. 550. Penn-Akron Corp. 
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Lightweight camp tent 


Campers who travel light will | 
'want the Wenzel Travelite Pack 
| Tent which has 
| three sleeping bags and packs. Tent 


inside room for 


has canvas front with zipper clo- 


_ sure and nylon screened front with 


3 es | zipper. 
i as two unique | . 
¥. | screened window 


| flap, and sewed-in floor. Jointed A- 
product card | 


It has a 14x24-in. nylon- 
in rear, storm 


frame leaves entry unobstructed. 





Fast turnover 


with the home repair 
e}geleleloramaal-hamap 4-1 


o}m-tondcor-tih am-sah asaliare 


Plastic 








NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays and 


sales aids available 


ORDER FROM YOUR 
WHOLESALER OR WRITE 


DEVCON CORPORATION 


50) Om —talellote)i m—jig-1-3' 
Danvers, Mass. 









































“AMERICAN 


Y TheOld Faithful’ Crayon 








RIGHT 


Product Control is more 
vital than ever... Insure 
its success—insist on Old 
Faithful Quality! 


THE AMERICAN CRAYON CO 


SANDUSKY, OHIO- 
NEW YORK 


















CRAYONS That's Our Middle 














WHAT’S NEW 








Tent stands 4 ft 3 in. high and 


takes 6 ft 4 in. by 7 ft 4 in. space. 


_It is made of 8.47 oz sq yd, before 


treatment, water and mildew re- 


| sistant shelter tent duck with a 


special dry finish. H. Wenzel Tent 
& Duck Co. 
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_ Rubberized rug backing 


Homemakers who want a spray- 


type rubberized backing to prevent 








| rugs from skidding will want Sta- 


Put. It is used by spraying around 
rug edges and in a zig-zag pattern 
in the center portion of the rug. 
Rugs processed with this product 
cannot be moved except by lifting 
straight up. It will not leave stains 
nor sticky spots on floors. Cling- 
Surface Co. 
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| Cloth vest for shooters 


Skeet shooters will want this 
Cumberland shooter’s cloth vest for 


| warm weather skeet or trap shoot- 


ing. It is sand colored and can be 
worn with shirt or over any jacket 
to transform it into a _ shooting 
coat. Quilted gun butt pad on both 


4, 
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IMMEDIATE 


DELIVERY!” 


OF NEW YORK 











WIRE 
NEWARK 365 


PHONE 
© WRITE ® Wa 6.0600 








ATLAS SCREW & SPECIALTY CO., | 


NC. 


DEPT. HA 


450 BROOME STREET, NEW YORK 13, N. Y. 





The 


ite.”’ 


brass 
Light 
long, 5 


ables 
trees, 
flowers 
fort. I 


pump. 
Highly 





D. B. SMITH & CO. 


426 Main St., 
“Originators of Sprayers” 


Canadian Rep. G. L. Cohoon 
1265 Stanley St., 


ed tank. 


ong 
distance spray. 


1888" 


helce Fer Quality The 





‘ladies’ 
Dome top weld- 
curved 
extension 


16” 


weight. 
ft 


to 
gardens 
with 
or 


Good 
povular. 


Complete line of sprayers “and dusters. 
Many Other Styles and Sizes. 


SPRAYERS: 


hose and 
adjustable nozzle en- 
user 


no 
















World Over For 70 Years” 


RITESIZE SPRAYER 


2 GAL. ventahanicnd Arn 





favor- 






Extra 





spray 











short 
Brass 
seller. 











Send 
Utica 2, N.Y. for 
Catalog 






Montreal 2, Canada 








HARDWARE AGE, MARCH 13, 1958 











KAY-TITE "SPECI 
AU Surface... All Paspose 


MASONRY WATER REPELLENT 









*.ST=z = *) 


registers everywhere. 


heres to all surfaces .. . 


i it on. Trowel it on. 


| jobber for it, or write us. 





A powerful seller that is ringing cash 
Stops water 
seepage, without messy wetting of 

walls, or removing old coatings. Ad- 
: porous or 
non-porous, inside or outside, above 
or below grade. Brush it on. Spray 
10 Ib. Cans. 
50 Ib. Drums. 10 colors. Ask your 


KAY-TITE COMPANY 
12 WHITE ST. WEST ORANGE, N.J. 
Midwest Distributorship Available 
































Swivel seat for long life, %4"’ pipe 





POP-UP SPRINKLER HEAD 


Pops up 1 2” above grass 





REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 





HOSE TO PIPE FITTINGS 


Various sizes available 





HOSE Y 


Ideal for Siamese connections 












1460 NAUD ST. @® (OS ANGELES 12, CALIF. © CA 
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ANTI-SYPHON CHECK VALVE ¢ 


Full water-way.No restriction, 34"" pipe 


UNION VALVE (Non-Union $2.60) 





LIST PRICE 


h50 


ae 


$100 | 


68 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


pitol 1-2108 















































POWER 
MOWER 

NEEDS 

GUMOUT 








= POWER MOWERS 3; 
and OUTBOARDS 


Cleans Carburesor 
ald tie/ SYSTCM % rl 


removes fuel system gums 
varnish and moisture 


Springtime is carburetor cleaning time for the 
power mower owner... because winter storage 
has clogged the carburetor with gum and varnish. 


That’s where you can help—and build sales for 
yourself—by recommending GUMOUT, the 
world’s number one carburetor cleaner. GUM- 
OUT, added to the fuel tank, dissolves gum and 
varnish quickly and completely . . . helps the 
engine start easily, run with full power. 


Be prepared. You'll sell plenty of this fast mov- 
ing, nationally advertised carburetor cleaner. 
There’s nothing like it! Order from your jobber, 
or write direct to us. 








NOW— za specially refined, clean-burning 
oil for power mowers that actually re- 
tards plug fouling and carbon byild-up. 
Write for dealer catalog. 





Made in 
Western Germany 





MITCHELL 


LINE 


TOP QUALITY 
PLIERS! 


Sure to rank among the top sellers in the 
field, these pliers have been distinctively de- 
signed and made with unusually fine crafts- 
manship...for those customers of yours 
who expect and demand the best in tools. 

Moderately priced for more sales. 
MITCHELL pliers are of the highest qual- 
ity. Made of the finest drop-forged hard 
steel, their highly polished nickle finish 
gives a sparkling appeal to all professional 
craftsmen as well as do-it-yourselfers. 

Everything about these pliers reflects 
high quality: Among the unexcelled sales 
features are extraordinary gripping power; 
long life; exclusive “Insul-Grip” handles 
on many models which insulate against 
electric shocks, offer a non-slip grip, and 
protect fingers from freezing to the metal 
in cold weather. 

For more infermation, ask your jobber to 
show you the illustrated MITCHELL litera- 


ture, or write: 


iMmMPeecco,LTD 


257 Fourth Avenue, New York, N. Y. 
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WHAT'S NEW 


shoulder 





straps makes vest com- 
fortable for either right or left 
handers. Because of the Norfolk 
strap-type design shell load is 
equally distributed over shoulders 
when pockets are filled. Pockets 
are large bellow-type with leather- 
bound edges and reinforced with 
leather patches above openings. It 
has a heavy-duty zipper. No. 1765 
is packed in plastic bag. Lists at 
$9.50. Sportswear Div., American 
Pad & Textile Co. 
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Fiberglass jardiniere set 


Homemakers will want this jar- 
diniere and stand set. Made of 











~ 


molded fiberglass, the Bo-Kay jar- 
diniere is offered in six different 
colors, the stand is satin black or 
coppertone finish. Sold only in sets, 
list $4.98 per set. Plastic Products 


Corp. 
For more data circle No. 53 on postcard, p. 147 


Low-priced plastic radio 

This set is designed to replace 
the manufacturer’s old metal-cased 
sets used by children and in busi- 
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“IT PAYS i 


TO SELL 
GRIFFIN 











BLADES” am 
Perhaps 
you've never 
seen a really 
“Gay Blade" in 
your store... 
maybe you don't 
know just how 
good our GRIFFIN 
Blades are. Take o 
minute and look at 
what these 
blades have to offer 


EACH BLADE — 
Clearly Marked 
Tooth Size and 
What it W Cut 


EACH BLADE — 


Marked for Front End 


EACH BLADE — 
Top Quality 
The Best in Blade: 
Since 1880 


EACH BLADE — 
Painted 
aie Rust 


Looks Good 
, No Scale 


All BLADES — 


Factory Guaranteed 






Ask your jobber for 
GRIFFIN HACKSAW BLADES, 
COPING SAW BLADES, SCROLL 
SAW BLADES; or write for 
additional information and 
_ dealer prices. 





Franklin, New Hampshire 
- 4 Sales Representatives 
4.Graham & Co. Inc, 


ita oe 
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Ma. Deal: CAGH IN NOW 


ON THE 


~ REVOLUTIONARY 



















Bridgeport 
NEOPRENE 


1 @USstION 
@RIP 


aoa 





PATENT APPLIED FOR 


“a 


| OIL & WATER RESISTANT NEOPRENE 
: GRIP—PERMANENTLY BONDED 
TO TOUGH AMBERLITE 
HANDLES _ al 





So you get easier 
faster sales with 






















" BOLSTERED 
BLA 


eck WINGED SHANK 
| TREMENDOUS TURNING POWER 
' *. Tests prove the CUSHION GRIP- allows FOR MAXIMUM 


you to turn screws tighter than STRENGTH 
ordinary screwdrivers! | 


SUPER COMFORTABLE 
/ . Resilient neoprene grip never hurts the 
' — hand—no matter how hard you grip it! 
























NON-SLIP GRIP > 
Even when wet or oily, your hand di 
won't slip. ’ BLADE OF 
UNBREAKABLE HANDLE HIGH GRADE, 
i : HARDENED 
Peeps mecmntant HARDENED socuesnate Pipe Cutters 
FULLY GUARANTEED STEEL 
BEAUTIFULLY | atl 
16 Sizes & Styles : apni stot POLISHED | | The instant your customers start feeding in 
a FOR EXTRA | this new cutter on a pipe, they feel the 
: SALES remarkable difference, the new cushioning 
: “at sie APPEAL __ effect that makes cutting much easier 
Retail Value $32.15 ve and faster. And the bigger handle 
Dealer Cost 21.44 Se: and extra long shank (protecting 
Dealer Profit $10.71 threads on screw handle when they 
use a power drive) helps, too. 











Order your stock of RIZAID> 
Heavy-Duty Pipe Cutters 
from your Wholesaler today! 


PLUS — a 
FREE . PRECISION 





DISPLAY (= CROSS. 
7 ee GROUND 
B @) A ~ D Paes PO , NT 


AND DOUBLE 
GRip 





DEMONSTRATER 


THE BRIDGEPORT HARDWARE MFG. CORP., BRIDGEPORT 5, CONN., U.S.A 
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FOR MEN 
ON THE MOVE... 


ina hurry 


TOLEDO- 


DROP HEAD 
RATCHET TOOLS | 


For a faster turnover and bigger profits, 
check these handy threading tools. 
The thousands already sold attest to 
their value and popularity. Furnished 
in three sizes, from '/g" to 2" capacity, 
the TOLEDO Drop Head Pipe Threader 
offers light, handy threaders for 
all-around work. Ideal for close corners, 
tiresome overhead threading, whenever 
time means money. Your customers 
can change sizes in seconds. If you 
don't already stock these TOLEDO 
Ratchet Threaders, send in your 
order today. 





















THE TOLEDO PIPE 
THREADING MACHINE CO: 
Toledo 4, Ohio 










‘ 7 


= LP 










Bulletin 
BUILT RIGHT—PRICED RIGHT Wi, Caz! 


No. 22 VISE 


For quality at a low price, your customers 
will like the TOLEDO 22 best. Its solid, 
dependable, time saving-features will make 
your turnover faster. For more profits 
and even faster sales, stock the 
TOLEDO 25, too. Its multiple 

jaws (two up, three down), give 

an absolutely positive grip. Order 

both these quality TOLEDO tools 

today. 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


TOLEDO 


- PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 



















































































NE LONGER HANDLED 
GARDEN TOOLS... 

makes work easier ... saves backs ... 

RIGID CULTIVATOR 


WITH 
RE-INFORCED TINES 








No. 270. A garden tool designed for exceptionally hard work and 
one of the most popular of our garden line. Claws are polished 
with back part lacquered red. Polished hardwood handles and steel 
ferrule. Length of handle 1!0'/, inches red tipped. 


Weight per dozen, 6'/2 Ibs. Packed 1 dozen per box 


IDEAL 
WEEDER 
FORGED 

STEEL 


No. 200. A very popular style of hand weeder. Back of steel biade 
full polished and both edges well sharpened. Furnished with a 
handle 10'/, inches long red tipped. 


Weight per dozen, 5% Ibs. Packed 1 dozen in box. 
TRANSPLANTING HOE TROWEL 
FORGED STEEL 


No. 217A. Blade and shank hammer poemes from one 
piece of steel. Front part of blade is finely polished. 
The rear part and shank lacquered red. Largely used by 
gardeners for setting out cabbage plants, etc. Length of 
blade 7 inches with a handle 10'/, inches long red tipped. 









Weight per dozen, 11 Ibs. Packed '/2 dozen in box. 





GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


_ BRENNER AND KENT STREETS — NEWARK 3, N. J. 














Save with MYERS 
Standard & (eee Trucks 








5,000 COMBINATIONS OF — 
MODELS AND SIZES 


| Write today for prices and 





specifications on the 
models shown here. Or 
write for illustrated folder 
| showing more models. Or 
send us your specifications 
| on custom jobs. Our prices 
are definitely competitive. 
Quality, workmanship and 
materials will stand most 
rigid comparison. Repre- 
sentatives in all principal 
cities. Fast service. 

















MYERS Cinare2536— Nashville 7, Torn 
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WHAT'S NEW 


ness places. Model 1581 has printed 
wiring, an Alnico “V’’ PM speaker 
and 20-ft extendable antenna. Set 
measures 514%x9144x3%, in. Sug- 
gested retail price $16.95. Arvin 
Industries, Inc. 


For more data circle No. 54 on postcard, p. 147 





Space-saving garment hangers 


These over-door and screw-on 
hangers attract homemakers who 





have limited closet space. Heavy 
quality utility hanger line is pack- 
aged in colorful individual boxes. 
Economy line hangers are packed 
in colorful sleeves or cards. E. J. 
Ajax & Sons, Inc. 


For more data circle No. 55 on postcard, p. 147 


Hand line for crabbing 

This King Cotton hand line for 
crabbing and fishing will attract 
drop line anglers. It is an 18-thread 





seine twine, natural color, packed in 
50 and 100-ft balls. John H. 
Graham & Co., Ine. 


For more data circle No. 56 on postcard, p. 147 
(Resume reading on page 16) 
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A New “Silent Salesman 
who Stimulates Buying! 


Think of it! This one Popular Mechanics Do-It-Yourself —— 

Booklet . . . “How to Paint Inside and Out"’ . .. may create a $20.68 sale—or even more 
—for you in paint supplies. Multiply this figure by the number of your do-it-yourself 
customers and you'll see that the business can be impressively large. 
Best of all, it’s stimulated business that will save your clerks’ valu- 
able time answering questions. Popular Mechanics booklets and 
books suggest the projects that lead to big related-item orders! 


Self-Selling Display Creates Related-item Sales Automatically 
Set up this self-selling display rack in your store. It takes up a mere 
14 inches square on your floor and holds 15 each of twelve 25¢ 
booklets and 12 assorted full-size books. Selections of titles in all 
the popular do-it-yourself fields correspond to the materials and 
hardware lines you carry. Here’s the automatic way to create related- 
item sales. What’s more, you'll make a tidy profit on the booklets 
and books customers buy from you. Hundreds of other smart 
dealers are cashing in on this automatic business. How about you? 
To learn complete details and get FREE sample books, mail coupon 
NOW. No obligation, of course. 


POPULAR MECHANICS PRESS 


200 East Ontario Street, Dept. B-3, Chicago 11, Illinois 


MAIL COUPON FOR FREE BOOKS 











§ Popular Mechanics Press, Dept. 8-3 1 
g 200 East Ontario St., Chicago 11, Ill. t 
§ Without obligation, I want to see actual sample books and g 
& booklets FREE... plus more information about your Self- 5 
g Selling Display. . 
: Firm | 
B Your Name Title i 
; Address - : 
ee es ea See q 
i 


isl 








BRING ‘EM BACK for MORE, 
® vss 

, ——SOUR store & 
mm PP » 
ear ae)? 






A , 4\ 
x pee vs 


with 


PARKS 


SEALER PRIMER 
White Pigmented Shellac 


——— lo 


Superior in Every Way 
Parks Sealer Primer has greater viscosity, 


(REDUCES SPATTERING), seals and kills stains Does 4 jobs 


better, goes further, covers more and... — 
DRIES FLAT IN 30 MINUTES! . . . ready for hi ie cee 
finish coat. ® Seals © Primes 


Parks Sealer Primer with its pure shellac base 











costs no more and often less than ordinary ° Kills Stains 
products... ® Preserves 
So for happy customers and ‘‘repeat"’ profits. . . 

give them the best . . . Parks Sealer Primer 


TEST IT YOURSELF 


Write for FREE sample on your 
letterhead. Try it for a pleasant 
surprise. 


Made by the manufacturers of 
Parks ‘‘Quick Drying’ Shellac 


Available in Gals., Qts., Pints. Order from your jobber 


10 MAIN STREET 
SOMERSET, MASSACHUSETTS 


The PARKS COMPANY 











Plastic 


WEATHERSTRIP. 


| 








effective for doors and 
double hung windows 


easy to display and sell 


GARD-STRIP, the vinyl plastic 
weatherstrip, is really modern—al- 
most indestructible, yet stays pliable. 
And, it is competitively priced, too. 
Anyone can easily tack it in place. 
No. 48-18—an 18-foot length in 
transparent package with nails. No. 
48-250—a 250-foot reel with nails. | 


Also, a wide selection of other types 
—plain, felt, hair felt, all metal, metal 
and felt, bronze door and window sets. 


Order from your jobber, or write us 







Also Stock Spring Assortments 
Clean-out Augers 
Pole Sockets 


ARDNER WIRE CO. 


4909 

















1329 Se. Cicero Ave., Chicago 50, ffl. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 16) 








heat, asbestos paper is used for 
wrapping furnace pipes, fire-proof- 
ing structures, making gaskets. 


Grant Wilson, Inc. 
For more data circle No. 57 on postcard, p. 147 


Protective coatings booklet 

The 36-page Rust-Oleum protec- 
tive coatings manual, Form 257, 
features actual color chips of 102 
different coating items. It includes 
complete sections on surface prep- 
aration, use of primers, and finish 
coatings. It also gives data on 
availability of special custom coat- 
ings. Manual includes sections on 
primers, short oil type coatings, 
long oil type coatings, restful color 
group, oil field finishes, heat re- 
sistant and chemical resistant coat- 
ings. It also has data on galvino- 
leum coatings, floor coatings and 
other specialized maintenance prod- 
ucts. Rust-Oleum Corp. 


For more data circle No. 58 on postcard, p. 147 





Catalog on fastener line 


Die cast threaded fasteners are 
described in an illustrated eight- 
page catalog. This catalog lists 
standard, stock items, many types 
of fasteners usually available only 
on special order. There is a special 
section on injection molded nylon 
fasteners, including machine 
screws headless set screws, screw 
insulators and bushings, washers 
and a number of molded nylon fast- 
ener specials. Gries Reproducer 
Corp. 

For more data circle No. 59 on postcard, p. 147 


(Resume reading on page 17) 

















BD. 





Never before has Chevy been so right 





for hardware delivery work! 


Here’s a truck specially designed to take 
to your kind of work like a duck takes to 
water! It’s Chevrolet for ’58 with new 
hustle, muscle and style that mean money 
in your pocket! 


As you can see, Chevy’s a honey of a truck 
this year, and that handsome, broad-shouldered 
’58 appearance only hints at the host of new 
and improved features that are ready to put 
you dollars ahead in the years to come. Here’s 
a truck ideally suited for your line of work. 
In styling, for instance, Chevrolet for ’58 has 
what it takes to build your business prestige 
every day in the week: new dual headlamps, 
new massive grille, newly contoured hood, new 


cab beauty, to mention just a few innovations. 

And what workers these pickups are! There’s 
new power to do more work faster from a new, 
more powerful version of the famed Thrift- 
master 6... or from the all-new high-efficiency 
Trademaster V8*. New pickup bodies are roomy 
—as long as 108” with 50” of usable width—for 
big loads. And you'll have the right chassis com- 
ponents for your job: husky parallel-design 
frame, big Torque-Action brakes, and the proper 
springs and transmissions to meet your needs 
precisely. 

There are many such reasons why Chevy’s 
never been so right for your work—many more 
reasons why you'll want to see your Chevrolet 
dealer soon! . . . Chevrolet Division of General 
Motors, Detroit 2, Mich. *Optional, extra cost. 





NEW CHEVROLET TASK-FORCE 58 TRUCKS 
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How's the Hardware Business? 





GE, Sunbeam and Toastmaster drop fair trade 
on electric housewares; stores reduce price 


General Electric Co. has dropped 
fair trade prices on its line of elec- 
tric housewares. 

Within 24 hours after GE’s an- 
nouncement on Feb. 26, Sunbeam 
Corp. and Toastmaster Div. of Mc- 
Graw-Edison Co. also dropped fair 
trade pricing on their lines of elec- 
tric housewares. Westinghouse had 
abandoned fair trade in September 
1955. 


The moves touched off a wave of 
price cutting on these items by 


department stores and discount 
houses. 
Immediately after these an- 


nouncements, the Bureau of Educa- 
tion on Fair Trade issued a state- 
ment saying the situation points 
up the need for new federal legis- 
lation to protect small retailers. 
The Bureau asked dealers and 
manufacturers who believe in fair 
trade to support the federal bill, 
H. R. 10527, which would extend 
permissive legal resale price 
maintenance in all 48 states. 


GE explains position 

GE explained that dropping fair 
trade does not mean it has aban- 
doned its belief in the principles of 
fair trade. The company had sup- 
ported fair trade since 1952. 
“Rather, our conclusion has been 
dictated by circumstances beyond 
our control which have blocked our 
continuation of an effective en- 
forcement program,” W. H. Sahl- 
off, GE vice-president, said in a 
letter to distributors and dealers. 

Mr. Sahloff pointed out that 17 
states and the District of Columbia 
no longer have fair trade laws. 
Court rulings permitting mail or- 
der chains to solicit in fair trade 
states at below fair trade prices 
also hurt. In addition, the company 
said it found it increasingly diffi- 
cult to get court aid in stopping 
violators from selling at below fair 
trade prices. 


[S4 


Mr. Sahloff urged dealers who 
believe in fair trade to weigh the 
need for new federal laws to re- 
place the “present patchwork of un- 
satisfactory state laws.” 

He said, “If you conclude such 
federal legislation is vital to your 
business, you must recognize its 
passage by Congress in satisfac- 
tory form can be achieved only 
through your articulate and active 
support.” 


Price edge levels off 


C. C. Mendler, Sunbeam vice- 
president, in a letter to Sunbeam 
distributors and dealers explained 
his company’s action this way: 

“We concluded that it would be 
inequitable and impractical to ex- 
pect our distributors and many 
thousands of Sunbeam retailers in 
fair trade states throughout the 
nation to consider themselves 
bound in the face of current condi- 
tions.” 

Mr. Mendler pointed out that 
Sunbeam had supported fair trade 
since its start in 1937 because it 
gave dealers a fair profit. He noted 
that the company had grown in 
the years before fair trade, ex- 
pressed assurances that it would 
still grow, and pledged the company 
will work to find a _ satisfactory 
solution to the problem. 

He said dropping fair trade may 
prove to be a good thing for all 
concerned in the months to come. 
He explained that dealers in fair 
trade states who had competition 
from dealers in non-fair trade 
states can now compete on an even 
basis. 

“Business will continue to grow 
and prosper in this non-fair trade 
atmosphere so long as all of us 
continue to vigorously and aggres- 
sively promote and sell,” Mr. Mend- 
ler said. 

Sunbeam is continuing fair trade 
prices on its power tools, mowers, 
sprinklers and hedge trimmers. 


Toastmaster, in a telegram to 
wholesalers, explained its action 
this way: “Necessary due to com- 
petitive situation. Sorry we cannot 


go it alone.” The telegram was 
signed S. C. Rexinger, sales man- 
ager, electric housewares dept. 

x va x 


Dealers reduce prices 
as much as 40 percent 

There was immediate reaction 
from retailers to the General Elec- 
tric Co. announcement about drop- 
ping fair trade. 

Department stores and discount 
houses immediately advertised re- 
duced prices of 30 to 40 percent on 
GE electric housewares. 

Some advertised prices were: 
steam and dry iron $11.44, for- 
merly $16.95; 10-in. skillet $8.47, 
formerly $12.95; clock-radio $18.88, 
formerly $34.95; dual control 
blanket $31.47, formerly $44.95. 








Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Spring sale mailer is 
offered by Worthington 


Geo. Worthington Co., Cleveland, 
wholesaler, has prepared a spring 
sale handbill for dealers to mail to 
their customers. 

The eight-page, tabloid - size 
mailer ties in with Hardware Week 
but dealers may use it for any 
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FLOOR RACK DISPLAY— A powerful sale-maker 
for any traffic area. Takes up only 2% sq. ft. of 
space—stands 4 ft. high—yet stocks a full lamp 
line worth $185.00 list. 








WINDOW AND COUNTER DISPLAY — [his color- 
ful eye-catcher is the perfect answer to small- 
space display with sales punch. Fits easily on 
counter or in your window. 
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SYLVANIA 


ME-LINE LAMP DISPLAYS 


promote the entire 
one-color lamp line 
for every home use! 


A complete fluorescent lamp department in just a few 
feet of space! .. . that’s the beautiful selling story of 
these special Sylvania Home-Line Lamp displays. 


What’s more, there’s a maximum of dealer turnover 
and profit built into these small-space units. They 
display and sell the one color that’s preferred for 
residential fluorescent lighting. Color-confusion is 
eliminated—buying is encouraged—and your inven- 
tory is simplified. 

Promote the full-profit Sylvania Home-Line fluo- 
rescent lamp story .. . the extra-value performance 
that gives dealers repeat sales and increases store 


traffic. It’s a money-in-your-pocket Sylvania lamp 
line that’s worth more to your dealers and you. 








453 22 aeyy 
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COUNTER RACK DISPLAY— A compact shopper-stopper 
that sells on sight. Only 24” high, 28” wide, and 12” 
deep. Displays Home-Line lamps worth $90.00 list. 





YOU'RE INVITED! Visit us at the Paper Show, 
Waldorf-Astoria — Room 905... 


SYLVANIA 


... fastest growing name in sight! 


SYLVANIA ELECTRIC PROoDUCTs INC. 
Lighting Division, Dept. 8L-8203,60 Boston Street, Salem, Mass. 
IN CANADA: Sylwania Electric (Canada) Ltd 
Shell Tower Building, Montreal 











L-GTHING * TELEVISION * RADIO * ELECTRONICS * PHOTOGRAPHY 
ATOMIC ENERGY * CHEMISTRY-METALLURGY 





MOST COMPLETE LINE 
of Quality 
ELECTRICAL WIRING DEVICES 





FUSES 














PLUGS 





BIGGER 














PROFITS 


You can make more sales—faster 
—with Eagle's tested, colorfully 
packaged electrical supplies. All 
flexibly designed for counter, 
rack or wall display. 

You will enjoy steady repeat busi- 
ness, too, because of Eagle's fa- 
mous reputation for making over 
1500 fast-selling, trouble-free elec- 
trical wiring devices and special- 
ties. Check your wholesaler today, 
or write to Eagle for free catalog 
and samples of one of above 

















“Perfection is not an Acrident’ 
EAGLE ELECTRIC 


MFG. CO., INC. 


LONG ISLAND CITY 1, NEW YORK 
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New Wholesalers’ Aids 


(Continued ) 





sales dates they choose. The mailer 
is printed in two colors. 

Space for dealer imprint and for 
addressing are provided on the 
front page. 

Items featured include bathroom 
accessories, fixtures, housewares, 
lawn and garden tools, hand tools, 
and sporting goods. 

A dealer display kit is also avail- 
able. It contains window banners, 
pennants, price cards and news- 
paper ad mats. 


32-page mailer offered 
by Our Own Hardware 


Our Own Hardware Co., dealer- 
owned wholesaler in Minneapolis, 
has prepared a 32-page spring sale 
catalog for dealers to mail to their 
customers. 

More than 250 items are fea- 
tured, many in four colors. Items 
include housewares, lawn and gar- 


a HARDWARE 





i eee ~~ 
SET OF 4 CABISTERS 
> “ . ‘ 








Mua der nennaite Me 
WASTE SASEHETS » 






‘4 OUR OWN HARDWARE { 


YOUR STORE NAME HERE 


Your Address Bere 


Phone Number 


den products, paints, sporting 
goods, wheel goods, hand tools and 
appliances. 

The mailer is backed up with a 
display kit for tying in with the 
sale. Included are banners, pen- 
nants, window specials, and price 
cards. 


Whitlock Corp. offering 
mid-winter sale mailer 

A mid-winter sales circular has 
been prepared for dealer distribu- 
tion by Whitlock Corp., wholesaler 
in Yonkers, N. Y. 

The circular, ““Mid-Winter Bar- 
gain Scoops,” is an _ eight-page 
tabloid-size mailer printed in four 























(HOWARD ) 
YOU'LL 00 A STEADY 
VOLUME ON THESE FAST 


SELLING IMPULSE ITEMS 
WITH THE BIG 40% PROFIT! 
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Write for catalog. 


HARDWARE 
PRODUCTS CO. 


New York 7, New York 
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a 
Boost your profits with DzaSSTOnRn 








the big-volume line of garden and pruning tools 





YOU'LL HAVE BUMPER SALES all year long when 
you stock the tools that professional gardeners choose. 
Disston garden tools are known for their quality. They 
practically sell themselves. 


PROFIT WITH THESE 
DISSTON SALES MAKERS: 


D-24B SPRING ACTION RAKE is the finest, most 
durable rake on the market. Ram’s horn design gives 
full spring action, saves energy. This is the rake that 
gardeners tell their neighbors about. 


D-27 PRUNING SAW has a reputation for expert 
pruning. Tree men particularly like the big hole in the 
strong wooden handle to permit a firm grip with gloved 
hand. Hardened, tempered steel blade has teeth bevel- 
filed and set for fast cutting...fast as the D-27 sells. 





YOUR SELLING EFFORT 
With Disston Garden and Pruning Tools, 
you sell known quality in design, mate- 
rials and workmanship. And you can 
. supply the gardeners who keep coming — 
back with a complete line of related 
Disston tools. . 


WRITE TODAY 


for Disston’s free booklet illustrating 
the full profitable line of garden and 
pruning tools. 


J 
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No. 41 HEDGE SHEAR sells at a fast clip because it 
looks as durable as it is. Polished hollow ground steel 
blades look like they mean business. Tubular aluminum 
handles with contoured vinyl grips look easy to use. 
They are. Look at ’em sell! 


Nos. 100-S AND 101-S GRASS SHEARS are profit 
haymakers. They help you bring in the green stuff fast, 
because their handsome, durable appearance helps them 
sell themselves. Hollow ground, heat-treated stainless 
steel blades; comfortable grip; effortless action build 
satisfied repeat customers. 


No. 327 Hand Pruner won't stay long on your shelf 
or counter. Gardeners go for the “fast cut” action of 
the 327. It’s rust resistant; has a replaceable tool steel 
blade. Contoured non-slip handle eliminates wrist 
strain in use, eliminates sales resistance in your store. 


H.K. PORTER COMPANY, INC. 


wWtSa S&S ta Ww Oivist CO MW 
23 Tacony, Philadelphia 35, Pa. 


Gentlemen: I want to cut myself in for faster profits. Please 
send me, without obligation, the free booklet, “Disston 1958 
Garden Tools.” 


Name 





Store Name 





Address 





City Zone State 











Tape it easy, Mac! 








Gold Seal Tape 


sticks tight in any weather 


Show your tape customers why it’s 
easy to do a first-class insulating job 
with Gold Seal Friction Tape. Con- 
forming readily to uneven surfaces, 
it sticks tight in any temperature 
and under all weather conditions. 
And, one thickness insulates. Gold 
Seal will save money for them, 
make money for you. Jenkins Bros., 
Rubber Division, 100 Park Avenue, 
New York 17. 





In 10-roll 
containers 
or single rolls. 









Each roll 
sealed in cellophane, 
stays fresh. 


Gold Seal FRICTION 


RUBBER « PLASTIC Tapes 
Commercial and Specification Grades 
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colors. It is for use with a nine- 
day sale. 

In addition to the circular, deal- 
ers will receive a supply of “rain 
checks” to hand out to customers 
who ask for merchandise already 
sold out. These will guarantee the 
customer of future delivery of the 
wanted item at the sale price. 


Tryon is distributing 
fishing tackle catalog 
Edw. K. Tryon Co., Philadelphia 
wholesaler, is distributing its 1958- 
59 fishing tackle catalog to dealers. 
All merchandise in the half-inch 





thick catalog is illustrated and the 
manufacturers’ names are stressed. 

Retail prices of the items are 
listed so dealers may use the cata- 
log in selling merchandise to their 
customers. Dealer’s cost of the 
items is listed in code. 


a KnOcKoury 


COMBINATION 


(Cant Miss) 


Hardware Week 
SPECIAL...HS 158* 





BIGGER PROFITS 
GREAT NEW DISPLAY 


| 8 5% oz. tubes _ | 
| DURO PLASTIC ALUMINUM (SPA-1) $8.00 | 
} 4 4 oz. tubes | 
j DURO PLASTIC RUBBER (PR-1) 4.00 | 
| 1 Special | 
wnt DISPLAY RACK 1.75 | 

3-colo | 
| DISPLAY CARD 
with 2 sample applications N.C. | 
RETAIL VALUE $13.75 | 
YOUR COST ONLY $6.60 } 






- the original (OURO) 
PLASTIC ALUMINUM 


**Metal in Putty Form’ in big 51/2 oz. tube 








ge " . 
PLASTIC RUBBER 
Amazing Latex Rubber in Putty Form * » 


ORDER FROM YOUR JOBBER 


‘Originators and World's Largest 
Mfrs. of Plastic Metals'’ 


WOODHILL CHEMICAL CO. 
1390 E. 34th St. © Cleveland 14, Ohio 
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(hot o. Cine! 


FOR REAL GARDEN SUPPLY VOLUME 


This is the line that'll add real PUSH to your Garden Supply Busi- 
ness! Better design, better made, better prices... it all adds up to 
more sales and more profits for you. For more information and 
prices ask your jobber. 








LAWN SWEEPERS 





GHD DUNHAM: LAWN ROLLERS 


* TWO MODELS 
20° Sweeping Width 
24” Sweeping Width 

* BIG BASKET CAPACITY 
20°’ Model 5'/, Bushels 
24’° Model 7'/, Bushels 

* RUGGED all steel 

frame 

*® Heavy duty brush 

* Ball bearing brush reel 

* Rubber tires 


A variety of models to meet 
the needs of Home Owner, 
Golf Courses, Large 
Estates, etc. 


* Fill with water or sand 
* Drum edges are rounded 


* Self cleaning adjustable 
scraper 


This is the finest lawn sweeper you 
can sell. It’s built for easy 
handling and long service life. 
Everything about it is rugged, 
everything about it is modern. 


SME Lawn and HOME AND GARDEN 


GREEN AERATORS WHEELBARROW 


= \ * BUILT RIGHT 
* The Best Aerator X i * PRICED RIGHT 


* Oilite bearings 























Deluxe Model 50-P 
. @ top quality 
barrow built for 
easy handling on 
gardening and 
around the house 
jobs. Big 3/2 cu. ff. 
capacity, 18 gauge 
steel tray, 10” ball 
bearing wheel. All 
nuts and bolts 
cadmium plated, 


© E-Z does it push pull 
action 


* Big seller to 
homeowners 





Manufactured by 
| CHIO MACHINE PRODUCTS, Inc. 
fi COLUMBUS, OHIO 


Manufacturers of the Dunham Hand 
and Fairway Water-Weight Rollers 


This is it for seeding and 
feeding. 


* Rugged, h dut 
ugged, heavy cuty Exclusive Sales Agent 


JOHN H. GRAHAM & (CO. INC. 


105 Duane Street, New York 8, N. Y. 


construction. 


e 3 sizes, there's one 
for every lawn. 
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when they SEE what 
they need in your store. 


EMIND ‘EM WITH 
A PROMINENT 
DISPLAY OF NEW 


Ball Bearing 









SICKLE and TOOL 


GRINDERS 


and Abrasive Wheels 


. - 
a rh. Oe 






, x ; 
E16G- \ ete osn Lge 
£336 
NEW ELECTRIC TOOL GRINDER 


® Heavy Duty %& H.P. or 1/3 H.P. Motor. 
© Chisel Grindin Attachment included. 
@ Easy Access to t of wheels. 

® Bali Bearing. 















POLISHING 
HEADS 


All exacting needs of 
your most particular 
customers ct the right 
price. A full line of 
Belt driven Sickle 
and Too! Grinders 

. @t8so Hand 
operated Tool and 
Sickle Grinders. 


New improved Design 
SAW MANDRELS 


® Ball Bearing type availabie with single 
or double threaded ends. 

® Pillow Block type with end pulley. Also 
center pulley. 

© A Complete Line! 








Fully Vitrified 


ABRASIVE WHEELS 
SICKLE CONES by 
WISSOTA! 


Sefeguard good tools 
and sections. Cool, 
fast cutting . . . Are 
better balanced. Uni- 
. formly made. Accu- 
rately dressed. Care- 
fully tested. 


CUSTOMERS WON'T BUY ‘EM IF 
THEY DON'T SEE ‘EM! 
. - - STOCK THE FULL WISSOTA LINE! 


WRITE FOR COMPLETE CATALOG! 
Ask Your Jobber's Salesman. 





MANUFACTURING COMPANY 


NNEAPO! ‘ 4 NWNE 














Promotions 





Manufacturers’ New 
Merchandising Plans 


New Toro promotion is 
highlighted by mailer 

Toro Mfg. Corp., Minneapolis, 
has prepared a spring promotion, 
“Operation Sunshine,” for its com- 
plete line of power lawn products. 

Highlight of the three - phase 
promotion will be a mailer which 
the company will send out for 
dealers requesting the service. 

The mailer is a four-page, four- 
color broadside. 
carries the dealer’s imprint and 
spotlights his store as 
supply headquarters. Rather than 
carrying a hard sell sales pitch, 
the first page lists helpful hints 
for lawn care which will aid sales 
of other lawn products. 

The other three pages of the 
broadside show and describe the 
complete Toro line. Broadsides can 
be ordered with or without prices 
imprinted. 

Dealers have several options for 
distributing the broadside. They 
can supply mailing lists to Toro 
and the firm will mail them out, 
or dealers can mail the broadsides 
themselves or distribute them by 
hand. 

Deadline for ordering the broad- 
sides is April 1. 

Other phases of the promotion 
include display kits containing 
wall posters, display cards, counter 
cards, window streamers, litera- 
ture display cards and envelope 
stuffers, and consumer magazine 
ads. 

Consumer ads will appear in the 
April 21 and May 19 issues of 
Life, the June 7 issue of Saturday 
Evening Post, the April 7 issue of 
Sports Illustrated, the May 5 issue 
of Time, the April issue of Farm 
Journal and the March issue of 
Sunset. 








Two envelope stuffers 
are prepared by Delta 


Two envelope-size catalogs for | 


mailing or handing out to custo- 


mers are now available from Delta | 


The first page | 


garden | 














LET THIS 





SALESMAN 
Sell for YOU 


Rack Size: 11” Wide, 16” High, 6” Deep 

@ Your customers serve themselves. 

@ All fast moving items for Home, 
Office and Shop. Small inventory 
required. 

@ All items skin-packaged - no lost 
parts or soiled packages. 

@ Greater profits are yours with 
fast turnover. 





see METAL DISPLA 


with assortment 


Each of 10 Different Cards 
Total 50 Cards 









Other U. S. E. products 





“KORKER” 


Machine Screw Anchor 


4§.N-S" 
Lag Screw Shield 








“TY-TON- FORWAY” | “MULTI- DIAMETER” , 
Machine Bolt Shield | Wood Screw Anchor 
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When ordering thru your 
wholesaler-specify U.S.E. 


* 
by name. . 





MASONRY ANCHORING. FASTENING 


DRILLING AND ALLIED PRODUCTS 


U. S. EXPANSION BOLT CO. 
YORK, PA. DEPT. HA-3 
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CRESTOLOY 


CRESCENT 





CRESTOLOY 





CRESCENT AND CRESTOLOY 


CRESTOLOY Wrenches are forged from a 
special alloy steel permitting thinner, trimmer 
design with greater strength and less weight than 
conventional types. They are available in Single 
End patterns, 4” to 24” size. Double-end in four 
models combining 4-6; 6-8; 8-10; 10-12 inch 
sizes. The 15”, 18” and 24” sizes, available in 
Single End pattern only, are distinguished by 
their tapered handles. There is no stronger or 
finer Adjustable Wrench than CRESTOLOY. 


















TOOL 


COMPANY, 


CRESCENT Wrenches are forged from 
selected carbon steel and specially heat-treated 
to increase their toughness and durability. Due 
to their lesser cost and relatively great strength, 
they are widely used in industrial and service 
operations where thinness is not essential. Avail- 
able in Single End Patterns, 4” to 18”. 

Both CRESCENT and CRESTOLOY 
Wrenches represent the best in design and work- 
manship, and carry the same guarantee. 


HARDWARE DEALERS every- 
where are increasing their tool 
sales with Crescent Display panels. 
Designed for wall, counter, table 
or window display, they can be 
used with various mounting fix- 
tures. Ask your jobber for details. 








ign of lhe C¢rtisan 
Symbol of Ercellence 


SS 


JAMESTOWN, NEW 


CRESCENT TOOLS — = 


a 
C— was Y 
~ 


outsell all other ADJUSTABLE WRENCHES 


Crescent is our trode-maik, registered in the United States and abroad, for wrenches ond other tools. Sold by leading distributors ond retailers everywhere and made only by 


CRESCENT YOR K 
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...@ hot item 





for warm weather 





















































Now is the time to remind your customers to 
seal cracks around doors and windows, screens 
and dozens of other places in the home. 




















Shuford’s weather stripping is 100% vinyl... 
won’t crack or peel. It’s flexible in any tempera- 
ee | ture and weather and easily fits any shape 
opening. Can be painted. 























Comes in eye-catching “Do-it-yourself” kit 
= containing 18’ continuous length strip, tacks and 
" instructions. Packed 12 kits, assorted white, 
brown, gray, in self-display carton. 500’ reel 
bulk put-up, too. 






































Nothing for you to do except order NOW and 
cash-in on the tremendous customer-appeal of 
Shuford’s “all-purpose” Weather Stripping! 
































Order TODAY from 
your dealer, or write 























CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS * WEATHER STRIPPING 
COTTON & RAYON YARNS « EXTRUDED PLASTICS "'CkKop y 


Mills eer 
an “ 


Shuforg 


























World’s wargest Manufacturer of Cotton Cordage 





Manufacturers Promotions 












(Continued ) 


Power Tool Div., Rockwell Mfg. 
Co., Pittsburgh. 

One catalog is a 20-page con- 
densation of the standard-size 
Homecraft catalog. It shows and 
describes all major tools of the 
Advanced Design Delta Homecraft 
tools line. 

The other catalog lists’ the 
series of Delta books on how to 
get more out of tools and books 
of workshop projects. 


Ladder Institute will 
run display contest 

ihe American Ladder Institute, 
Chicago, is sponsoring its 4th an- 
nual ladder display contest during 
Ladder Month in April. The con- 
test is to tie-in with Clean-up, 
Paint-up, Fix-up Campaign. 

Prizes of $100 will be awarded 
to winners in each of three dis- 
tricts. 

Dealers can enter the contest by 
preparing a ladder display in their 
window, on the floor near the win- 
dow, or on their sidewalk. They 
should submit a black and white 
photograph of their display and a 
brief description of the display. 

Deadline for entries is May 15. 

Dealers wanting more informa- 
tion or submitting their entries 
should write to American Ladder 
Institute, Suite 2551, 666 Lake 
Shore Drive, Chicago 11. 


17 consumer magazines 
to carry Regina ads 

A spring advertising campaign 
of 31 large-space color ads in 17 
consumer magazines is scheduled 
by Regina Corp., Rahway, N. J.., 
for its Twin-Brush Polisher and 
Scrubber and Electrikbroom. 

Full-page color ads will appear 
in the March 10 issue of Life and 
the March and April issues of Bet- 
ter Homes & Gardens and Ameri- 
can Home and the April and May 
issues of Living for Young Home- 
makers. 

Other consumer magazines that 
will carry Regina ads are Look, 
McCall’s, Ladies’ Home Journal, 
House Beautiful, House & Garden, 
Sunset, Home Modernizing, New 
Homes Guide, House & Garden’s 
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WOOD SCREWS 


Famous “EZ to C’. LABELS 
SAVE YOU TIME, CREATE SALES: 


Let Southern Screw’s copyrighted package 
identification system work for you three ways: 
Keyed color on label 
Keyed silhouette on label 
Keyed border design on label 
Strong, colorful Southern boxes dress up 
ay" shelves, attract customers attention. MACHINE 
tock this full Southern Screw line — SCREWS 
the fasteners advertised in popular FLAT 


> 4 | 


consumer workshop magazines. 1 GROSS 


7 


SOLD THROUGH LEADING 
WHOLESALE DISTRIBUTORS 


ROLLED 
THREAD 


WOOD SCREWS WAREHOUSES: 
STOVE BOLTS 


| : YORK 
MACHINE SCREWS & NUTS . NEW YO 


SHEET METAL SCREWS SCREW COMPANY CHICAGO 
CARRIAGE BOLTS DALLAS 


STATESVILLE * NORTH CAROLINA 
WOOD DRIVE SCREWS LOS ANGELES 
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MASONWARE 
Hot Shots 
































THREE TIER CAKE PAN SET... 
FASTEST selling item. Packaged in a color- 
ful poly bag. Conveniently packed; only six 
sets per shipping carton for easier dealer 
handling. Item #81012. 


. your 


. 








' 


i 
ROUND COOKIE SHEET, another 


Masonware best seller, packaged in a terrific 
four-color poly bag. This is a new and differ- 
ent idea in a cookie sheet ... and from the 
sales, Mrs. America must love it! Item 717. 























WEE PARTY CAKE PAN SET, a new item 
that broke in with a bang. Parties, birthdays, 
anniversaries have no season and this little 
cake pan set at an impulse price is a big year 
round profit maker. Packed in easy 1 dozen 
cartons, #345/12. 2 dozen pack, including a 
free wire display rack, #345/24. 


STEADY SELLERS DEPT. C 




















BAKEWARE 
SERVING TRAYS 
STOVE MATS 


Ce 


MASONWARE COMPANY 
division of FRAM CORPORATION « 
DEXTER ROAD, EAST PROVIDENCE, R. I. 
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Manufacturers Promotions 
(Continued ) 





Book of Building, House Beauti- 
ful’s Building Manual, Bride’s, 
Modern Bride and Bride & Home. 

Other ads will appear in What’s 
New in Home Economics, Forecast 
for Home Economists, Hotel Man- 
agement, Hotel Bulletin, World- 
Review of Hotels & Travel, Ameri- 
can Motel Magazine, Tourist Court 
Journal, Room Service, Institu- 
tions, Better Maintenance and Food 
Service. 

Tie-in aids for dealers, such as 
newspaper ad mats, radio and tele- 
vision commercials, envelope stuf- 
fers, displays and giveaway folders, 
will be provided. 


American Tackle lists 
ad schedule for dealers 


American Tackle & Equipment 
Co., Philadelphia, is announcing its 
national and regional advertising 
campaign to tackle dealers in the 
company publication, Tackle Tac- 
tics. 

The announcement lists 10 na- 
tional magazines and six regional! 
sporting publications in the 1958 
schedule. Knowing the schedule 
will enable dealers to plan their 
own local advertising and promo- 
tion schedules to tie-in with the 
national schedule. 

The company also announced 
that dealers who subscribe to the 
Bunting System Adcatalog may 
now select American Tackle ads. 
Ads available are for the Ocean 
City No. 377 “Flipline” closed-face 
spinning reel, Ocean City “Star- 
less” reels, True Temper rods and 
Montague rods. 


Warranty is featured 
in Allenco promotion 


W. D. Allen Mfg. Co., Chicago, is 
running a consumer promotion for 
three of its top-rated Allenco sprin- 
klers. The sprinklers now carry a 
5-year warranty card. 

Customers send in the warranty 
card and 50¢ and receive a “Chuck 
Wagon Barbecue Fork” branded 
with their name. 

For every three warranty cards 
sent in by his customers, the dealer 
receives a free Pistol-Grip nozzle. 
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WILHOLD 








A COMPLETE LINE 
<>" PROVEN PRODUCTS 


WILHOLD 
eee mos CEMENT 


BONDS ON CONTACT! 
Quick Dry... Spreads Farther 


WILHOLD 
100% 
WATERPROOF 
RESORCINOL 

GLUE Exceeds Govt. Specifications 


ee Do eee ee eeeeeeesesecs 


WILHOLD 
CONCRETE 
ADHESIVE 


Bonds New Concrete to Old 
in Any Thickness ! 











WILHOLD qa 
PLASTIC RESIN WILHOLD 
GLUE 


Marine Grade 
Waterproof Powdered Type 


Decorating Fun for All! 
/ ar 
WILHOLD gaya 


GLUE and 
GLITTER 
















COLORAMA DISPLAYS 


Ask your supplier or write 
WILHOLD 


PRODUCTS ALWAYS DEPENDABLE 


co LOS ANGELES 31, CALIF. 
Ad 1032 CHICAGO 4, ILL. 
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It’s time for hard selling. Your profits this year may 
ey OW, depend upon it. And here’s a selling idea that has 
already proved itself! 


\ Experience proves that you can sell complete water 
4 service equipment as easily or with little more effort 

than it takes to sell a single unit. The buyer of an F-M 

water system can also be sold an F-M water heater and 


an F-M water softener. 
Try it yourself. There’s nothing like a big sale to make 
you a believer. Of course, you’ve got to have products 


to sell. So mail the coupon for an early date with an 
SELL. F-M salesman. 
He will fill you in on the many selling helps you’ll get 


“\ from Fairbanks-Morse: national advertising; local co- 
Y op advertising; point-of-purchase materials; envelope 

stuffers and other mailers; TV and movie trailers; radio 

scripts, and—most important—the really profitable dis- 


count plan. 











Fairbanks, Morse & Co. 


Epo: 600 S. Michigan Ave., Chicago 5, Ill. 
’ p Gentlemen: Have your salesman give me full details of the 


F-M profit-making selling idea—seliing “‘All Three.” 











all BG ake 0 carn nc bade cbs b a ode ded rk 
) FAIRBANKS-MORSE pe ee | 
@ name worth remembering when you want the BEST CN i vies cn none nc +e a 2 ae 








WATER SYSTEMS * GENERATING SETS « MAGNETOS * PUMPS * MOTORS * SCALES * DIESEL LOCOMOTIVES AND ENGINES 
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Quality Pliers 
Customers Ask For 


When customers who know good 
tools ask for pliers, they invari- 
ably ask for Kleins. Kleins are the 
standard by which other pliers are 
judged . . . backed by almost a 
century of experience. 

Kleins are available in a wide 
range of sizes and styles to meet 
every need. Be sure you have a rep- 
resentative stock of the most popu- 
lar items. 

A recently developed selling dis- 


play board on your counter will | 


help you sell more of these quality 
tools. Your hardware jobber can 


supply it. 
Write for FREE 
Pocket Tool Guide 


— 






cians and industry 
is back of this 
Pocket Tool Guide 
No. 100. A copy 


request without 

obligation. 

DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 


International Standard Electric Corp. 
New York 


Mathias KIEIN & Sons 
Ertaiiabed 1857 ips BOSAL 
uM 9RMICK ROAD e CHICAGO 45 LLINOIS 





100 years of service | 
to linemen, electri- | 


will be sent you on | 


A price correction on 
Borden's Resinite hose 


In the Feb. 13 issue of HARD- 
WARE AGE the list price on Bor- 
den’s Duro-Tred Hose (on page 
74) 50 ft, % in. was incorrectly 
advertised at $7.95. The correct 
price for this model is $5.95. 


Hamilton introduces new 
promotional Cosco line 


Hamilton Mfg. Corp., Columbus, 
Ind., has introduced a new pro- 
motional line of stools, tables and 
bridge furniture called Cosco 
Stylaire. 

Cosco Stylaire will be offered to 
dealers at a low price and is in- 
tended for promotion on a price- 
free basis. 

According to Clarence O. Hamil- 
ton, executive vice-president at 
Hamilton, the new line meets a 
marketing need. 

But, he said, it does not mean 
Hamilton is scrapping any of its 
traditional beliefs. The firm, he 
said, will continue to hold firmly 
to its beliefs in high quality manu- 
facturing and fair trading and 
traditional channels of distribution 
with the regular Cosco line. 


Contest blanks packed 
with Cresline pipe 

Crescent Plastics, Inc., Evans- 
ville, Ind., is participating in the 
dealer contest to name the new ad- 
vertising character for Alathon 25 
plastic pipe. 

The contest is sponsored by E. I. 
du Pont de Nemours & Co., Inc., 
Wilmington, Del. 

The contest period runs from 
March 1 through July 31. 

Entry cards are attached to each 
coil of Cresline pipe. There is one 
entry card on the 100 ft coil and 
two entry cards are attached to the 
full coil. 


Wagner Mfg. plans drive 
to popularize sweeper 

A campaign to increase the popu- 
larity of the carpet sweeper is being 
undertaken by E. R. Wagner Mfg. 
Co., Milwaukee. 

The company recently completed 
a six-month study of women’s 
sweeper and housecleaning atti- 
tudes. 





Bassick Casters! 


+t 


eed 
tes 
othe 


an impulse item? 


Yes, with card packaging display- 
ed on pegboards or in glass bins. 

You know how shoppers “browse” 
through stores these days. 

It's a practice you can turn to profit— 
through caster sales. And Bassick’s card- 
ing of five best selling caster styles makes 
it easicr than ever. 

The cards show the products attrac- 
tively, illustrate the applications, make it 
easy for customers to see, feel and select 
casters. Ideal for self-service or semi self- 
service selling in both hardware and 
housewares departments. And unit sales 
go up, too—the cards sell a set of four; the 


different styles suggest many applications. 


Floor Protection Headquarters 


Set up a floor protection headquarters 
in your store with these carded casters 
and other related items. Top quality 
Bassick casters, rubber cushion glides, 
Bassick “No-Mar” non-marking rests and 
furniture cups, and Bassick feltoid tips. 
Tue Bassick Company, Bridgeport 5, 
Conn. In Canada: Belleville, Ont. 


8.12 


SERA (C4 





SYMBOL OF EXCELLENCE su 
MAKING MORE KINDS OF CASTERS MAKING CASTERS DO Mone 


HARDWARE AGE, MARCH 13, 1958 

















































HARDWARE AGE, MARCH 13, 1958 197 


Wake more money ot Fasteners. - 


i oles @mr- tale mm -1-1 1 mm dal-me-leda-s 2 
dar-) @e-3c-t-feR Amol Rh £-10 mm s- tak 


” ee 
See 
pa te, 
oF a 
7 
i 





HOLTITE 
for any job 


























Pa dee, 
Ley She 


What line of fasteners is the best business-builder? You'll find 
the answer in the workmen’s tool kits . . . on any job. 














Why do so many craftsmen select Continental HOLTITE? 
Because they know “Continental” means special quality and 
uniformity that saves them time and avoids trouble on the job. 
They know, too, that Continental makes all the types they 

need for fastenings in wood, metal, or plastic-bonded pressboards. 





These men are the steady customers for fasteners. Stock the 
line they like. You'll find that fastener business pays extra 
profits when you “Count on Continental”. For details, write: 
Continental Screw Co., New Bedford, Mass. 


CONTINENTAL 


HOLTITE FASTENERS 


Phillips and Slotted Head 


TAPPING SCREWS 
Thread Forming 
and Thread Cutting 


WOOD SCREWS 
MACHINE SCREWS 
STOVE BOLTS 

NUTS * WING NUTS 
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Read it in 


HARDWARE 
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J. A. Williams Co. Of Pittsburgh Promotes 


Four Executives In 


J. A. Williams Co., Pitts- 
burgh area wholesaler has 
made several top. echelon 
changes in the General Lines 
division. 

A. H. Wagman, former 
merchandising manager, has 
been elected to the new po- 





A. H. WAGMAN 





A. A. GOLOMB 





JOHN C. COHEN 
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General Lines Division 


sition of vice-president in 
charge of sales and mer- 
chandising. 

A. A. Golomb, former salés 
manager, has been named 
manager of distribution, a 
new post. He will coordinate 
all dealer-wholesaler mer- 
chandising activities. 

John C. Cohen, former toy 
department manager, has 
been named divisional mer- 
chandise manager for toys 
and sporting goods. 

James L. Scowden, former 
housewares buyer, has been 





JAMES L. SCOWDEN 


named divisional merchan- 
dise manager for housewares 
and hardware. 


Brigham Elected VP 
Of M. Seller Co. 


Robert I. Brigham has 
been elected vice-president 
of M. Seller Co., California 
wholesaler which has head- 
quarters in San Francisco. 

Mr. Brigham has _ been 
general manager of M. Seller 


for the past year. Before 
that he was personnel di- 
rector of National Presto 


Industries. 

Mr. Brigham plans an ex- 
panded sales program for 
toys and housewares in 1958 
to commemorate the com- 
pany’s 100th year of busi- 
ness. 





LOU A. HARTSOOK 


Lou Hartsook of Odell 
Retires After 47 Years 


Lou A. Hartsook, senior 
vice-president of Odell Hard- 
ware Co., Greensboro, N. C. 
wholesaler, has retired after 
47 years of service. 

Mr. Hartsook started with 
Odell in 1911 as a $35 a 
month stock clerk. Later be 
became head of the retail 
business and in the 1920’s he 
opened the sports depart- 
ment which he developed into 
statewide fame. 

Mr. Hartsook became a di- 
rector in the late 1920’s and 
has been vice-president since 
1932. 

From now on, he’s going 
to hunt and fish. 


F. W. Weitzel Elected 

Ox Fibre President 
Frederick W. Weitzel has 

been elected president of Ox 

Fibre Brush Co., Frederick, 

Md., to fill the vacancy left 

by the death of A. R. Mce- 


Ewen. (See HA, Feb. 27, p. 
128.) 
Mr. Weitzel joined the 


firm in 1928 as manager of 
the palmetto fibre processing 
plant in Benson Junction, 
Fla. 

He became general super- 
intendent at the Frederick, 
Md., headquarters in 1931. 
In 1938 he moved up to gen- 
eral manager of the company 
and was elected vice-presi- 
dent and director in 1946. 


. 
—- oa 





F. W. WEITZEL 





DEALER BRIEFS: 





Illinois Dealer Modernizes To Celebrate 
His 50th Anniversary As A Hardwareman 


New York, N. Y.—Murry 
Sell Hardware Co. celebrated 
its second anniversary with 
the purchase of new office 
and warehouse facilities at 
331 Vanderbilt Ave., Brook- 
lyn. The firm was located at 
115 S. Oxford St., Brooklyn. 





Tacoma, Wash. — Demon- 
strations, gifts and prizes 
marked the two day opening 
of Smith’s Sixth Avenue 
Hardware at Sixth Ave. and 


Prospect St. Clarence W. 
Smith and his son, Warren 
C. Smith, form the manage- 
ment team for this modern 
store. Mrs. Clarence Smith 
is manager of the gift and 
housewares departments. 


Pittsfield, Ill. — When 
Charles F. Kriegshauser ob- 
served his 50th anniversary 
as a hardwareman, he had 
an attractive front installed 

(Continued on page 220) 
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Here's the box score 
on fair trade actions 


As this issue of HARDWARE 
AGE goes to press the num- 
ber of companies taking ac- 
tion on fair trade continues 
to grow. 

In addition to the manu- 
facturers listed on p. 184, 
General Electric Co., Sun- 
beam Corp., and Toastmaster 
Div., McGraw- Edison Co., 
these companies have 
dropped fair trade on some 
of their products: 

Hamilton Beach Co., Div. 
of Scovill Mfg. Corp.; Ron- 


son Corp.; Schick, Inc.; 
Royal McBee Corp. 

These companies were 
evaluating their fair trade 
positions: 

Revere Copper & Brass, 


Inc., Lincoln Metal Products 
Corp.; Remington Rand Div. 
of Sperry Rand Corp. 
These companies were re- 
ported planning to continue 
fair trade: Hamilton Mfg. 
Corp., Bissell Carpet Sweep- 
er Co., Parker Pen Co., 


WhirlPool Corp., Lewyt 
Corp., Evinrude Motors Div. 
of Outboard Marine Corp., 
Westclox Div. of General 
Time Corp., Corning Glass 
Works, Smith-Corona, Inc., 
Underwood Corp. 


Ray Nichols Named 
Bernz Sales Manager 


Otto Bernz Co., Rochester, 
N. Y., has appointed Ray 
Nichols to the newly created 
post of general sales man- 
ager. 

Mr. Nichols, formerly gen- 
eral manager of the Borden 
Ice Cream Co. Rochester 
branch, will head the field 
sales organization and home 
office personnel. 

Robert Wilcox, former Chi- 
cago representative for 
Bernz, has been named prod- 
uct manager of the Ceramic 
Grille Div., and Allan Brown, 
former New York represen- 
tative, will serve as manager 
of the Portable Refrigerator 
Div. 





Shapleigh Hardware, Wholesaler, Re-enters 
Toy Market After A Seven Years’ Absence 


Shapleigh Hardware Co., 
St. Louis wholesaler, has re- 


entered the toy industry 
after an absence of seven 
years. 


According to the announce- 
ment made by Fred H. John- 
son, president of Shapleigh, 
“the average hardware deal- 
er can no longer afford not 
to carry toys. The tremen- 
dous population growth 
across the country makes 
this an important fact.” 

Shapleigh’s first year in 
toys will be on a very se- 
lected basis. But there will 
be full emphasis on provid- 
ing their Keen Kutter and 
Dealer Plan Accounts with a 
well rounded and forceful 
toy program, 


Merchandise manager Rob- 
ert A. Wolff has outlined 
plans to distribute over 
1,000,000 promotional toy 
tabloids through dealers this 
year. 


Risdon Names Pilsch 
To John Russell Post 


Frank Pilsch has been ap- 
pointed assistant sales man- 
ager of the John M. Russell 
Div., Risdon Mfg. Co., Nau- 
gatuck, Conn. 


Mr. Pilsch has been with 
the chain and plumbing sup- 
plies maker since 1955 and 
has represented the firm 
throughout the U. S. 
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Norman F. Luekens has 
been elected president of Geo. 
Worthington Co., Cleveland 
wholesaler. 

He succeeds A. G. Rora- 
beck who becomes chairman 
of the board. 

Mr. Luekens joined Worth- 


A. G. RORABECK 


ington as comptroller in 1942 
after spending seven years 
with Lybrand Ross Bros. & 
Montgomery. He became as- 
sistant secretary in 1944 and 
was elected secretary and 
director in 1945. 

He became treasurer in 
1946 and retains that post 
along with his responsibili- 
ties as president. 

Mr. Rorabeck, new chair- 
man, has been with Worth- 
ington since 1909. He suc- 
ceeds Paul H. Deming who 
has been a director since 





N. F. Luekens Elected Geo. Worthington Co. 


President; Rorabeck Becomes Board Chairman 













FRANK SIMON 





J. H. CHAPPLE 


1906 and chairman since 
1911. Mr. Deming retains 
his directorship and has be- 
come honorary chairman. 
Several new directors were 
elected. They are: Paul A. 
Schefft, secretary, former 
(Continued on page 214) 
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The manufacturer guarantees this oiler for a period of five years against failure 
resulting from defective materials or workmanship, provided that in that time 
reasonable care has been exercised in use of the oiler. 

Within the warranty period, any defective oiler or parts will be replaced free 
of charge. For replacement, send name, address, and defective oiler or parts 
(transportation prepaid) to the manufacturer. 
























































ORDER FROM YOUR SUPPLIER 


MANUFACTURING CO. 
Wellsburg, W.Va. 
































SERVING THE TRADE SINCE 1894 











—__________News of the Trade—— 








New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 


jlack & Decker Mfg. Co.., 
Towson, Md., has named 
Daniel T. McGlasson as Dal- 
las hardware division dis- 
trict manager. He joined the 
company in 1953 as a sales- 
man and worked in Salt 
Lake City and Houston. 

7 

O-Cedar Div. of American- 
Marietta Co., Chicago, has 
named H. A. Hawkinson and 
M. L. Schnadig divisional 
sales managers. Mr. Hawk- 
inson, West Coast divisional 
manager, will supervise sales 
in California, Oregon, Wash- 
ington, Montana, Idaho, and 
Utah. He had been Los An- 
geles regional manager. Mr. 
Schnadig, former Chicago 
regional manager, will su- 
pervise sales in that area 
plus Illinois, Michigan, Iowa, 
Indiana, Kentucky and Ohio. 


7 
H. B. Ives Co., New Ha- 
ven, Conn., has appointed 


William S. English direct 
factory sales representative. 
He will cover Oklahoma, Col- 
orado, Arkansas, Kansas. 
Nebraska, part of Missouri 
and the central mid-south 
area. He has been with the 
company for several years 
and has had extensive fac. 
tory training. 
Vv 
Cal-Dak Co., San Gabriel. 
Calif., has appointed Robert 
Burke McCarty sales man- 
ager for the new San Fran. 
cisco office. This’ office will 
serve the northern Califor- 
nia market. 
v 
Household Products Div. 
Pioneer Rubber Co., Willard. 
Ohio, has named Nate 
Weiner Co. & Associates of 
Minneapolis, as west-north- 
central area sales represen- 
tative. He covers North and 
South Dakota, western Wis- 
consin, lowa, and Nebraska. 
v 


Deming Co., Salem, Ohio, 
has named Larry Griehs 
district representative to 
cover parts of Indiana, Ohio, 
and Kentucky. His territory 
runs south of Route 40 be- 
tween Columbus and Indian- 
apolis. 

Vv 


Bennett-Ireland, Inc., Nor- 
wich, N. Y., has named Kent 






Turner sales representative 
in the western New York 
and Erie, Pa., areas. Spence 
Butters, whom Mr. Turner 
succeeds, has been transfer- 
red to the Ohio-Indiana ter- 
ritory for the company. 


v 


Millers Falls Co., Green- 
field, Mass., has named John 
J. Horan, Havertown, Pa., 
mid-Atlantic sales represen- 
tative. He will handle the 
company’s hand and power 


tool line in Pennsylvania, 
New Jersey, Delaware, 


Maryland, and the District 
of Columbia. He is a former 
manufacturers’ agent and 
was later with the Atkins 
Saw Div., Borg-Warner 
Corp. 


v 


Evans Products Co., Plym- 
outh, Mich., has named Paul 
A. Fangman as sales repre- 
sentative. He will direct 
sales of Evans car-style bi- 
cycles and custom-quality 
velocipedes in Indiana, ex- 
cepting Lake and Porter 
counties; central and north- 
ern Kentucky and central 
and southern Illinois. He is 
a former sales supervisor for 
Continental Baking Co. and 
former assistant manager of 
a Sears, Roebuck unit. 


v 


Boyle-Midway, Div. of 
American Home Products, 
has named two new district 


sales managers. Theodore 
Olsen heads sales for the 


north Pacific region. Jerry 
Bastien heads sales for the 


south Pacific region. Mr. 
Olsen will make his head- 
quarters in San Francisco, 


and direct sales for northern 
California, Oregon, Wash- 
ington, Montana, Idaho, 
northern Nevada and Utah. 
Mr. Bastien will work out of 
Los Angeles to service south- 
ern California, Arizona and 
southern Nevada. 


v 


Supreme Products Corp., a 


subsidiary of A S R Prod- 
ucts Corp., has appointed 
Len Keller assistant sales 


manager of the eastern and 
Canadian Divisions. Chester 
Gaudian has been named 
western sales manager. 
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Nothing sells like quality. This is the big reason 
why it is easier to sell the Modern Line. 

Top quality features such as rugged, all-steel construction, 
precision design, durable automotive finish and wide 
selection of capacities make the Modern Line 

the sell-on-sight line. 


Ask for the full story today ... get ready for profits tomorrow. 


é 


5389 W. 130th St 


‘ealelol-laemicle) m. me) | — cto PEPeannDOm 

















aaa | MORE POPULAR 


FEATURES- 


@ MICRO-GROOVED 
@ SEALED BOXES 


@ TARNISH-PROOF \\\\\\\\\\\\ {or T 4 A N FY F R 

WRAPPED \\\\\\\\\\\ H} : 
@ JEWEL FINISH —\\\\\"" i 

STAR KEY & LOCK / 7 ‘ 

IMANUFACTURING CO. 


$51 SOUTH FIRST STREET 
BROOKLYN, WN. Y. 














THERE 1S A DIFFERENCE IN CHAMOIS in their 


SUNSHINE | “SERVE 


Tm, 


en SERUM YOURSELF’ 





FULL — Ol. TANNAGE 
) SA 


agg ewe packet 
“EASIER TO USE 


"LASTS LONGER 
"CLEANS BETTER 


Moore Picture Hangers in their handsome, 














MOVE & WORTHEN TARIENG CORP. _ MBVERWAI, MAS! colorful Picture Window Packets sell faster, with 
2 less effort. They’re easier to display, easier to a 
handle, and the 4 different sizes are more BELONGS ON 
CAR TOP CARRIERS quickly identified. For more picture hanger YOUR COUNTER 
For boats, skis, to- sales, stock these 56-year favorites, NOW IN —_—_ 


TODAY’S MOST MODERN HANGER PACKAGE. The Moore 7208 Counter 
boxes, etc. Highest Display. 72 Packet ca- 


in quality, conveni- pacity, yet is only 10%” 

ence, service. Nation- M () () x F p 1 S H - p N C 0) high, with 9” diameter 

ally advertised. : base. All metal. Revolves. 

For details, write in ag “4 19O O Ask your jobber. 
Box HA-3-13 Viakers of farmous Moore Push-Pins 

WESBAR . STAMPING CORP.., West Bend, Wis. 113-25 BERKLEY ST. PHILA. 44. PA. 


boggans, luggage 
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There’s a Mansfield Relief Valve 
















fo meet every need 





For pressure and temperature-pressure protec- | 
tion, there are no finer products than Mansfield | 
relief valves. | 

Available in 6 models, each utilizes a high 
quality red brass body, precision cast in Mans- 
field’s own modern foundry. To this is added a 
stainless steel control spring that provides instant 
relief whenever pressure exceeds valve setting. 
Long trouble-free service is further assured by 
special internal construction. Replacement 
of bibb washer can be made without removing 
entire valve from line. 

Pressures are adjustable from 50 to 200 p.s.i. 
‘Temperature-pressure models are furnished with 
fuse plug that melts at 210°F. (B.T.U. rating 
—150,000). 


Write today for 4-page bulletin LL-5990 and learn the full 


profit facts! AA-7058 








Mansfield No. 450 
Temperature-Pressure Relief Valve 


Mansfield No. 451 
Pressure Relief Valve 








Mansfield No. 452 
Pressure Relief Valve 
adjustable pressure with test lever 


Mansfield No. 453 
Temperature-Pressure Relief Valve 
adjustable pressure with test lever 








ti 





Mansfield No. 494 
Temperature-Pressure Relief Valve 
with 6-inch extension tube 


Mansfield No. 495 
Temperature-Pressure Relief Valve 
adjustable pressure with test lever 

and 6-inch extension tube 
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Mansfield Nos. 452, 453 and 495 
relief valves are equipped with a 
special calibrated test lever. The 
latter fits easily into the pressure 
cap and makes for quick pressure 
setting on the job. 

















exclusive combination test lever 
and adjusting key 


MANSFIELD SANITARY, INC. 
Perrysville, Ohio 



















~News of the Trade —— 


Coast-To-Coast Stores Reached New Sales 


Highs In 1957; Big 


AY : r = 4 
i ° Ee sh ime 


How Wi You 


Volume Seen for 1958 


Sal 





Coast-to-Coast Stores owners from 18 midwest and northwest states 
numbering 663 gathered in Minneapolis for the biggest annual 


meeting in their history. 


Owners of the 663 Coast- 
to-Coast Stores met recently 
for the largest annual meet- 
ing in their history at the 
Pick-Nicollet Hotel in Minne- 
apolis. 

The stores are located in 
18 midwest and northwest 
states and the meeting was 
sponsored by the Coast-to- 
Coast Stores central organi- 
zation. 

Sales volume for Coast-to- 
Coast Stores set a new high 
in 1957 and officers of the 
company predicted a _ con- 
tinued upward trend through 
1958. 

Total attendance at the 
meeting was about 1400, in- 
cluding store owners and 
their wives plus suppliers’ 
representatives. 








Made for the “backyard” 
“swimming pools 


Also used as a pump 


Nationally advertised 





Heading the program list 
was a speech by U. S. Sen- 
ator Hubert H. Humphrey 
of Minnesota; 18 merchan- 
dising and service clinics; 
announcement of plans for 
the coming year and a mer- 
chandise show. 


Turner Brass Works 
Elects Two Officers 


Turner Brass Works, Syc- 
amore, Ill., has elected two 
new Officers. 

Harold V. Engh, Jr., for- 
mer plant manager, has been 
elected vice - president. Wil- 
lard F. Vanderbeek, former 
assistant to the president 
and engineering department 
head, has been elected secre- 
tary-treasurer. 





HARDWARE 





UNDERWATER 
VACUUM CLEANER 


Total 
Weight 


Marine Mfg. Div. 


13-31 127th ST. COLLEGE POINT 56, N. Y. 
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backs you with 
powerful advertising in 














No wonder KRYLON is 
Ist in SALES—Ist in PROFITS 


; 







e Fast turnover on a 40% profit 
line 
© Sales-stimulating displays 


ERIES tn 
wee, «= IRB TES! 


@ Eye-catching label... winner 
of C.S.M.A. aerosol award 


© Top quality. . . the pioneer 
is still the pace setter 


Sa a 
"Ste ae ee 


e Best-seller colors, Crystal- 
Clear and Varnish Sprays 


Call your jobber or write 


KRYLON, INC. 
NORRISTOWN, PA. 
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s SET No. 52 
for Picket Gates 


Rugged, double acting Picket Gate hardware is made to stand 
heavy abuse. Furnished in complete sets that include heavy 
zinc plated riveted pintle strap hinges (%4” wide—*s” thick—6’ 
long). Latch and strike measures 34” wide x 13” long. All nec- 
essary mounting screws packaged in envelope with hardware. 


NO. 50 BARN DOOR AND GATE LATCH 


For single acting gates up to 2” thick. Installs ina 
1” hole. Heavy cadmium plated 34” Rod Latch 
Bar is gravity operated—no pins, springs or nuts. 
Handles will not freeze. Extra strike holds gate 
open. Mounting screws in package. 





SET No. 50 


Shel 


IDEAL BRASS WORKS, INC. 


250 E. 5th Street, St. Paul 1, Minnesota 
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IT’ s EASY TO RING- UP 
EXTRA SALES 


When you display these handy 
AGS Lubricants near the register 





























LOCK-EASE® 
Graphited LOCK FLUID 


For lock lubrication and all-season maintenance of all 
types of locks. Best protection against freezing, sticking, 
rusting . . . of car locks, garage locks, padlocks, combina- 
tion locks, etc. “Drop or stream” can onty 49c. Attractive 
display card with each 12-can carton. 


DOOR-EASE® 
Stainless Stick Lubricant 


Prevents sticking, binding and squeaks of doors, latches, 
friction catches, drawers, storm windows and screens, etc. 
Used like crayon. Won't stain . . . dry-up . . . or wash off. 
Popular 15c seller comes 12 in display box. Also large 39c 
size in lithographed push-bottom tube . . . packed 6 in 
display box. 


AMERICAN 
DRIPLESS OJL 


The finest oil for hinges, locks, tools, guns, bicycles, reels, 
household appliances, office machines, etc. Runs in .. . 
won't run out. Penetrates - lubricates - rustproofs! 4 oz. 
“drop or stream” oiler, 35c. Packed 12 to a carton, plus 
colorful counter display card. 


CUT-EASE” 

Stick Lubricant 

Hand and power tools stay sharp—work easier—tast 

longer with Cut-Ease. Stops binding, reduces friction, gives 

a smoother-faster cut on metal, wood, plastic. 49c craft 

size in push-bottom aluminum tube. Includes special 

“Piggy-Back” introductory test sample. User keeps sample 

» but may return regular size to manufacturer for refund 

r if not fully satisfied. Packed 6 to a display box. 
R) 


AGc 


PRODUCTS 


4P-504 






See your supplier or write 
AMERICAN GREASE STICK CO. 


MUSKEGON, MICHIGAN 











proof of SKILMANSHIP 


PERMA-GRIT aispiay 





makes a sale in 10 seconds! 


Place this display next to your cash register and 
invite your customer to make his own sanding 
test. The Perma-Grit Hand Sander is always 
ready for use on the display. The customer starts 
sanding. Within seconds, he’s convinced. This 
tool sands twice as fast as sandpaper. Lasts 
a lifetime of workshop use! Yet, it retails for 
only $3.45. 


With your initial stock order you receive this dis- 
play free. Requires less than a square foot of coun- 

ter space and it quickly 
, turns over the stock of 
di hand sanders. For com- 
plete details about the 
Perma-Grit Hand Sander 
and other Perma-Grit 
products, use the coupon 
or contact your whole- 





PERMA-GRIT FILE. Full 14° 


blade cuts in all directions. 
Free File display with initial saler. 
stock order. Retail—$2.25 
More Fast - Moving, Profitable 


PERMA-GRIT Products 





PERMA-GRIT WHEEL. 
Actually 5 tools in 1. For use 
on 8 table saw. Saws, sands, 
shapes, dadoes, ploughs. 
Retail—$12.95 


PERMA-GRIT made only by SKIL Corpo- 
ration, manufacturer of famous SKIL and 
SKILSAW products, Chicago 30, Illinois. 

















| SKIL Corporation, Dept. HAP-38 In Canada: 

| 5033 Elston Avenue 3601 Dundas Street West 
| Chicago 30, Illinois Toronto 9, Ontario 

| Please send me more information about Perma-Grit and 
| the name of nearest Perma-Grit wholesaler. 

. Name 

| Store 

7 Street 

| City AR Ee State 
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——News of the Trade 


Decatur & Hopkins Shows New Spring Lines, 
Launches Small Boat Hardware Department 


Decatur & Hopkins Co., 
wholesaler in Boston, helped 
New England hardware 
dealers get 1958 sales off to 
a flying start by displaying 
a complete selection of mer- 
chandise and launching a 
new small boat hardware de- 
partment. 

The occasion was Decatur 
& Hopkins’ 10th annual 
Spring Open House, Feb. 19- 
24 at the company’s sales- 
room and warehouse. 

More than 100 manufac- 
turers exhibited. Merchan- 
dise shown included hard- 





Here are Decatur & Hopkins’ 25 salesmen attending the show. They 


ware, housewares, plumbing, 
sporting goods, picnic grills 
and supplies and allied lines. 
Many specials were included 
and dealers 


buying mer- 
chandise at the show were 
able to count this toward 


their Decatur & Hopkins 
bonus gift certificate. 

To help dealers go after 
more business, Decatur & 


Hopkins introduced its new 
small boat hardware depart- 
ment. This is a line of small 
boat hardware for fresh and 
salt water. 


REF 
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have an average of 22 years of service. 





A Correction 


In the HARDWARE AGE 
Housewares Merchandising 
Guide published on Jan. 2, 
an error appears in the page 
51 listing of the advertising 
co-op money requirements of 
the Kordite Co., Macedon, 
N. Y. 

This listing states that an 


costs up to $75 per ad” is 
available. This is incorrect. 

For 1958, Kordite will 
“nay 50% of an ad cost on 
all products combined, and 
not to exceed $75 total for 
any one year. An advertising 
contract must be signed be- 
fore advertising.” 
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OSE STAKE 
At Last, an Answer to Damaged 
Flower Beds and Broken Hoses 


Fd 
ee” > 
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TWO GARDEN ITEMS THAT SELL! 


WRITE FOR CURRENT PRICE LISTS AND SALES FOLDERS 






WATER BUBBLER 
The One Unique Gadget You 


Screw on a Hose for Deep, Gentile 
Watering Without Washing 





Liasscinnisin can cdintee comenhiinngubmnintian 


GARDEN PRODUCTS DIVISION 


The Turfgrass Farm—4961 £. 22nd—Tucson, Ariz. 








HARDWARE AGE, MARCH 13, 1958 








Don't miss the Profit Possibilities of the 


dhol 


LINE OF TINY TOOL SETS 







Everyone — man, woman and child — 
hobbyist, hunter or housewife is a cash cus- 
tomer for a Moody Kit. If your jobber hasn’‘t 
shown you this fast moving attractively 
merchandised line, just send us his name 
along with your own and by gosh we'll see 
you both get the complete profit story, free 
catalogs and sample sales aids. 





Tiny — Screw Driver Sets 
Phillips & Allen Sets 
Sewing Sets 
Socket Wrench Sets 


and a host of other items unobtainable else- 
where, all popularly priced. 








2 Culver Street, Providence 5, Rhode Island 

















NEW | IT'S WONDERS OS 
SPRAYER e 
PROFITS 
=< For All 
Dealers 













A HOUSEHOLD WORD IN 
HOUSEHOLD HARDWARE 
SINCE 1872 


This Ye 
Now 
gunning 
in 
*Telthy: 


the power sprayer every home 
POPULAR owner has been waiting for. 


GARDENING 


FLOWER 
GROWER 


MAKERS Of 


BULL“ DOG 
DANDEE* E-Z 


AND OTHER HOUSEHOLD SPEC! 


@ Easy to Operate and Maintain 
@ Safe to Use @ 10 goal. capacity 


Here’s garden beauty pro- 
tection unsurpassed. Handles 
all liquid spray solutions for 
insect control, spraying 
shrubs, trees, garden crops, 
lawn fertilizing and root 
feeding. 

See your BEAN-OAKES 
dealer for all your spraying 
and dusting equipment. 


WRITE TODAY— for FREE 


PS | BREE a 


SEND FOR CATALOG AND . PRICES OAKES MEG. CO. 


E. H TATE CO. 251 causeway street | 1958 Catalog Box 816 TIPTON, IND. 


BOSTON, MASSACHUSETTS ' Subsidiary of Food Machinery and 


Chemical Corporation 












Write for 
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— News of the Trade 





Gene Manny Heads Western Dealer Group 


Clean up! 


mAs SLO = 









QUICKEE 


Cream 
Waterless 
Hand Cleaner 








America’s original and fastest-selling waterless hand . 
cleaner. Preferred by professionals and homeowners. 
Removes paint, grease, glue, mastic, tar... in 
seconds! 


Faster © More Efficient * Kinder to Hands 


ne 


Gene Manny, Winfield, Kan. hardware dealer was elected president 
of the Western Retail Implement & Hardware Assn. at its 69th an- 
nual convention in Kansas City, Jan. 6-8. Gene Roth, implement 
dealer, Larned, Kan. was named vice-president. Hardware Council 
members are: Cgrl Connell, Cameron, Mo.; Victor Clark, Wichita; 
Frank Haight, Burlington, Kan.; H. W. George, Osceola, Mo.; James 
Pratt, Colby, Kan. and Mr. Manny. Shown left to right are: Mr. 
Manny, Mr. George, Mr. Pratt and Mr. Clark. 
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O'Radnik Now Is Buyer 
At Shapleigh Hardware 


Clarence E. O’Radnik has 
been appointed buyer for 


ey, . 
am - win 





QUICKEE 


Asphalt Tile 


e 
b Stain rem? 


r 
‘Roleum « viny! ¢ ad 





Most versatile tile cleaner ever produced. Removes 
mastic, paint, scuff marks from asphalt tile, vinyl or 
linoleum. Cleans porcelain, ceramic tile and chrome 
fixtures. Contains no solvents. Does not soften tiles. 


QUICKEE 
Plasticlean 
for Plastic Wall Tile 





C. E. O’RADNIK 











Shapleigh Hardware Co., St. 
Louis wholesaler. 

He replaces Claude W. 
Dempsey who has retired. 

Mr. Dempsey’s hardware 
career dates back to 1914 
when he joined Simmons 
Hardware Co. 


O. W. Siebert Sold 


O. W. Siebert Co., Gard- 
ner, Mass. wheel goods man- 
ufacturer, has been  pur- 
chased by a New York in- 
vestment firm. H. B. Pear! of 
the investment firm will be 
chairman of the board. Otto 
W. Siebert II continues as 
president and George Sasine 
will be treasurer and secre- 
tary. 








Makes plastic wall tile instal- 
lation easy for anyone because 
it removes excess mastic 





' . . . . 
| aASTic a viecve ves quickly without loosening tile. Two Models — 
MENT Remover AND Cleans and polishes plastic tile Full 16” and 
Pw tANeR like new. Does not discolor : o 


tiles. Static free. Safe for | 


Lightweight p 
hands. ‘ 


Perfectly 
Balanced 
| Rugged 


Yes, you clean up 3 ways with QUICKEE | Construction, 


Consumer acceptance ¢ Fast turnover e Full mark-up 











en Pe | a 
LITTLE | icige & Shut trimmer 


30” Cut 


Generator. Lightweight—Compact 













Underwriter 
Laboratories Approved 
w §6©6. Canadian Standards Approved 





New Portable Power Plant 
ae 1250 Watt Continuous Duty 








For samples, write 


QUICKEE PRODUCTS, INC. 








Write for 
literature 
and prices 





YONKERS, N. Y. 





LITTLE WONDER, INC. 
Div. of Schiller-Pfeiffer, 





Inc. 
Southampton, Pa. 
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PIONEER LINE 
oat iny Tie OS ONER COAL Wee 





WIRE KITCHEN AIDS 



















No. 750 — 10%” x 6” Small 
No. 7000 — 21” x 6” Large 





DINNERWARE STORAGE RACK 
No. 208 — 17%” long, 9” Deep, 

Tine 

( SO 


ea J 
ay: 


ay, 
DRI-ALL DISHDRAINERS 
No. 2800 — 17” x 134%" x 52” 


‘ “ “ (7: 
No. 3750 — 18 x 15" x6 , — 
| @o 
Z=2 





PLASTIC DRAIN A TRAY 
Hi-impact Styron 
No. 400 — 21” x 14” x 1%") 












Sa 
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SINK = 
DOUBLE DUTY 
PROTECTORS DISHDRAINERS 
No. 149 — 13” x 10” Twin Sink No. 109 — 17” x 13” x 3%", 
No. 149 — 16” x 12” Regular No, 119 — 17” x 13” x 4” 


Send for catalogue today or have our representative contact you 


GAQTWIRE CRLANHONS ING. surreren ny. 











| The fastest selling .... || 
o wrought 
iron | 
mailbox 
on 

the because it’s 
market! found in all 


_ the best splices 


t <€<———-—-M-52 


= . Write for Catalog 
= 16 Different Models 





PLYMOUTH RUBBER CoO., INC. 


TA. REG, | Makers of 
SLIPKNOT FRICTION TAPE 


SOUTHERN FABRICATORS CORP.| |  piviston 22 


225 Aero Drive, P. O. Box 693 Shreveport, Louisiana | 
Phone: 24671 | 
SEE SLAM Sh ASS A! OMEN RS 


CANTON, MASSACHUSETTS 
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ELMER SAYS: 
‘New counter display sells 
ELMERS GLUE ALL 


faster than ever 


8% 





. - 
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... takes less than V2 
square foot of space 











Stock Elmer's Glue-All this new, convenient way and net fast 
profits. This colorful orange and blue tray displays a complete 
Squeeze bottle assortment of this fastest-selling liquid white glue 
and gains profitable extra sales for you. It holds twelve 4-oz., 
six 4-0z., three 8-0z., and two 16-oz. plastic squeeze bottles 
with a total retail value of $13.60. 

Order several of these new displays today. Spot them around 
and watch your glue sales and profits soar. 


...and don’t forget to reorder 


ELMER’S® WATERPROOF GLUE 


For completely waterproof bonds . . . boiling 
water tests prove it’s stronger than the wood 
itself. An essential glue for making boats, toys, 
outdoor furniture and sports equipment, no 
glue department is complete without it. 





ELMER'S© CONTACT CEMENT 

Bonds plastic laminates to plywood quickly, 
without clamps, nails or presses.A favorite 
with do-it-yourselfers, Elmer’s Contact Cement 
has a ready-made market. Make sure you 
always have it on hand. 





All Elmer’s Glues and Cements are continually presold to your 
customers in The Saturday Evening Post, Better Homes and 
Gardens, Sunset, Parents’, Popular Science, Popular Mechanics 
and other national magazines. Tie in with this strong advertising 
program. /dentify your store as headquarters for ‘Borden's 
Products For The Home Handyman” by displaying this decal on 
your door or window. Send a post card for your free decal to: 
The Borden Company, Chemical Division, Dept. A, 

350 Madison Avenue, New York 17, N. Y. 


If it’s Bordens 


It’s got to be good! 






HOME HANDYMAN 


& © Borden Co. 








News of the Trade 


Mountain States Dealers Elect New Officers 











Officers and directors of Mountain States Hardware & Implement 
Assn. elected at the recent annual convention in Denver are (left to 
right): seated, James Ellis, Greeley, Colo., National Retail Farm 
Equipment Assn., director; Fred Siebott, Siebott Hardware, Craig, 
Colo., Ist vice-president; F. W. Kroeger Jr., Durango Hardware, 
Durango, Colo., advisory board member; W. A. Davis, Davis Imple- 
ment Co., Goodland, Kans., president; R. J. Boggs, Boggs Imple- 
ment, Grand Junction, Colo., 2nd vice-president; Verne Grothe, 
Grothe Hardware, Fort Collins, Colo., retiring director; Thomas 
Fay, Fay Implement, Greeley, director; standing, F. W. Reich, Boul- 
der, secretary; Directors John Dansdill, Colorado Lumber, Akron, 
Colo.; Thomas Ambler, Burlington Hardware, Burlington, Colo.; 
Frank Reynolds, Reynolds Farm Equipment, Greeley, retiring; William 
Endner, Endner Hardware, Gunnison, Colo.; Ray Moreland, More- 
land Implement, Ordway, Colo.; Paul Marsolek, Marsolek Inc., 
Denver; and Edward Perlenfein, Yuma, Colo., and Clyde Kammons, 
Greeley, advisory board members. 


Bigelow & Dowse Holds Annual Spring Show 





Bigelow & Dowse Co., 
Needham Heights, Mass. 
wholesaler, held its annual 
Spring Show recently in the 
company show rooms. Over 
100 manufacturers displayed 
their wares. 

High points of the show 


was the introduction of the 
Ted Williams line of fishing 
equipment by Ted Williams 
himself, and a one minute 
stage sale. The sale offered 
outstanding values at very 
low prices to help dealers 
with current promotions. 








Schellenbach Heads 
H. K. Porter Sales 


Burton Schellenbach has 
been elected vice - presi- 
dent of sales for H. K. Por- 
ter Co., Inc., New York. He 
will headquarter in the firm’s 
Pittsburgh offices. 


Mr. Schellenbach has had 
25 years’ experience in mar- 
keting and spent the past 12 
with the Cleveland office of 
Fuller & Smith & Ross, Inc. 
He has worked with accounts 
such as Nicholson File and 
the Stanley Works. 
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STO-COTE PR 





AMAZING 


ODUCTS MFG. CO., 1461 W. FULLERTON AVE., CHICAGO 14 





A retail sensation last Spring. 
Over 40 Million sold this year. 
A really professional type 
plant-growing container in an 
attractive resale package. A 
MUST for every Garden Center. 
Resale package of 24.... 98¢ 
Resale package of 12.... 59%¢ 


Through your wholesaler or write 








HARDWARE AGE, MARCH 13, 1958 








FAMOUS *PATENTED 
REFLECTING HOUSE 
NUMBERS AND LETTERS 


SPARK SALES! 


WILL NOT RUST, STAIN, FADE 
OR LOSE REFLECTING QUALITY 


*REFLEXITE is the “miracle ma- 
terial” used to mark highways. 
Thousands of tiny lenses are per- 
manently molded in to produce 
intense reflection. 


Individually packed with rust 
proof screws. 


House Numbers 3%” high 
Letters 2%” high 


RETAIL 25¢ EACH 


Available in Gold or Silver. 
Specify which when ordering. 


7 aii MiLBERS 
PREFLER ITE 





Write today for Free Literature and Price List 


LUCE REFLEXITE CORPORATION 
Westport, Connecticut 











MILLIONS of BUYERS are URGED to 
buy KEY-BAK Key Reels from YOU! 


Put them on your counter! Watch them Sell! 





POPULAR MECHANICS, SCIENCE & ME- 
CHANICS, MECHANICS ILLUSTRATED and 
other National magazines tell the story of 
KEY-BAK Key Reels to MILLIONS of pros- 









Profit Packed 
aud Fast Selling! 


wy) PRO-TEX 


STOVE MATS 


Get Results ! 


é a Bios 





No housewares department is com- 
plete without PRO-TEX... America’s 
#1 line of metal and asbestos stove 
mats. Designed right — priced right 
... Customers everywhere buy them 
on sight! So...for bigger profits in 
58... display PRO-TEX today! It’s 
the stove mat line with built-in sales 
appeal! Tl 
EXCITING COLORS , | [l 
AND PATTERNS 


LARGEST SELECTION | : 


FULL RANGE 
OF SIZES 
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FINEST 

CONSTRUCTION 

MATS IN EVERY 1 ‘leans oleae 
PRICE CLASS : 


ATTRACTIVE FLOOR DESERT SAND 








pects. Your customers are URGED to get 
KEY-BAKs from YOU! It will pay you to 
get a stock of KEY-BAK Key Reels from 
your jobber; place them on the counter 
and WATCH THEM SELL! 






KEY-BAK Key Reel is 
worn on the belt. It 


,p Bey-Bas 


carries keys and other 
small objects on a 24” 
long steel chain 
Swedish clock spring 
reels in the chain and 
keeps keys safely at the 
wearer's side 


ats 


Pocket-watch size; 
Sturdily constructed 
Highly polished chrome 
finish. GUARANTEED! 
MODEL 3, Belt-loop 
model. MODEL 5, 
Belt-clip model. 





ORDER FROM JOBBER! 


If your jobber doesn’t carry 
KEY-BAK write us. Come 
packed 6 to Display-Card or 
12 to Display Box 


West of Mississippi: 
LUMMIS MFG. CO. 
2242 E. Foothill Bivd. 

Pasadena, Calif. 


East of Mississippi: 
CTL COMPANY 
1710 W. Stewart Ave. 
Wausau, Wisconsin 





Over A Million Key-Baks Sold! 
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/; % 
y Ask your 
jobber to 
\ show you 


the complete 


HOT DISH MATS PRO-TEX line 


BURNER PADS IRON RESTS 


METAL PRODUCTS CO. 


2536 EUCLID AVENUE ee CLEVELAND 15. OHIO 


OF ices in elaislas ele ities , +} 
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TYPEWRITER CLEANER 


s oh iia Soolailslo ki 


New 12 oz. can 
and pint 
quart and 


gallon cans, 





Versatile QUIXOL?® is loaded 
with sales appeal — it does so 
many jobs so well. And it’s 
a superior water-free shellac 
thinner and solvent. 


What’s more — QUIXOL’s 
modern, convenient, factory- 
packaging saves spillage, 
evaporation losses and exces- 
sive handling costs that go 


POWER-MOWER FU. ADDITIVE 










with old-style bulk solvents. 


Plan now to get your share of 








the repeat business and extra | 


profits enjoyed by QUIXOL 
dealers! Specify versatile 
QUIXOL on your next order! 
And don’t forget QUAKER- 
SOL*®, the shellac thinner 
that builds business, another 
CSC top quality product. 


COMMERCIAL SOLVENTS CORPORATION, Specialties Department T 
260 Madison Avenue, New York 16, N. Y. | 


Please send free folder on [|] QUIXOL and [] QUAKERSOL | 


and the name of my nearest supplier. 
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Ken Schmelig Elected 
Association President 


Ken Schmelig of Black & 
Decker Mfg. Co., has been 
elected president of the 
Hardware Salesmen’s Assn. 
of St. Louis. William J. Pete- 
lik, Nurre Companies, Inc., 
outgoing president, turned 
the gavel over to Mr. Schme- 
lig at the association’s an- 
nual installation banquet. 

Other officers elected are: 
W. E. Mahon, Bentziger 
Bros., Inc., first vice-presi- 
dent; J. H. Wasle, McLean 
Sporting Goods Co., second 
vice-president; W. R. Becker, 
Fritz Smith Co., secretary; 
R. H. Hilgeman, Benjamin 
Moore & Co., treasurer; Ed- 
ward LeBeau, Durable Putty 


News of the Trade 




























Products Co., 
arms. 

Two new directors are F. 
D. Allen, Burroughs Glass 
Co., and H. P. Roenfeldt, 
Hardware & Tool Supply Co. 


sergeant-at- 


Opdyke Heads Sales 
For Masonware Co. 


Jack Opdyke has _ been 
promoted from housewares 
sales manager to general 


sales manager of Masonware 
Co., Div. of Fram Corp. 

He replaces Lex Wilson 
who has transferred to the 
Fram Corp. as director of 
marketing and research. 

Mr. Opdyke will also con- 
tinue management of the 
housewares line of cake pans. 
serving trays and stove mats. 








Sartor Heads Louisiana Hardware Assn. 


¥, 


Elected at the recent convention of the Louisiana Retail Hardware 
Assn. in Baton Rouge were (left to right): T. R. Sartor, Jr., Sartor 
Appliance & Hardware, De Ridder, president; D. O. Mansfield, 
Jackson, Miss., secretary-treasurer; and John Vetter, Vetter Lumber 


Co., New Orleans, vice-president. 


Not shown are new directors 


Milton Miers, Dixie Hardware Co., Crowley; and Frank Duvic, 
Frank Duvic & Son, New Orleans; and hold-over directors Ned 
Richardson, Richardson Hardware, New Iberia; James Graham, 
Graham Hardware & Supply; James Voorhies, New Iberia Hard- 
ware Co., New Iberia; Clayton Borne, C. J. Borne Hardware, New 
Orleans; and Lasley Richardson, Glover Hardware & Furniture, 


Rayville. 
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* Patented 


/PLATT CLIP 


Lthe ADJUSTABLE SPRING CLIP 


Designed with Dual-Arc* to pre- 
vent twisting from fastened 
position. Finger Grip action holds 
smooth handles. A variety 
of sizes for every purpose. 
Platt clips sell themselves! 
A fast moving repeat 
sale item. 


A. 1. PLATT co. Fairfield, Connecticut 
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SPRING HINGES 


ie 6 


BLACK = BRASS 


€ 


By BOMMER 


Pioneers of the 
Spring Hinge Industry 





Louver door Spring Hinges in. satin black and gleaming 
brass to match the contemporary style in modern hard- 
ware. Just the thing for dens, playrooms, home bars and 
between dining room and kitchen. 


See your wholesaler or write to 






(Also ovailable in \ 
ever-ready double- ' BONMNMER 
acting hinges) f SPRING HINGE CO INC 


EXECUTIVE OFFICE AND PLANT LANDRUM 5 C 


SALES OFFICES G@ WAREHOUSES * BROOKLYN: 263 CLASSON AVE. 
CHICAGO: 180 NM. WACKER DRIVE 





FOR OVER 60 YEARS 


CAST IRON FITTINGS 
a: MALLEABLE FITTINGS 
DRAINAGE FITTINGS 





2968 SEVENTH ST. WYANDOTTE, MICH. | 





a 


Regular price $1.49 


Special *1™ 


January 15 thru March 15, 1958 


GRISWOLD MANUFACTURING CO., 
DEPT. 738, SIDNEY, OHIO, U.S.A. 


0 ETR 0 al B RASS & MALLEAB LE C0. ) «=: Cast Iron Cooking Utensils © Housewares 








GRISWOLD 


EARLY AMERICAN CAST IRON 
HAS A 


eA LO) 


Griswold Early American Cast Iron has moved to 
Sidney, Ohio. Effective immediately, all orders 
should be addressed to GRISWOLD MANUFAC- 
TURING COMPANY, SIDNEY, OHIO. 

You'll find even better quality products than 
before—made possible by our new, modernized 
facilities. You'll find a stepped-up service policy— 
designed to get your orders to you at the time you 
specify. 

Let’s get the ball rolling with this first “sales 
producer” from our new factory. Order from your 
jobber now. 


a real SPECIAL 
for — = 
YOU! 









— 


Lifetime 
Guarantee 


Griswold quality at this low price should certainly 
induce real sales traffic for you. This is the popular 
No. 3 6% inch skillet, extra finished cooking sur- 
face with polished handle, preseasoned quality cast 
iron. Packed 4 in a master carton, weight 6' Ibs. 
Place your order soon and take advantage of this 
really fine sales producer. 
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Multiply 
your rental 
prospects 
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Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
... greatly increases rental possibilities. The JW12 rents for 


e Floor polishing, waxing, buffing, scrubbing, steel wooling 
e@ Rug and Carpet shampooing 














All these uses give you prospects for sales of wax, floor stain, steel wool, 


Fm ee ss = > 
ee = 
a m4 053 1 
a Se 
4 4 
z 


shampoo, and many other items. 








Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CITIES. 


il» MANUFACTURING CO. 



























































Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 
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BETTER FLOOR MACHINES 


FOR MORE THAN 30 YEARS 

















HOLT MFG. CO. Dept. P3 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 














Please send me details on Holt JW12 for rental use. 











NAME POSITION 











FIRM 











ADDRESS. 
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669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. - 


________News of the Trade- 














NEWS OF 


MANUFACTURERS’ AGENTS 


Ace Rubber Products, Inc.., 
Akron, has appointed H. M. 
Wickman & Associates, Dal- 
las, to represent the house- 
hold division of the company 
in Texas, Oklahoma, Arkan- 
sas and Louisiana. The di- 
vision makes rubber mats, 
stair treads and matting. 

Vv 


Cohn & Shane, Inc., Los 
Angeles, manufacturers 
agents, announced that Will 
Cochran has joined its San 
Francisco sales staff. This 
branch now has three full- 
time salesmen. 

v 


Boyt Co., Des Moines, has 
named three agents to cover 
seven states for its gun 
cases, sporting goods and 
horse equipment. Ernest 
Niederhauser, Salt Lake 
City, has taken over the 
Utah and Idaho territory. 
John J. Weis, Portland, will 
cover Oregon, Washington 
and the panhandle of Idaho. 
Robert Earl Crowder, Boul- 
der, Colo., will cover the 
Colorado, Wyoming and 
Montana territory. 


v 


Westfield Mfg. Co., West- 
field, Mass., has appointed 
several agencies to handle 
the Columbia bicycle line. 
Kitchin & Son, Inc., Rich- 
mond, Ind., will cover In- 
diana, Ohio, Kentucky, and 
West Virginia following re- 
tirement of Wilmer Reichert, 
who covered that area for 
many years. Eric F. Chem- 
nitz Co., with offices in Em- 


eryville, Calif., and Los An- 
geles, will cover California, 
Nevada, Arizona, and the 
Hawaiian Islands. 
Vv 

Sales Associates, 
Inc., 2549 Ridgeway Ave., 
Evanston, Ill., is a new 
manufacturers’ agent which 
will cover the midwest. 
Dewey Anderson is president 
of the firm, which han- 
dling paint and housewares 


Gilbert 


is 


lines. Mr. Anderson was 
previously associated with 
the Paul E. Johnson Co., 


Portland, Ore., manufactur- 
ers’ agent. 
- 

Robert J. Anderson, 2980 
S. Steele St., Denver, has 
started his own sales organi- 
zation. He will represent 
Harvell Mfg. Corp., Hub- 
bard, Ohio, manufacturer of 
kitchen sets, lithographed 
housewares, serving trays, 
tray tables, metal and plas- 
tic wastebaskets. Mr. Ander- 
son’s agency will cover the 
Mountain states and El 
Paso, Tex. 

+ 

Durall Products Co., York, 
Pa., has announced several 
new representatives to han- 
dle Durall tension screens, 


Bermuda screen house, and 


E-Z Pre-Cut Screening. Fry- 
Holbrook & Co., Atlanta, will 
cover North and South Caro- 
and Florida. 
Florissant, 
southern 
Kansas, 


Georgia, 
Travis Gardner, 
Mo., will cover 
Illinois, Missouri, 
and Iowa. 


lina, 





=FAST PROFITS 


with the new 


MM 












the mobile utility rack with 
automatic lid control handle. 


Hard Hitting Sales Aids 
@ Point of Purchase 
@ Ad mats @ photos 


@ Brochures @ Adv. program 





DEALERS & 
DISTRIBUTORS 
CAMPEAU OPEN... 


o. 
Te eee WRITE 
s. micHiea® 


manvractuRee - 


wave 


CAMPEAU TOOL & DIE CO.WAYNE, MICHIGAN 
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Adjusts 
to most 


size cans. 
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ROGERS 
POINTS PROFITSB 
YOUR WAY! 


9 i Ms 
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In this national advertising © 
“Glueky” says: ROGERS GLUE 
IS THE BEST FOR YOU. | 


Do-It-Yourself fans from coast to coast 
know that Rogers Glue is always clear, 
uniform and extra strong. It’s ready to 
use, easy to spread, won't get sticky in 
heat and humidity, and won’t stain wood, 
Confidence in Rogers Glue becomes 

confidence in you as a reliable dealer. They have to 
come to you... so stock up on Rogers Glue to take 
full advantage of the demand. See your jobber today. 
If he can’t supply you with Rogers Glue, write us im- 
mediately. If you delay, you’re losing extra profits. 


Over 3,885 Ibs. 


Shearing Strength the atronges? glue -lasts foun 


per Square Inch. Beta ea Saas wee Pass 











Flat wire selvage, securely welded to 
each filler wire gives added rigidity, 
uniformity, with perfectly smooth edge. 
Carefully drawn wire of high tensile 
strength. Heavily galvanized after 
weaving. Sizes 2x2, 3x3 and 4x4 
mesh. 

HEXAGONAL NETTING © INDUSTRIAL WIRE CLOTH 


INSECT CLOTH » WELDED WIRE FABRIC 
WIRE STRAND © WOVEN WIRE LATH 


G. F. WRIGHT STEEL & WIRE CO. 
WORCESTER, MASSACHUSETTS 


thi tidied: odes 18 
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: - CAL-DAK 
ee \y, Stays in 
the public eye... 





( 


Consistent national advertising, 
cooperative advertising and 
publicity keep the Cal-Dak brand 
name before your customers... 
pre-selling them on Cal-Dak 
quality, styling and value. 


Nationally advertised in 
McCALL’S @ LIVING e@ BRIDE’S 
BRIDE and HOME 


= 


Se 














Manufacturers of {> 


Work-Saving Quality Housewares 





THREE FACTORIES: 
Little Rock, Ark. * Lancaster, Pa. * Colton, Calif. 


3-41C 











advantages you can see 
.. that sell 


B0- 


K 4 versatile sizes 


18 - 24 - 30 - 36 inches 







x 4 attractive colors 


KK Deep-tone color molded 
throughout 


J 


® 
FIBER GLASS 


FLOWERBOXES 











*K No paint to crack, peel, chip or stain 


*K No rusting or leaking 


* Popularly priced 


Used indoors or out 


x Attractive display stands available 


Dealer sales of profitable ““BO-KAY” Flower- 
boxes are going up, up, up! There is a good 
reason why. No other flowerbox offers so many 
different advantages for so little money! One glance, 
and your customer is convinced. Stock them. 


See for yourself—and profit! 


Full profit ““BO-KAY” Flowerboxes and Ac- 
cessories are available through your wholesaler. 
Call him today, or write direct for the name of 


the jobber nearest you. 


Retail prices range from $2.70 for the 18 inch 
size to $3.98 for the large 36 inch box. Accesso- 
ries include cadmium plated wall brackets for 
mounting on the house and black iron stand for 


use in patio or home. 














other fast 
moving 
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FIBER GLASS 


PLANTERS 




























P. O. Box 857 












PLASTIC PRODUCTS CORPORATION 


Cleveland 22, Ohio 





—____—News of the Trade 








Pacific Northwest Dealers Elect Streiff 





Elected at the recent convention of the Pacific Northwest Hardware 
& Implement Assn. in Portland, Ore., were (left to right): T. H. 
Dingle, Dingle Hardware, Couer d'Alene, Ida., vice-president; John 
Streiff, J. D. Jacobs Co., Lewiston, Ida., president; and Herbert 
Sneider, Hillsboro Farm Equipment, Hillsboro, Ore., vice-president. 
Not shown are new board members: Dale Bergh, Farm Tractor Co.., 


Gresham, Ore.; W. D. Leaton, Kamiah Hardware, 


ida.: 


Kamiah, 


William Ray, Melcher-Ray, Walla Walla, Wash.; Robert Carey, 
Inland Machinery, LaGrande, Ore.; Norman Pfefflinger, Norman's 
Service, Woodburn, Ore.; Wilbur Peters, Peters Hardware, Oppor- 
tunity, Wash., and Glenn Harper, Valley Hardware, Chelan, Wash. 
Hold-over directors are Howard Hagen, Pendleton, Ore; Ray Bock, 
Puyallup, Wash.; Phil Corbit, Spokane, Wash.; Keith Daniels, Fair- 
field, Wash.; Harold Fisher, Albany, Ore.; W. W. Fry, Sunnyside, 
Wash.; J. W. Kerns, Klamath Falls, Ore.; L. H. Mott, Moses Lake, 
Wash.; Lloyd McKinnell, Chehalis, Wash. 





—_-—_—_-- 


Worthington Elects 
Luekens President 
(Continued from page 199) 


assistant treasurer; Frank 
Simon, electrical department 
manager; J. H. Chapple, as- 
sistant manager of the in- 
dustrial division. 

Directors and officers re- 
elected are J. J. Bohning, 
vice-president and director 
of purchases; J. W. Vickers, 
vice-president and industrial 
division manager; W. D. 
Campbell, vice-president and 
sales manager; A. C. 








Maecker, vice-president; A. 
W. Fullerton, plumbing de- 
partment manager. 


Edmont Mfg. Appoints 
Thomas Sales Manager 


Robert M. Thomas has 
been named sales manager 
for Edmont Mfg. Co., Co- 
shocton, Ohio. 

Mr. Thomas joined the 
glove manufacturer in 1951 
and has been sales office 
manager and regional sales 
manager of the eastern divi- 
sion. 


















Headquarters for 
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STAIR 
TREADS 


Contact your wholesaler or write 
\A~ directly to: 
Vv, 








New Tile Treads 























All weights—all sizes 
Solid or Marble Colors 


Curved Nose or Full Riser 





RUBBER COMPANY 


Fremont. Ohio 
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“ALERT: 


Tank Ball and Guide 
BRINGS BIGGER PROFITS! 


Stops running toilets 

Saves money 

Nationally advertised 

Easy to install (no special tools) 
Everybody needs one 

3 year money-back guarantee 

Completely corrosion resistaat 





MORE THAN 7,000,000 SATISFIED USERS 


Any home keeper who has been a “bathroom 
jiggler'’ is a customer for "Alert" because it 
eliminates worrisome old type tank balls and 
lift wires . . . ends water waste and annoying 
gurgles once and for all. Put “Alert” on your 
counter and profit. 





CALL YCUR 
WHOLESALER NOW 
Packed in colorful, 
individual display 
box that sells on 
sight. 12 boxes to a 
carton. 


REPLACEMENT 
RUBBER BALL — 
Round ball, chain 
and attachment hook 
are available. Packed 
6 to a box, 6 boxes 
to a carton. 


ARDMORE PRODUCTS CO. 
CONSHOHOCKEN, PA. 

















Say it with confidence: 


We a he: (U) hy od 
7 a nl 
> WOOD MENDER 
FILLER, 











SEALER 


“aupRoi 


Siete S 





NDE J 


4 
<OMP ANY BOSTON, C 





e Fills cracks, holes, gouges 
e Can be sawed, planed, sanded 

e Holds screws and nails like hardwood 
e Dries with minimum shrinkage 

e Perfect “related item” for extra sales 
e Full 40% dealer profit 


e Another quality product by the makers of 


AMBROID and EVERFAST Liquid Cements 


In colorful dispensing cartons of 1 doz. 4-0z. cans 





Retail 40c ea. (Your profit per can, l6c) 
CALL YOUR DISTRIBUTOR NOW or write 
AMBROID CO. 









INC., ©. WEYMOUTH, MASS. 
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<J Sleeve-protector encloses 
entire compact package 


Now...a display packaging 
gem that invites sales 
of this quality lockset 


A standout packaging design that is boosting lock 
sales with every dealer that has it on display. 
Shown is the E-Z-SET ‘“‘tulip’’ — one of today’s 
outstanding designs. No lock can be installed 
faster because it comprises just three pre-assembled 
units with self-aligning thru bolts. Precision engi- 
neered for lasting durability, it is lifetime guaran- 
teed for smooth, trouble free operation. Also, 


matching interior sets in all standard finishes. 














““bubble-pack“’ 


RIM CYLINDER 
NIGHT LATCH 


For rack or counter self- 
selling display. Solid brass, 
5-pin tumbler, latch with 
convenient ‘‘hold-back’’ 
feature. Easy to install. 


Manufacturing Fine Builders Hardware Ex 


ATIONAL HARDWARE 


CORPORATION 


NEW YORK: Ozone Park 16 CHICAGO: 205 W. Wacker Dr. 











































GRAND RAPIDS | 





set 
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To increase PROFITS 
ADJUSTABLE SHELVES 
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Raise, lower, use sloped or level shelves quickly, 
easily. Stronger, store-engineered construction 
shows more merchandise, more effectively at 
less cost. 


DISPLAY FLEXIBILITY 








Add pegboard backs, bins, wire baskets and 
glass banding to fit any merchandise . . . change 
departments overnight without special help. 


More profit in every way AND 
Bulman costs less to begin with! 
WRITE, WIRE OR CALL DEPT. HA-18 


cm DilNay) cone 


Grand Rapids 2, Michigan 








The Greatest Name in Self-Selection 








Canadian Subsidiary: 






Bulman of Canada (Store Equipment) Ltd. 
4984 Dundas Street, W. 
Toronto, Ontario 








—— News of the Trade_ 


L. S. Starret# Names 
| Reginald E. Brackett 


Reginald E. Brackett has 
| been appointed assistant 
| sales manager of L. S. Star- 
| rett Co., Athol, Mass. 

Mr. Brackett has _ been 
with Starrett since 1930 in 
various phases of sales work. 
Along with his new duties, 
Mr. Brackett will continue 
in charge of the dial gage 
division. 
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JOHN F. BATES 





Bates Heads Stanley 
Builders’ Hardware 

John F. Bates has been 
named manager of builders’ 
hardware sales for Stanley 
Hardware Div., Stanley 


Mr. Bates joined Stanley 
in 1945 as a trainee. In 1947 
he joined the service depart- 
ment. In 1948 to 1956 he 
covered New England, New 


Works, New Britain, Conn. York and the Minnesota- 

He will be in charge of all Wisconsin areas from 1948 
Stanley Hardware sales ex- to 1956. He then became 
cept Magic Door and indus- eastern regional saies man- 


trial hardware sales. ager. 








New Officers Elected by Indiana Retailers 





_ Members of the Indiana Retail Hardware Assn. elected these officers 

| and directors at their recent convention (left to right): W. R. Stevens, 
North Side Lumber & Hardware, Indianapolis; Lloyd Caley, Geedy- 
Corey Co., Huntington; and Richard Collins, Lowell Home Supply, 
Lowell, hold-over directors; Joseph Adams, Jr.. Adams & Morrow, 
Princeton, president; Robert Quick, Shanklin Hardware, Frankfort, 
director; W. O. Scott, J. G. DePrez, Co., Shelbyville, vice-president; 
W.K. Fenger, Karl L. Fenger & Son, New Albany, past-president; and 
C. L. Couger, C. H. & C. Hardware, Crawfordsville, advisory 
board member. Not shown is W. J. Sheely, Indianapolis, secretary- 
treasurer. 


EXTRA saus... EXTRA prori 


... the new principle paint mixer! 


FITk ANY HARD POWER DRILL 
. * ‘ 
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Amazing New PAINT MIXER 


It's MIXIT, the revolutionary mixer designed to 
avoid SPLASH and SPLATTER. Mixes paint thor- 
oughly — evenly. Mixit fits any Hand Power Drill. 






Call your wholesaler, or write direct for catalog 
and price list of other famous Gunver products. 


THE GUNVER MFG. CO., MANCHESTER, CONN. 


~w 
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‘ “left; or straight. Fully chrome plated to resist 
rust. Ask your distributor. 


R es 


DIAMOND TOOL 471d /0!'6Sh00 (7, 


DULUTH: MINNESOTA TORONTO -CANADA 











FREE! Toy Catalog 


Here's every toy and hobby kit you need for 
setting up a successful toy department. Edu- 
cational pre-school items, woodburning and 
woodworking kits, meta! tapping, work benches, 
baking tables, hand too! sets, doll furniture 
and high chairs, hobby horses and push toys, 
combination blackboard & peg-tables, wall 
blackboards and bulletin homed. Write for 
your copy today. 


American Toy & Furniture Company 
6130 N. Clark St., Chicago 26, Illinois 


OW COST 
PEAL POTS 


Plant Pot 
and All 





Get the Messade!? 


Choose * 






Te 





the Porcelain Finished 
line that sells and satisfies. 








There's "Welcome 
Warmth" in every 
model. 9 Vented 
Heaters 15,000 
to 85,000 BTU. 

25 Unvented 
Heaters 10,000 to 
50,000 BTU 






Double 
Duty 





V800 
A.G.A. Approved 


Send for new catalog. 


insure Good 
Growth 


Avoid Transplant an 4 
Shock | vediiiites 
| CAS HEATERS 





“PRICED TO MAKE YOU MONEY”’ 


The National Ideal Co. j| | 
2533 W. Central Ave. 


Toledo 6, Ohio MARTIN STAMPING & STOVE GO.., tuntsvitie, aia. 
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\ Items that can be SEEN move faster 
\ through impulse buying. That's why 
\ more and more hardware manufac- 
\turers are turning to JODA crystal 
\clear acetate skin and blister 
packaging for their products. 
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Here's an outstanding example of smart, 
attractive blister packaging, using JODA 
crystal clear acetate, by VE-ALITE Plastic 
Corporation, Brooklyn, N. Y. for Consoli- 
dated Chemical Co., Pittsburgh, Pa. It 
provides excellent display and superior 
protection—just one of many applications 
of JODA plastics in the hardware field 


Joseph Davis Plastics — acetate sheets and film — are 
perfect for vacuum forming, blister and skin packaging. 


CELLULOSE ACETATE—BUTYRATE—HI-IMPACT STYRENE 
Transparent, translucent, opaque — light to heavy 
gauges. 


For further information and samples of sheeting suitable 
for your vacuum forming operation, contact 


JOSEPH DAVIS 
PLASTICS COMPANY 


430 Schuyler Avenve 


Kearny, N Sales Representatives 


Phone KEarny 2-0980—0981 ‘ Conveniently Locoted 


N. Y. BArclay 7-6421—6422 ou peat YU 
Cable —Insel 














218 





& 





News of the Trade 


Nebraska Dealers Elect Enke as President 


Members of Nebraska Retail Hardware Assn. at their recent con- 
vention in Omaha elected these officers and directors (left to right): 


seated, R. D. Joy, 
Vincent Nelson, 


United Supply, 
L. E. Nelson & Son, Omaha, Ist vice-president; 


Lincoln, 2nd vice-president; 


Irwin Enke, B & E Hardware, Emerson, president; W. L. Good, 
Pelz Hardware, Holdrege, outgoing president; standing, Don Jones, 


Jones Hardware, York, 


and James 
Gas, Kimball, directors; Frank Capalino, 


Bourett Hardware & 
Lincoln, secretary-treas- 


Bourett, 


urer; Dean Callan, Callan Hardware & Implement, Odel, director. 
Not shown is Dale Hinrichs, Hinrichs & Son Hardware. Bruning, also 


elected a director. 








Myers Names Barron 

Submersible Manager 
Roger Barron has_ been 

named submersible market- 


ing manager for F. E. Myers 
& Bro. Co., Ashland, Ohio, 





ROGER BARRON 


pump and water 
manufacturer. 

Mr. Barron will be respon- 
sible for the sale and mar- 
keting of all submersible 
pumps and submersible water 
systems. 

He has had 12 years’ ex- 
perience in submersibles and 
came to Myers from Byron 
Jackson Pumps, Inc. 


C. H. Chrisman Retires 
At Roanoke Hardware 


C. H. Chrisman, vice-pres- 
ident and purchasing agent 
for Roanoke Hardware Co., 
Roanoke, Va., wholesaler, 
has retired to terminate 
years of full time service. 
He will continue with the 
firm on a part time basis as 
a consultant. 
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FAST SELLING, NATIONALLY ADVERTISED ;; 


Now demanded by millions for houseplants, flowers, vegetables, lawns, ox 

gardens. Produces vigorous, beautiful growth in all plants quickly. Pays oa 

dealer 33147. profit. Attractively packaged for display. Does not deter- 

irate, is clean, odorless and SAFE. Dissolves instantly in water for use 
l-oz. makes 6 gallons liquid plant food. 


Retails Your Cost mist O84 tivuns 
]-oz. pkt. 10c..... 72 to case wt. 7 Ibs...... $4.80 case SYS * <>. 
3-oz. can 25¢..... 36 to case wt. 12 Ibs..... . $6.00 case G ey Nae by % 
7-oz. can 50c..... 24 to case wt. 14 Ibs...... $8.00 case oe Ss 
]1-lb. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case 45 apveanste HOS 


PLANT FOOD ,,,.” 








Also packed in 10-ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 


HARDWARE 
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Sag 


Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 


faster selling in Griffin’s eye-catching 
VisiPak. 


MANUFACTURING CO., ERIE, PA. 
SINCE 1899 
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eal NO. 2401 SCISSOR ASSORTMENT MG paah> 
. R 1 Doz. on a new, smartly redesigned Mer- / 
eisso chandiser consisting of 9 pairs of 5” and 3 e 
pairs of 6”. Heavy gauge forged steel, beauti- . CE : 
igetS fully finished nickel plated blades and handles. , p38 
6 an ideal for home, office or workshop. Every i 
: _} pair hand ground, inspected and guaranteed. atl 
YI¢ and 59¢ retail. i 
= It’s a proven fact — » T afi). abt | 




































these two are the best 
of them all, featuring 
only the most popular 
sizes and styles at prices 


e re a 
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# 
everyone can afford! 

Colorful, self-selling 
KLEENCUT Merchan- 
disers are proven shop- 











; 
per stoppers. So cash in DEALER 
on these sure-fire PROFIT | 

money-makers — sell i 
more scissors at bigger 
profits. Display eye- 
, catching KLEENCUT 
| Merchandisers. (I) MAR? 7 (BMD | ciccce cond more information ons ie 
! ! 
| i No. 1011 ' 
' ' 
THE ACME SHEAR CO. , NO. 1011 SHEAR ASSORTMENT ! ‘Name............ 
Fetes §6| Doz. All-purpose Shears mounted on attrac: | Company i 
BRIDGEPORT 1, CONNECTICUT rg tive red, yellow and black card for counter , ' 
. or wall. 2 pairs 6”, 6 pairs 7”, 4 pairs 8”. 4 Addres i 
i Nickel plated blades, black enamel handies.¢ — " 
World's Largest Mfr. of Scissors and Shears | : ' _ t C ' 
z . } \ ty state ' 
s 9&¢ retail. ti an ap eb en Gb ab Ghat Gnane cheb Ga eeemaawe — 
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jig and coping saw blades 
in this TROJAN Assortment 
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¢ Individually 
packed 


° Individually 
labeled 


¢ All pre-priced 
. 


From this brilliant yellow and blue display box 
designed for counter or hanging on pegboard 
wall, you can fill, or the customer can select 
in seconds, any order for jig and coping saw 
blades, for hand or power saws. 

Unequalled in quality, world famous Trojan 
blades are hardened and oil tempered with teeth 


individually filed and precision set. 


Manufacturers of World-Famous Trojan Saw Blades and Frames 


Fay te| Parker 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S.A. 
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DEALER BRIEFS: 
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News of the Trade- sibiaacsccdhiaap sail 








New front of Pittsfield, Ill., 


(Continued from page 198) 
on his store. He has owned 
Pittsfield Hardware since 
1935. The store’s new front 
is angled and has low per- 
forated panel background to 
add extra display space with- 
out enclosing the interior. 


Logansport, Ind. — Porter 
Hardware held grand open- 
ing ceremonies recently at 
its new Wilkinson St. store. 
The two-day event was high- 
lighted by free gifts to chil- 
dren and adults, plus several 
prize awards for contestants. 
Walter and Jeanne Porter 
are the owners. 


Los Angeles — McCulloch 
Motors Corp., chain saw 
manufacturer, has awarded, 
as part of its second annual 
dealer contest, Lux Hard- 
ware & Implement Co., Long 
Prairie, Minn., $150 in U. S. 
Savings Bonds and Paul D. 
Biggerstaff, Blue Ridge 
Hardware Co., Burnsville, 
N. C., a $100 U. S. Savings 
Bond. 





Hardware. 


Buffalo, Wyo.—Ken John- 
son held open house at John- 
son Hardware Jan. 24 and 
25. Factory representatives 
demonstrated products dur- 
ing the opening. Coffee and 
doughnuts were served. A 





feature of the open house 
was a TV camera set up so 
that customers could see 
themselves on a screen in 
the store. 

Gypsum, and 
Mrs. Lloyd F. Moline have 


purchased Stevens - Sellards 
Hardware. The Molines op- 
erated a hardware store in 
Randolph, Kan. The new 
owners will call their store 
Moline Hardware. 


Ft. Lauderdale, Fla. — 
Thomas F. Gibson, former 
executive of Burdine’s de- 
partment store here, has 
opened Times Square Hard- 
ware at N. Federal Highway 
and Oakland Park Blvd. in 
the Times Square Shopping 
Center. 











rack! Lithographed package! 
$6.75 gallon, retail. Top discount. 


Baltimore 15, Maryland 





FRESH 
wrt FLOR-LAC 


Clear Floor Finish with 
FRESH PINE SCENT 
means fresh profits for you! 


Smells better! Sells better! Fast- 
drying! Waterproof! Nationally ad- 
vertised! Free self-service display 


The Seaboard Lacquer Co. 





ee ue Samah ts 8 kee 


ns a wag 


“WH PA RMEO (OOQIIED (onrtee 








HARDWARE AGE, MARCH 13, 1958 
















1 £, P 4 
& t prag? ss . 
ie, 0 Se 
mittee: imgecticiDe> 13 
‘as 6 sicioes 


RS ween nuit 








tan Af 


No. 243C RediMix 2 in 1 $4.95 complete 


RediMix 
Shrubmaster 


RediMix 


Lawnmaster 


“Little Gient 
Sprayer 






Ken* Sprayall 





Why stock A 
whet | witl do / 


The RediMix 2 in 1 is the only sprayer . . . for all 


@ Sprays flowers, lawns, and 
trees. 


@ Comes with 2 different noz- 


zles, instantly interchangeable. 


@ Eye-catching display card. 


WORLD’S BEST 
GARDEN HOSE 
SPRAYER * 


x 


Garden 


RediSprinkler 
Feeder 


garden needs! Sprays lawns, flowers, and trees! 





@ Dial-A-Spray control valve, 
Built-in Back Siphonage pro- 
tection, new Zamak cap, and 


all brass working parts. 


@ 40% discount on case of 3. 


Write for free catalog of all Sprayers & Nozzles fine 
products or contact your local distributor. 






SPRAYERS\& NOZZLES 


2575—28th Avenue North; St. Petersburg 4, Florida 





SAWHORSE 
BRACKETS 


ditty 






@ NO NAILS 


show them in actual use @NO BOLTS 


Use any 2x4s for legs and @NO SCREWS 
crossbar with Jiffy Brack- 
ets. All-welded construc- 
tion. Set up and knocked 
down instantly. Each pack- 
age is a colorful display. 12 
Sets to a carton. 
Dealer helps 
FREE. 


@ EASY 
TO CARRY 


@ EASY 
TO STORE 


















. if; ot 
s & Gg oc 
Mgt SAWHORSE 
MAKE UP A ge mae tm nee ve 
JIFFY SAWHORSE 
TO DEMONSTRATE 


Nationally 
advertised 
—order from 
your whole- 
saler, or 
direct if he 
cannot sup- 
ply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
Grand Haven, Mich 
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The 
all-purpose 
primer 
and sealer 
for your 
paint line. 









Sell The BEST 


in BLISTER and PEEL 


PROTECTION’ 


PROVEN IN You'll want to know ali 

THE FIELD about X-!I-M FLASH 

FOR MORE BOND, what it can do, 

THAN how if fits in with your 

. 20 YEARS! line. Send coupon today. 


H. FORSBERG CO. HA-38 
5107 Lakeside Ave., Cleveland 14, Ohio 


Yes, | would like to have a copy of your X-33 circular prepored 
exclusively for dealers, without obligation. 








State 


Zone 








: 
At all — 
Good Street 
Jobbers. ‘ rity 
° ; 
a 
; 











Made in Canada for Canadian Use—Represented in Canada by: 
DOUGALL'S SUPPLY LIMITED, 807 Bathurst St., Toronto. 
Distributed in Hawaii by: THE GLIDDEN COMPANY and BADER'S 

SUPPLY HOUSE LIMITED, Honolulu. 
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Ingwer, Frates Elected 
To Top Posts At Ridge 
Carl H. Ingwer, founder 


and president of Ridge Tool 
Co., Elyria, Ohio, has been 





2 : 
. = ; " “i 

. A > 2 & 
i a gf oe: 


CARL H. INGWER 


elected chairman of the 
board. 

Joseph A. Frates succeeds 
him as president and also 
becomes general manager. 

Both moves were made at 
Mr. Ingwer’s recommenda- 
tion at the 35th annual stock- 
holders’ meeting. 

Mr. Frates joined Ridge 





JOSEPH A. FRATES 


Tool in 1946 and has been a 
member of the board for 12 
vears. He became assistant 
secretary in 1949 and a vice- 
president in 1952. 

Ridge Tool has also elected 
Henry J. Freas_ treasurer 
and assistant secretary, and 
a director. 


Kentucky Wholesaler 
Complete Loss In Fire 


The offices and warehouse 
of Cayce Mill Supply Co., 
Hopkinsville, Ky., whole- 
saler, were completely de- 
stroyed by fire. 

The blaze started in the 
company printing office and 
destroyed the entire building 
in less than an hour. Several! 
employes were slightly in- 
jured. 

Competitors and suppliers 
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of Cayce have pitched in 
with new stocks and direct 
deliveries to the firm’s cus- 
tomers to help get it back on 
its feet, according to Robert 
C. Cayce, vice-president. 

In a letter to Hardware 
Age he stated, “This is truly 
a wonderful profession we 
are in to have such helpful 
and thoughtful competitors 
and manufacturers.” 


Alan Whiting Succeeds 
Oliver Perry At Tryon 


Alan W. Whiting, P. O. 
Box 254, Silver Springs, Md., 
has been named representa- 
tive for Edw. K. Tryon Co., 
Philadelphia wholesaler, cov- 
ering Washington, Virginia 
and Maryland. He succeeds 
Oliver H. Perry, who has re- 
signed. 

Mr. Whiting has been with 
Tryon for four years, and 
spent that time calling on 
sporting goods and hardware 
stores with Mr. Perry. 

Mr. Perry has served 
Tryon for 25 years. Before 
that he was with Simmonds 
Hardware Co. for many 
years, and was already well 
known throughout his terri- 
tory. 





Wholesalers’ Safe Opened 
With His Own Tools 


M. S. Young & Co., 
Allentown, Pa., whole- 
saler, always had com- 


plete confidence in its line 
of tools. 

Now it has a first hand 
endorsement. 

Burglars opened _ the 
safe over the week end of 
Feb. 2. They worked with 
tools borrowed from the 
warehouse. 

Evidently the burglars 
hid in a stairwell Satur- 
day evening. After hours 
they selected an electric 
drill and bars from the 
fourth floor, then worked 
on the second floor safe. 

C. H. Gerhardt, general 
manager, dropped into the 
offices Sunday morning to 
check the heating during 
a cold wave, and discov- 


ered the safe had been 
cracked. 

The money loss was cov- 
ered by insurance. Ac- 
counts receivable and 
other papers were not 
disturbed. 


——News of the Trade— 














OBITUARIES 


V. William Leusch 


V. William Leusch, direc- 
tor of customer relations at 
South Bend (Ind.) Tackle 
Co., died recently after an 
illness of six months. He had 
been with the company since 
1933, as a sales representa- 
tive, factory manager of the 
South Bend plant, and vice- 
president in charge of man- 
ufacturing. 


Sidney Ross 


Sidney Ross, manufactur- 
ers’ representative with Del- 
bern Associates, Philadel- 
phia, died Feb. 9. Mr. Ross 
was well known in the house- 
wares industry and spent his 
early years with the Pierce- 
Phelps Co., Philadelphia dis- 
tributor. He was an active 
member of the Philadelphia 
Housewares Club. 


Dorance L. Wheeling 


Dorance L. Wheeling, 69, 
part owner of Wheeler 
Hardware & Paint Co., 
Miami, died Dec. 13. Mr. 
Wheeling became associated 
with the firm 16 years ago. 


Henry Veit 


Henry Veit, 72, retired 
vice - president of Bommer 


Spring Hinge Co., Inc., Lan- 
drum, S. C., died Feb. 13 at 
his home in Woodhaven, L. L., 
N. Y., after a long illness. 
Mr. Veit had been with Bom- 
mer for over 50 years. He 
began his career with Bom- 
mer in 1902. 


Edward F. Maneely 


Edward F. Maneely, 79, 
president of John Maneely 
Co., Wheatland Tube Co., 
and Wheatland Steel Prod- 
ucts Co., all of Philadelphia, 
died Feb. 7. He was the 
founder of Wheatland Tube 
and Wheatland Steel Prod- 
ucts Co. 


Elma M. Seitz 


Elma M. Seitz, 63, manu- 


facturer’s representative 
with Oscar R. Seitz, New 
York, died Dec. 20. Mrs. 


Seitz had been associated 
with her husband for 36 
years in the hardware and 
housewares field. 


Benjamin F. Metzger 


Benjamin F. Metzger, 62, 
merchant trade sales mana- 
ger of Herr & Co., hardware 
wholesaler of Lancaster, Pa., 
died Jan. 7. He joined the 
company in 1918 as traffic 
manager. 





Fulton Bag Appoints 
Sivori To Top Post 


Frank C. Sivori has been 
named manager of textile 
sales service for Fulton Bag 
& Products Co., New Or- 
leans. He has more than 25 
years’ experience in the tex- 
tile product field. 





FRANK C. SIVORI 


HARDWARE AGE, MARCH 13, 


Fulton Bag & Products Co. 
is a newly formed company 
and recently purchased the 
New Orleans and St. Louis 
plants of Fulton Bag & Cot- 
ton Mills. 

Offices are maintained in 
Atlanta, Chicago, Dallas, 
Denver, Kansas City, Minne- 
apolis and New York. 


Jiffy Metal Products 
Buys Affolter Mfg. Co. 


Jiffy Metal Products Co., 
Canton, Ohio, a_ subsidiary 
of Campro Products, Inc., 
has purchased Affolter Mfg. 
Co., Canton fabricator of 
aluminum and_ steel prod- 
ucts. 


Gene Licklider, former 
production manager of Cam- 
pro, has been elected presi- 
dent of the new Jiffy Metal 
Products Co. 
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A report in pictures of events in the trade 


North Coast Retail Hardware Assn. in convention Feb, 2-4 at Port- 
land, elected Mrs. Grace Lambert, Harbor Hardware, Aberdeen, 
Wash. (center), president. Frank Hedges, A. L. Thomas & Co., 
Independence, Ore. (left), and Roy Winkenwerder, Roy's Hardware, 
Yakima, Wash. (right), were elected vice-presidents. Gordon 
Sprague, Tacoma, Wash., is a new director. Other directors are 
Larry Adams, Grants Pass; Don Farr, Coquille; Lloyd Walker, 
Eugene; Gerald Kasserman, Portland; Robert Lakin, Prineville, all 
in Oregon. Directors from Washington are William Crow, Edmonds; 
Ken Musser, Mt. Vernon; Robert Brosey, Winlock; Richard O'Kelly, 
Seattle Ronald D. Gowan, Seattle; and Don Custer, Renton. Roy 
C. Cole, Fisher Bros. Co., Astoria, Ore., immediate past-president is 
ex-officio officer. Martin Danko is managing director. 


Sales, service and advertising 
plans were the main topics at 
the U. S. Expansion Bolt Co. 
meeting held recently in York, 
Pa. Shown in attendance are, 
left to right: S. E. Richter; J. P. 
Parks, assistant sales manager; 
E. V. Biven; B. C. Cleary; R. K. 
Ganster; P. R. Mena, general 
sales manager; W. K. Rudisill; C. 
L. Kegerise; R. L. Sears: E. C. 
Belcher; E. A. Steele. 


District managers and manufacturers’ representatives from the U. S., Puerto Rico and Panama attended a recent sales meeting at New 
York Wire Cloth Co. headquarters in York, Pa. Left to right, standing: L. J. Baldwin; D. J. Purcell; J. M. Baldwin: Stuart Jones, vice- 
president; D. G. Baldwin; A. L. Smith; D. F. McMahon; J. P. Starke: J. D. McLean: F. H. Zimmerman. Kneeling, left to right: J. J. Robert- 
son; P. C. Miller; A. L. Reimer; W. F. Sewert, sales manager; R. McChesney; D. O. Quilty; G. F. Snyder, plant manager; Carlos Grimaldos. 
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Classified Opportunities Section 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


‘eee @ ee ee ee 


Positions Wanted 
Rate) set solid, maximum 


(Special 

50 words 

Allow Seven Words for Keyed ‘Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 


of check or money order, not currency of 
stamps. 








Representatives Wanted 


ARE YOU AN AGGRESSIVE 
SALESMAN? 


The Hooker Glass & Paint Manufacturing 
Company, a 103 year old Chicago firm in 
the midst of an expansion program, is 
looking for a young, aggressive salesman 
interested not in the immediate dollar 
alone, but in a sound future with excellent 
potential earnings. We are not interested 
in order takers. Send complete resume 
including photograph to R. A. Jones, Vice 
President Sales. 

Hooker Glass & Paint Manufacturing Company 

659 W. Washington Bivd., Chicago 6, Illinois 


SALES REPRESENTATIVES 


Nationally known Manufacturer of Fas- 
teners undertaking expansion program 
desires representation in Texas, Oklahoma, 
Arkansas and Louisiana. 


Address Box C-30, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 




















WANTED: MFR'S REP & DISTRIBUTORS 


for nationally advertised new product. Proven public 
acceptance and demand by large number of retail in- 
quiries from news releases. Write EASTERN L & B 
SUPPLY, INC., MFG., 630 Mountain Drive, South 
Orange, N. J. For full information submit resume 
and your operational area. 














SALES REPRESENTATIVES WANTED 
by manufacturer of lambswool floor applicators, 
refill pads, polishing bonnets and discs, wash 
mitts of all types, imported chamois, compound 
ing pads and related items. This is a top qual- 
ity line, strongly merchandised and competitively 
priced. The man selected must have some know!- 
edge of our field, and must give us full coverage 
in the hardware, automotive, and sanitary supply 
helds. Open in Virginia, Kentucky, Tennessee. 
Wisconsin, Minnesota, and the Dakotas. Beverly 
Manufacturing Co., 10 Roland St., Boston 29, 
Mass. 


SALES REPRESENTATIVE WANTED 
BY a leading cutlery manufacturer. Prefer man 
calling on hardware and houseware jobbers, de- 
partment stores, premium accounts and restaurant 


supply jobbers. Territory open includes Colo- 
rado, Idaho, Wyoming, Utah and New Mexico. 
Address: Box C-12, care of HarpwareE Acr. 


Chestnut & 56th Sts., Philadelphia 3°. Pa. 


COMMISSION SALES REPRESENTATIVE 
HAVING established clientele and who covers 
the State of Michigan is desired by old estab 
lished tool manufacturer. Exclusive sales terri 
tory. Advise fully. Address: Box C-16, care of 
HarRDWARE AGE, Chestnut & 56th Sts., Philadel 
phia 39, Pa. 








ACTIVE COMMISSION SALES REPRE- 
SENTATIVE, covering States of Georgia and 
South Carolina, desired by established manufac- 
turer of tools. Someone with established clien 
tele preferred. Exclusive territory. Please reply 
in detail. Address: Box C-17. care of HARrDWARF 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa 
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HOSE © SPRINKLERS © SPRAYS 


Salesman wanted, calling on 
retailers and jobbers, trades 
of all descriptions. The most 
complete line of its kind. Com- 
mission basis. 


Address Box 1131, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURER'S 
REPS WANTED 


Due to increasing sales, nationally known 
hardware manufacturer must expand 
sales force. Products nationally adver- 
tised. Territories open throughout the 
United States. Excellent commission ar- 
rangements. Please forward full details 
of your operation, who you represent and 
lines carried, in first letter to: 


Gunver Manufacturing Company 
234 Hartford Road 
Manchester, Connecticut 








EXPERIENCED SALESMEN 


With following among retail hardware and 
housefurnishings stores, to sell the most popu- 
ler branded line of dog furnishings. Can be 
handied as a side line. Liberal commission. 
Choice territories open. 


Address Box C-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa 








MANUFACTURER'S REPRESENTATIVES 


Here's a new and essential items with great point-of- 
purchase sales value! Vast potentials. Constant repeat 
orders. Compellingly priced. No trouble to get orders 
in your territory from hardware retailers and other. 34 
outlets. Liberal commissions. For details write 


Address Box C-!3, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 











REPRESENTATIVES WANTED calling on 
furniture manufacturers in north central and 
states. We manufacture custom turned 
customer specificaticns in brass and 
Please mention lines now handled and 
covered. Write Burd Manufacturing 
Columbus Ave., Springfield 3, Mass. 





knobs to 

aluminum. 
trade now 
Co., 1897 


WE MAKE BRANDED, 
BOXED, guaranteed line of star 
ing bars, cold chisels, bull points, etc. 
ofter sledges, picks, mattocks and 
tremely competitive prices. We need reps for 
Western Pennsylvania, Connecticut, New En- 
gland, Virginia, and the Carolinas. National Tool 
Co., 90 Walker Street, New York City 13, 
CAnal 6-5757. 

HARDWARE SALESMEN-—calling on _ re- 
tail hardware stores, upholstery stores, lumber 
dealers, etc. New universal screw anchor with 
large potential sales. High commission. “erri- 
tories now being set up. Advise experience and 
territory covered bv state and county. Fitsall 
Distributors Inc., 473 S. Franklin St., Hemp- 
stead, N. Y. 

MANUFACTURERS’ REPRESENTATIVES 
WANTED. Manufacturers’ Representatives now 
calling on Hardware distributors and jobbers 
wanted to handle line of polyethylene flexible 
pipe. Reply giving territory covered, number of 
field men working. number of wholesale ac- 
counts being sold. Most territories open. Reply: 
CONSOLIDATED PIPE COMPANY OF 
AMERICA, 1066 Home Avenue, Akron, Ohio. 





POLISHED, 
drills, wreck- 
We also 


axes at ex- 





EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commission. 
Write: Midwest Plastics Mfg. Co., 208 Bates 


Avenue, St. Paul 6, Minn. 











Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer. Pre 
fer man now calling on paint, hardware, lum- 
ber dealers. Protected territories Established 
business. Will consider sideline man or 
manufacturers’ agent 
Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 
coated BB's 
Most territories open. 


also 








per wants representation. 


Address Box C-20, 
Chestnut & 56th 


eare of HARDWARE AGE 
Sts., Philadelphia 39, Pa. 











EXCLUSIVE PROTECTED TERRITORIES 


open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 


sale to plumbing supply houses, hardware distrib- 





utors and retailers. (Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 

SALES REPRESENTATIVE WANTED. If 
you are a qualified sales representative calling 
directly on the hardware dealer, lumber and 
building supply companies, exclusive territories 
are open in New Yerk, western Pennsylvania, 
Ohio, Maryland, Delaware, Virginia and New 


England states to represent several excellent 
products that possess sales appeal and demand 
that add up toa “volume repeat business.”’ [Fully 
merchandised, these items are already established 
in other states by sales representatives who are 
enjoving a ‘ral commission on their sales 
activity. give full particulars in first 
letter. Address: Box C-29, care of HARDWARE 
Acr, Chestnut & 56th Sts.. Philadelphia 39, Pa 


SALESMEN NOW CALLING ON RETAIL 
HARDWARE, furniture, appliance and depart- 
ment stores to handle volume sales item with re- 
peat potential. Add our top-flight line of ironing 
board covers, pads, tablecloths. State territory 
and tyne of accounts called on. Royalcraft Pred- 
ucts. Box 748. Passaic. N. J. 


LOOKING FOR A PROFITABLE PAINT- 
BRUSH LINE? We are well known national 
manufacturers of high quality, competitively 
priced paint brushes of every description; pure 
bristle and nylon. Several lucrative territories 
are now available. Very high commission, pro- 
tected territories, all shipments prepaid. State 
full particulars in first letter. All replies con- 
fidential. Address: Box 1128. care of HARDWARF 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 
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SALESMAN 


to sell for established national distributors ex- 


PLUMBING SPECIALTIES 
clusive territory, 10% commission. Write full 
details with references. Replies confidential. 
Akron Supply Co., Inc., 216 Grand Street, Brook 
lyn, New Y ork. 


SALESMEN OR FACTORY REPRESEN- 
TATIVES who have a good following with the 
hardware or housewares jobbing trade. We have 
a tew territories open. Our line is nationally 
known. We pay high commissions. Excellent 
year ‘round sellers. Protected territory. Write 
General Sales Manager, Ohio Products Company, 
North Madison 1, Ohio. 








eee Accounts Wanted 








VENEZUELA 


Manufacturers’ Representative, established in Ca- 
racas, is seeking to represent well-rated U. §. Manu- 
facturers of hardware and similar products on an 
exclusive basis. Replies to 


Address Box C-i9, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa 





DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


if you want a sale, reduction, money raising 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 








WELL ESTABLISHED MANUFACTUR. 
ERS AGENT, traveling five men in the Upper 
Midwest. Want key line to develop to whole- 
sale hardware, industrial supply and wholesale 
plumbing trades. Address: Box C-11, care ot 
HARDWARE AGe, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





Help Wanted 











BUSINESS IS GOOD 


MINN.—WIS.—IOWA 
FINEST JOBBER—CATALOG—DISTR. CONTACTS 


Hardware, Sporting goods, Housewares—Bstablished 
representative desires one additional line—Must have 
volume potential—Dependable aggressive coverage— 
References available. 
Address Box C-25, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








Consistent, Conscientious, Concentrated 
coverage of metropolitan 
New York and New Jersey 


BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 


(We get results) 





AUTOMOTIVE 
HARDWARE SALESMEN 


Nationally known automotive hard- 
ware company expanding sales 
force, offers opportunity for experi- 
enced hardware salesmen capable 
of earning $7,500-$10,000 per year. 
Write giving educational and sales 
background to Mr. L. O. Braden, 
Fullwell Motor Products Co., 4005 
Clark Avenue, Cleveland 9, Ohio. 

















ACCOUNTS WANTED: MANUFACTUR- 
ERS, ARE YOU INTERESTED IN HA\ 
ING YOUR PRODUCTS INTRODUCED, 
DISPLAYED, DEMONSTRATED AND SOLD 
DIRECTLY TO THE DEALER IN STATES 
OF PENNSYLVANIA, NEW JERSEY, DELA-. 
WARE AND MARYLAND? Calling on the 
hardware dealer, lumber and building supply 
companies, department stores and garden centers, 
our company is interested in acquiring one or 
two additional products to add to the present 
four exclusive lines we now represent. Servic 
ing only a limited number of products our sales- 
men are able to devote the time and effort neces- 
sary to merchandise and establish new products 
in the territory and build a volume distribution 
for the manufacturer. Our services also include 
professional advertising, promotion and mer- 
chandising assistance. Maintain warehouse, office 








and billing facilities. Birkbeck Brothers, Inc., 
70 North York Road, Willow Grove. Pa. 
ROCKY MOUNTAIN STATES REPRE- 


SENTATIVE, young and aggressive with over 
eight years’ agency experience, desires select 
quality line. I will guarantee your product will 
personally be presented, together with sample 
demonstration, to every potential wholesale cus- 





tomer in this territory. Inquiries will receive 
a prompt reply. P. O. Box 647, Boulder, Colo- 
rado. 

CHICAGO AREA Hardware, Houseware, 


Tool lines wanted by former national sales mer. 
Or new agency. 20 years’ experience and top 
level contacts with wholesalers, chains, catalog 
and premium volume buyers. Address: Box 
C-22, care of Harpware Acr, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


ACCOUNTS WANTED: MANU FACTUR. 
ERS REPRESENTATIVE—with eleven years’ 
experience calling on hardware jobbers, builders 
hardware contract houses and mill supply firms. 





Well established connections. Have permanent 
office. Desire one additional top volume line for 
Texas, Oklahoma and Arkansas. Request for 


references invited. Address: Box (C-18. care of 
Harpware Acre, Chestnut & 56th Sts.,. Philadel- 
phia 39, Pa. 





SALESMAN with twenty-seven years’ experi- 
ence, now selling the wholesale trade in the six 
New England states, wants a hardware. elec. 
trical, or automotive line having real merit. Ad- 
dress: Box C-28, care of HArpwacr Acer, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 
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WANTED—HARDWARE DEPARTMENT 
MANAGER 


Energetic man 35 to 45 years of age, experienced in 
merchandising, buying, and promoting of paints, hard- 
ware, building materials, housewares, and sporting 
goods. Must be qualified to manage department in 
main store and buy for four branch stores. Good 
opportunity, salary open, plus percent of net profit 
of Department. Company benefits. Write to 





A. Brizard, Iuc., 791 8th St., Arcata, California 








MANAGERS AND ASSISTANT MAN. 
AGERS for large retail hardware in the San 
Fernando Valley—20 miles from Los Angeles. 
Experienced intelligent people, ages 30-40 wanted 
to manage hardware, paint, housewares, electrical 
and plumbing departments. Excellent opportunity 
to grow with an organization that is growing with 
the West. Live in the fabulous San Fernando 
Valley with its year around Summer. Write full 
details to Box 830, care of Harpware Acr, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





Business Opportunities 








FLORIDA 


Hardware, Houseware, Paint and Sporting 
Goods Store for Sale with or without Real 
Estate. Located in heart of the fastest grow- 
ing city on Florida's South East Gold Coast. 
Exceptionally clean inventory of approximately 
$75,000.00, grossing over $175,000.00 which can 
be substantially increased with additional capi- 
tal. Outstanding location, thriving business, 
established 20 years, always operated profit- 
ably. Excellent return on either business or 
real estate and a real money maker when 
combined. Part Owner-Manager must retire. 
For further information 


Address Box B-32, care of HARDWARE AGE 





Chestnut & 56th Sts., Philadelphia 39, Pa. 











FOR SALE: South Texas, modern hardware 
store, neighborhood shopping center. Annual 
gross, $90,000; rent, $550; Inventory, $36,000 re- 
tail; Fixtures and air-conditioning at book value. 
Price: $55,000. 8 years remaining on lease. 
Address: Box C-15, care of Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

FOR SALE: Hardware Store in new shopping 
center in prosperous farming community in 
Southwestern Michigan. Inventory and fixtures 
at cost. Good lease available. If you want an 
extra nice store don’t buy until vou see this one. 
Contact Dr. Fred L. Mathews, Dowagiac, Michi- 
gan. 














FREE! Your name embossed wm beautitul 
raised letters on 100 different key blanks. Jler- 
manent advertising for you at no cost. Write tor 
latest bulletin. HAZELTON CHAIN CO., 81 
Kemble St., Roxbury 19, Mass. 





HARDWARE, INDUSTRIAL PLUMBING 
AND ELECTRICAL SUPPLIES — Approxi- 
mately $200,000 annual business. Established 
31 years, Bronx. Well rated. Owner retiring. 
Ihis preposition offers lifetime opportunity to 
buy successful business and inventory at pre- 
vailing wholesale prices. Excellent opportunity 
for one to three experienced partners. Terms 
for responsible party. Address: Box C-21, care 
of Harpware AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





FOR SALE—HARDWARE STORE—One ot 
the best laid-out stores and front in Putnam 
County. Handling Hardware, Paints, Glass, 
plumbing, heating, electrical supplies, garden and 
lawn supplies—clean inventory over $25,000, 
owner wishes to retire. Established 27 
Write Box 674, Carmel, New York. 


years 





HARDWARE, Northeast Ohio, established 42 
years, completely equipped, $50,000 clean stock, 
no wholesale or contractor sales, complete hard- 
ware line, 1956 sales $66,000, second floor stor- 
age space, downtown area, rent $200, help will 
stay, other interests compel sale, ideal for part- 
ners, priced right. Apple Company, Brokers, 
1836 Euclid, Cleveland, Ohio. 





ESTABLISHED RETAIL BUILDING MA. 
TERIAL and Hardware store for sale in El 
Paso, Texas. Recently remodeled. Outstanding 
displays. Excellent reputation Low overhead. 
Approximately $50,000.00 to handle clean imven- 
tory. No receivables or real estate. Excellent 
lease. Reason for selling is expansion of whole- 
sale and construction business and New retail 
outlet elsewhere. Address: Box C-14, care of 
HaRpWARE Ace, Chestnut & 56th Sts., Philacel- 
phia 39, Pa. 





HARDWARE DEALERS. 
with brilliant colors. Iim- 
printed with your copy. Ideal for advertising 
and identifying your merchandise Or service. 
Small or large quantities. Low cost. Quick de- 
livery. Catalogue free. Write today! Cordell 
Company, 2506A 52nd Street, Kenosha, Wis 
consin, 


DECALS FOR 
Attractive designs 





Positions Wanted 








STORE AND DEPARTMENT MANAGER, 
17 years’ experience in Hardware, Paint, Plumb- 
ing and Houseware. Trained in modern Hard- 
ware Chain methods. Experience in laying out 
and installing new units. Aggressive, reliable 
worker with proven record. Age 52. W ill re- 
locate, prefer West Coast. Address: Box C-27, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





iF YOU WANT A JOB WELL DONE, 
here is your man. Age 35, family man, twelve 
years’ experience managing—buying hardware— 
housewares—paint—plumbing supplies. Graduate 
City College of N. Y. Retail hardware course. 
Desires position with incentive, preferably in 
Metropolitan N. Y. area. Address: Box C-10, 
care of Harpware Acg, Chestnut & 56th Sts.. 
Philadelphia 39, Pa. 





BUILDERS HARDWARE CONTRACT DE 
PARTMENT MANAGER, experienced estimat- 
ing Finishing Hardware from Architects’ Plans 
and Specs. on all classes of building construction. 
Senior man, age 54, desires responsible position. 
Will relocate. Address: Box C-26, care of Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 





PURCHASING AGENT: Disabled Veteran 
49, High School Graduate with electrical train- 
ing. Home owner and Married. 25 years’ ex- 
perience wholesale hardware, automotive, mill, 
electrical supplies, appliances, etc., Present posi- 
tion 13 years and no chance of advancement, de- 
sires change. Address: Box C-24, care of Harp- 
waRE Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 
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Meese Push Pin Ca. 201 Southern Screw Co. . 193 

| Sprayers and Nozzles 22) 

Myers Truck & Caster Co. 180 | Stanley Works . 129, 155 

| Star Bronze Co. a 65 

| Star Key & Lock Mfg. Co. 201 

| Sto-Cote Products wre. Co. 208 | 
N | Supplex Co. 58 

| Swift & Co. 

National Can Corp. | Vigoro Div. 115 
Housewares Div. 24 | Swing-A-Way Mfg. Co. 174 

National Carbon Co. Div. of | Swingline, Inc. a 
Union Carbide Corp. 50 | Sylvania Electric Products, Inc. 

National Hardware Corp. 215 Lighting Div. 185 

National Ideal Co. _ 217 

National Mfg. Co. 226 

Nicholson File Co. 4 T 

Tate Co., E. H. . 205 
_ Toledo Pipe Threading Machine 

0 | Co 180 
| True Temper = ae 

Oakes Mfg. Co. 205 | Turfgrass Farm, The 204 

Olin Mathieson Chemical Corp 
Winchester Roller Skate Div. 136- 137 | 

Omark Industries, Inc. 44 | U 

Oster Mfg. Co. .. ata 

Ox Fibre Brush Co., “Inc. ..35-36 | Union Carbide Corp. 

National Carbon Co. 50 | 
Union Fork & Hoe Co. ........... 18 | 
_U. S. Expansion Bolt Co. 190 | 
- | United States Stee! Corp. 
| Cyclone Fence Div. —) ae 

Parker Mfg. Co. = 220 | Utica Drop Forge & Tool Corp. 121 

Parker Sweeper Co. .. eee | 

Parks Co., The ...... 182 | 

Patterson-Sargent Co. 76 | Vv 

Penna. Lawn Mower Div. 

American Chain & Cable ~*~. so Velsicol Chemical Corp. 59 

Pennsylvania Refining Co. 

Gumout Div. . 77 Ww 

Perfection Industries 34 

Phillips Drill Co. ! -- 169 | Wallace “ey ‘Oe 

Pioneer Gen-E-Motor Corp. 13 | Washburn Co., The AME 

Pittsburgh Plate Glass Co. Water Master ... 172 
Brush Div. 66-67 | Werner Co., Inc., R. D. 158 
eS oe _... 133 | Wesbar Stamping Corp. 201 

Pittsburgh Screw & Bolt Corp..... 163 | Western Wire Products Co. 227 

Plastic Products Co. .... 62| Wickwire Brothers, Inc. . 120 

, Wilhold Products Co. . 194 

Plastic Products Corp. . 214 oa 

Williams Co., The .. 166 

Platt Co., "3 ean . 210 Winfield Brooks Co. 69, 70 

POTD TEE onc cccctscdecdncncdnns 153 | Wissota Mfg. Co. ............... 190 

Plymouth Rubber Co., Inc. ... 207 | Woodhill Chemical es do anos es 188 

Popular Mechanics Press ......... 181 | Wooster Brush Co. .. 64 

Porter Co., Inc., H. K. Wright Steel & Wire Co., G. F... 213 
Henry Disston .... . 187 

| Y 
9 | Yale & Towne Mfg. Co. 
Lock & Hardware Div. 139 

Quickee Products, Inc. ........... 206 | Yoder Mfg. Co . 54 
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“*‘ScoTtcn’ 33 Plastic Electrical Tape’s 
| been selling like hot cakes since we started | 
suggesting it for all home repairs.”’ 
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WESTERN WIRE protects the Plumber 





NO SHARP EDGES 







gi 


perforated hanger bar 
SPEEDS THE JOB—SAVES HANDS! 


Another improved Western Wire 
product—at no increase in cost! All 
sharp edges removed from SAFE-T- 
EDGE. Work flows faster! Modern 
packaging reduces “handling” time 
for everyone! Speeds inventory! 
Order SAFE-T-EDGE from Western 
Wire Products Company! 





HANDY 
PACKAGES 










Pull from box 

as needed. 

50’ and 100’ coils. 
Plain or galvanized. 
5/0—2/,x24 GAUGE 

. 0000—4/,x22 GAUGE 
000—?/,x20 GAUGE 
00—3/,x18 GAUGE 
Larger Sizes Ly to pte tn a Gauge 


po Ite 





OTHER IMPROVED 
PLUMBING PRODUCTS 


WIRE PIPE HOOKS—Standard 
and Thrift. Plain and Coppered. 
FLATTENED LAG SCREWS with bolts. 
HANDY ANDY VISE STANDS 
COTTER PINS—All sizes. 






SEND FOR CATALOG #131 
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PRODUCTS 
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~—~because they’re tops in perform. 
ance ... tops in sales-making 
packaging . . . and tops in quality 
—a tape for every purpose! Evans 
puts dynamic merchandising 
punch on your counter . . . top 
profits in your till. You can't miss 
with Evans—the line priced for 
mass appeal, mass sales! 


T r.\ = a Lom ' ASK YOUR JOBBER NOW! 


Ewatia Seat 00s World’s Largest Manufacturer 
izabeth, N. J. . 
RU LE CO. Montreal, Quebec of Stee! Measuring Tapes 











(MARSHALLTOWN 
a 


MARSHALLTOWN TROWEL COMPANY « MARSHALLTOWN, IOWA 


y NOT 
GLUE Amazing New Liquid S-W-E-L-L-S Wood 


@ Penetrates wood fibre—makes them e-x-p-a-n-d 
Survives Accidental Falls | permanently. 
@ Quickest and easiest way to fix loose chair rungs, 
legs, handles, dowels, dove-tails, etc. 


A ’ ' A Fast-Selling Impulse item 
ere ts the Level se eraftseman «an ; . 
resist. First real improvement made in | s in SS years. Write for Free Samples and Literature 


evel 
~G00% MORE visibility. No Broken vials from rough usage. Za CHAIR-LOC CO., Lakehurst 3, N. J. 
Aad Empire National Advertising brings customers te — Cay) 


veur stere. Stcek and disgiay Emgire Crystal 
Vises Levels 


MAGNESIUM Zz Z s—— ss 
— ef ae WHAT’S NEW? 


Turn to pages 147-148 of this issue. The Quick 
Check Card properly filled out will bring you 
quickly the details on new products that interest you. 


IT’S QUICK — IT’S FREE 














ACT TODAY! Send for Literature and Discounts 


EMPIRE LEVEL MFG. CO. "0926 W. Potter Road. Milwaukee. wis 


— 

















ALWAYS SELL GENUINE 


OLLY 


‘Write for Free Literature * scr EW AN CH ORS ie Molly Corp., Reading, Pa. 





REMCO ... Bakelite Furniture Rests and Caster Caps 


Cushion Rest REMCO 


Drive on type <— Furniture Rests 
Sizes: 2”, 236” are made from ma- 
; hogany color bake- 
lite plastic. Live 
rubber inserts help 
absorb vibration. 
Needle point nails 
go easily into wood- 
en chair legs. Pin- 
= RL equipped 
- 3,” universal 
Drive on Type eae es — sockets. 


ope ®») REMCO | , ) 
-* . Caster Cups> : a wD Makers of World Famous 


are of large diameter, shatterproof, ma- 
T 


ae ce cee ee; wee DOMES OF SILENCE 


by heavy casters, etc. 








PINTLE TYPE—Sizes |'/2"', 2" 


Ask your jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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| INTHENYLON 
| CORD BUSINESS } 


® The Easy Way 

® The Low Inventory Way 
® The Low Cost Way 

® The Packaged Way 

® The High Profit Way 


PH 100% NYLON & 
@ BRAIDED CORD 
RACK : 


That's right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
only 24 inches high and takes 
up less than 1 square foot of 
floor or counter space. Cord 
is one reel each of 1/8”, 
3/16", V4” and 5/16”. Rack 
is FREE with order for 4 or 
more spools. 


te Ft 1& - 


is 


SEES kv oe 
I my. y £ ] 


 @ ve tae 
‘ whe Te 


vy ae 


Ask your jobber about it... 


CORDAGE & 


John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 





oe He 
Ne 


bid - - | gs, »., re. 
a3 im. hg: Olas Se Egor ie MLR, PCS , 
i ie * P Cae OS ek Re ee 4 : SORA OR a ee dl 
- wa ‘ ll me 3 eo ene am 
ail _ ~ - . ‘ oe t 
“ oS 


Proven in the 
rough, tough pulpwood 
industry 


AVAILABLE FOR = \ Sea 
FARMERS, WOODLOT “pe 
OPERATORS and LOGGERS | = en p po 


EVERYWHERE 316995 


® Balanced for easier handling 
° New low cutting line 


¢ Thumb-operated high pressure blade 
oiling 


Ask yourself—W HY can one chain saw, with little 
or no advertising and without sales pressure be- 
come a favorite of men working the pulpwood 
forests? The answer is obvious: outstanding per- 
formance! 

This rugged, easy-handling direct drive chain saw 
is now being produced by Eclipse . . . for distribution 
to dealers across the nation. Some of the features that 
make it outstanding are: Power Products engine, Fair- 
banks-Morse recoil starter, choice of angle-mounted 
float feed or fuel injection carburetor, streamlined 
appearance, and a weight of only 20 pounds. 


Dealer inquiries invited. Write today ! 


THE ECLIPSE LAWN MOWER CO. 


(Div. of Buffalo-Eclipse Corporation) 
3817-CS RAILROAD ST. © PROPHETSTOWN, ILLINOIS 





